








INGOR Lan 


“THE EASTERN UNDERWRITER 


AWEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF INSURANCE, 


qct 4 1926 


(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 


PAS 


Published by The Eastern Underwriter Co., 86 Fulton Street, New York, N. Y. 
Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under the act of Congress, March 3, 1879 








Twenty-seventh Year; No. 43 


NEW YORK, FRIDAY, OCTOBER 1, 1926 








$3.00 a Year; 25c. per Copy 





Florida Windstorm 
Losses are Heavier 


Than First Thought 


Reason Is That Financing Houses 
Had Made Windstorm Cover 
Requirement 


SITUATION ON EAST COAST 


Losses in Maritime Sections Large; 
And in Inland and Ridge 
Divisions Small 


By HERVEY LAIRD 
Lakeland, Florida 


The recent storm disaster in Florida 
has had, or will have, a very decided 
influence on insurance. For the first time 
in a great many years in this part of 
the country there appears to have been 
a considerable amount of damage of the 
character covered by windstorm insur- 
ance. However, this has almost wholly 
confined itself to maritime neighbor- 
hoods, the actual losses in interior and 
ridge section territories being small. For 
instance, in Lakeland, a town of 25,000, 
thirty-three miles from Tampa, had per- 
haps not more than $2,500 in losses al- 
together. 


A Problem for Adjusters 


The Moon Haven section, in which 
there was so much loss of life, presents 
a problem that may have to be worked 
out in adjustments. There a town had 
been built in the drained portion of a 
big lake, and the houses protected by 
a wall, or dike, built to hold the waters 
in that part of the bed of the lake left 
after the drainage cut off. The tremen- 
dous east wind carried a wall of water 
against this dike and it broke. Will the 
policies that carry windstorm protection 
cover this? May be a question to be 
answered when the loss records/are made 
up. Did the wind that raised the wall 
of water that destroyed the town classi- 
fy as a wind that windstorm policies 
cover ? 

On the Atlantic Coast from Miami to 
the damage line north the wind came 
in causing fearful losses to town and 
city property. Many large buildings 
were ruined, as well as as scores of 
smaller ones. A large part of the $100,- 
000,000 damage in Greater Miami sec- 
tion will be directly due to wind, and 
the same thing is true of the $15,000,000 
loss at Hialeah, $25,000,000 in and around 
Hollywood, and an equal amount about 
Fort Lauderdale. On the Gulf proper 
most of the losses are maritime. So, too, 
Tampa, and if wharf and dock buildings 
are not figured outside the maritime class 
the same thing is largely true of Pensa- 
cola and Mobile. 

The East Coast 

Insurance interests are more largely 
concerned about the heavy damages on 
the East Coast than is usually the case, 
because most of the buildings were 
financed by loans made by Eastern and 

(Continued om page 25) 











PHOENIX 


Assurance Company, Ltd. 
of London 
100 William Street, New York 


A corporation which has stood the test 
of time! 


144. years of successful business 


operation. World-wide interests. Abso- 


lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
123 William Street, New York 











PRACTICAL SALES HELPS 


The Equitable Life of Iowa has prepared many practical sales helps 
which definitely tie up each step of the sale from publication of the ad- 
vertisement in the agent’s local paper to the delivery of the policy. 
They provide a continuity of thought and concentration which direct 
the attention of the prospect throughout the sale. 


The plan consists of advertising copy to be run in the local paper 
of the agent, direct-mail letters to well selected prospects, a comprehen- 
sive and complete Sales Manual prepared by the company for use in 


soliciting and a good will policy jacket indicating the purpose for which 
the policy was purchased. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 


FOUNDED 1867 




















A Hearty Welcome! 


The great City of Philadelphia is host to the Nation during these months 
of celebration of the one hundred and fiftieth anniversary of the signing of 
the Declaration of Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable character, which is the 
historical successor of the Centennial Exposition of 1876. 


The Home Office of the Penn Murua is on famous Independence Square 





in Philadelphia, facing Independence Hall, where the Declaration was signed 
and where hung, and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to Philadelphia during 
these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 
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Big Housewa) ming 
Convention Of The 
Connecticut General 


300 Agents Attend Dedication 
Ceremonies, Business Sessions 
and Social Events 


PRES. HUNTINGTON’S TALK 


Improvement in Business for Next 
Decade Will Come in Pension 


and Disability Plan 











The Connecticut General housewarm- 
ing convention commemorating the open- 
ing of the beautiful new building of the 
company in Hartford was attended Sep- 
tember 22-24 by 200 of the leading agents 
of the company. 

Among the outsiders who spoke were 
Dr. S. S. Huebner of the Wharton School 
of Finance, University of Pennsylvania, 
and Charles J. Rockwell of the Rockwell 
School of Life Insurance, Chicago. 


Much to See and Do 


In addition to the building ceremonies 
there were a couple of days of business 
sessions; an automobile sightseeing trip 
around Hartford; a golf tournament; a 
baseball match between the Connecticut 
General and the Connecticut Mutual; a 
clambake on the Tnames River and a 
boat ride on Long Island Sound. 

In the presentation ceremony, Robert 
Eidlitz, builder, turned the key of the 
building over to Architect James Gamble 
Rogers, saying it had been a privilege to 
translate into enduring granite and mar- 
ble the architect’s conception of a beau- 
tiful and useful building. Mr. Rogers 
then presented the master key to Presi- 
dent R. W. Huntington, saying that he 
believed the building to be like the Con- 
necticut General itself, sound, dignified, 
good and enduring. 

President’s Address to Agents 

In his address to the agents, President 
Huntington told of the genesis of the 
plans for a new home office ten years 
ago. Fortunately, construction was de- 
layed and the plans finally adopted pro- 
vide accommodations for a much larger 
home office force now and permit of ex- 
pansion as needed in the future. 

Mr. Huntington touched upon the 
changes in the insurance business both 
in methods of selling and in policy forms 
and said that modern agents, with the 
present standing of the business and at- 
tractive policies to offer, can sell three 


times as much as could be sold for- 
merly. 

Looking to the future Mr. Huntington 
said that the improvement in the busi- 
ness in the next ten years would proba- 
bly come in pension and disability plans. 

No business, concluded Mr. Hunting- 
ton, does more for the well being of the 
people than insurance; no business adds 
more to their security and comfort. We 


(Continued on page 7) 
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BROADCAST NO. 40 








IMPORTANT ANNOUNCEMENT 


1. Policyholders of the AZtna Life Insurance Company, who, within two years, have 
examined and issued standard in this Company (excluding those already carrying 
our full limit) may be written additional insurance up to ten thousand dollars. 


2. The Company reserves the right to call for an examination in any case, but the AEtna 
has in the past freely accepted on a non-medical basis desirable business coming 


within the above class. 


3. Such medical applications may be written for any plan excepting certain forms of 
Term, and up to and including age 60. 


4. We will furnish you with the names of your own /Etna policyholders from month to 
month who come within the two year limit if you file with us a written request to 
do so. 

5. You can write your old policyholders easily under this Non-Medical Plan, and every 


time you examine a new risk for the /Ztna you are laying the groundwork for very 
profitable Non-Medical business within two years. 


HART & EUBANK, General Agents 


_AETNA LIFE INSURANCE COMPANY 


: 100 WILLIAM STREET 
NEW YORK 


“IT PAYS TO HAVE AN ACCOUNT IN THE AETNA” 
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Life Office Management 
Association Needs 


BUILDING PERSONNEL TOPICS 





President Harry Wireman Cook Dis- 
cusses Office Functioning, Budget- 
ing and Routine 





The Life Office Management Associa- 
tion, which had its inception two years 
ago with Franklin B. Mead of the Lin- 
coln National Life, had its annual con- 
vention in Chicago this week. The con- 
ference was called to order by Henry 
Wireman Cook, vice-president and medi- 
cal director of the Northwestern Nation- 
al Life, Minneapolis. 

Mr. Cook began by showing the need 
of the organization. He said that finance, 
production and sales have had the over- 
shadowing interest of American execu- 
tives and they will probably always so 
remain, but that there is a growing rea- 
lization that there is no inconsistency in 
combining vision in industry with rea- 
sonable attention to details of personnel 
and planning, two points of view which 
should work harmoniously together for 
the largest measure of success. 

The papers read before the Associa- 
tion so far have been on personnel, me- 
chanical equipment and planning. He 
said he thought that some of the sub- 
jects of first importance to the associa- 
tion were adequate salary and advance- 
ment opportunities for employes; also 
good light and ventilation, cafeteria ser- 
vice, vacation schedule, medical and nur- 
sing service, training, investment and 
savings opportunities, pension and pay 
during illness, group insurance and col- 
lective recreation. 

Principles Simple; Requirements Few 

Mr. Cook said in part: 

“While many books and articles have 
been written on office planning, and the 
subject seems involved in technicalities 
and red tape, as a matter of fact, the 
principles are simple and the require- 
ments few: 

1. Written instruction and routines. 
a. Individual desk instructions, 
preferably on cards with sub- 
jects arranged alphabetically. 
b. Written routines — unit, de- 
partmental, and interdepart- 
mental. 
Adequate supervision—individual, 
unit, and departmental. 
3. A planning unit—a department, 
an officer, or a committee. 

“A fundamental necessity for intelli- 
gent functioning of the office ts that in- 
structions should be given and be avail- 
able in a clear, concise, and permanent 
form. The bane of an office, and the 
cause of many errors and misunder- 
standings, is the habit of casual verbal 
orders. Here the habit grows of altering 
routines by verbal instructions, based on 
snapshot diagnoses, until finally no two 
employes or officers remember the meth- 
od in just the same way, and continual 
mistakes, misunderstandings, and argu- 
ments occur. The confusion resulting 
from such a method to the new employe 
must be tremendous, and it is nothing 
short of marvelous that they ‘catch on’ 
so quickly, and ‘get by’ with so few mis- 
takes. The new employe will frequently 
appeal to Miss A, sitting nearest her; 
she in turn ponders a while, and offers 
the suggestion that she thinks Mr. B 
told her some time ago to do it that 
way. Later, Mr. B is quite sure he 
changed that instruction months ago, 
while Miss A is equally positive he did 
not, or anyhow, Mr. X told her differ- 
ently—and the discussion goes merrily 
on, still further delaying progress. Fi- 
nally, everyone agrees to blame the new 
employee, and all are satisfied with the 
prevailing opinion that anyhow it gener- 
ally takes six months or a year before 
a new employee is any good. The inte- 
val before a new employee knows his job 
is not an unalterable and predestined pe- 
riod. Given capacity, it is definitely de- 
pendent on adequate instructions and su- 
pervision. 

“Written routines can never. supplant 


personal instruction and _ supervision, 
however much supplementary value they 
may afford. The pendulum may swing 
too far and an office may become too 
mechanical. A human being can never 
be changed into a machine. The con- 
trol, encouragement, stimulus, and guid- 


ance of informed, interested supervision ° 


will always be the determining factor to 
successful office management. The units 
must not be so large that someone can- 
not give personal attention to the needs 
of the individuals and their work. Con- 
centration and attentiveness must be 
maintained, initiative appreciated,  ill- 
health or discouragement recognized, op- 
portunity for advancement kept open, 
and the interests and welfare of each as- 
sured by firm, just, and friendly super- 
vision. Attempt should be made to give 
a broad-minded company vision to unit 
and departmental supervision by having 
staff or unit head meetings at sufficient- 
ly frequent intervals to permit discussion 
and study of general company problems. 
For example, opportunities for advance- 
ment sholud not be narrowed to unit or 
department, as is so often done by the 
unwillingness of a supervisor to trans- 
fer a valuable employee. Departmental 
pride may become too insular and may 
unnecessarily lose valuable employees to 
a company because their advancement 
is blocked. 


Budgeting Progress Slow 


“Life insurance office management has 
been remarkably slow in adopting the 
general scheme of budgeting. As far as 

know, no American company has giv- 
en it any extended application, and I 
believe this can be said of no other in- 
dustry. This seems to me another in- 
dication for the need of our office man- 
agement organization, as it illustrates the 
neglect that one of our important man- 
agement problems has suffered. Our ef- 
forts in behalf of better office manage- 
ment will, I believe, be materially clari- 
fied and standardized during the next 
five years by a rapid. extension of the 


application of the principles and practice 
of budgeting. 

“Responsibility for constant sustained 
and yet conservative effort towards bet- 
ter methods must rest somewhere defi- 
nitely. Anybody’s business is nobody’s 
business. Everyone is busy with his own 
job, especially at’ certain peak periods, 
so that interest in improved methods, if 
present, is apt to be intermittent. And 
this particular job requires sustained 
pressure. 


Planning Engineer 


“A planning department, with a so- 
called ‘planing engineer’ in charge. This 
is the most radical and most complete 
solution, and in theory it is certainly the 
best way. Although in practice it does 
not always prove successful, this does 
not necessarily disprove its preferment. 
Its success depends largely upon obtain- 
ing a capable, tactful individual to head 
the department. The position requires 
a clear head and a thorough knowledge 
of the principles of office planning and 
accounting, sympathy, and an under- 
standing of proper personnel methods, 
and, above all, a broadminded tact, and 
ability to accomplish results without 
friction. 

“A common method is for some officer 
to gain an increasing interest in the 
general subject of office managément, 
and to gradually fit himself for guiding 
its development. This is a slower meth- 
od, probably produces less friction, but 
here again depends on the personality of 
the individual and the extent of his au- 
thority. He is apt to be handicapped by 
jealousies, as his affiliations are usually 
departmental. 

“The committee method has had con- 
siderable success. Here a planning com- 
mittee of officers, usually those in more 
intimate touch with the office detail, 
work out plans and methods for the of- 
fice as a whole. This has the great ad- 
vantage of promoting a working under- 
standing in a group whose sympathetic 
co-operation is so vital. The problem 


"LIFE COMPANIES AND 
TRUST ORGANIZATIONS 








If we examine the scope of the services performed 
by life insurange companies and trust organizations 
—including in the latter term trust sections of com- 
mercial barfks—we shall find a broad field of coop- 


eration. 


While the general character of each is fiduciary, 
the two instrumentalities are not natural competi- 
tors. They are more nearly like allies although their 


activities are distinctive. 


Each suggests, initiates, activity for the other. 
Each furnishes service for which the other is not 
equipped; one the insurance of the productive value, 
accumulated and prospective, of human life; the 
other the administration of trusteeships, of which 
many proceed from life insurance. 


There is no doubt that the two can supplement as 
well as complement each other, and it is noteworthy 
that the banks and trust companies have realized 
this fact and applied it in a practical way. On the 
other hand, it is evident to me that a corresponding 
interest in the promotion of the welfare of the bank- 
ing and trust companies is now a part of the pro- 
gram of every wide-awake life insurance man. 


WALTON L. CROCKER, President 








JOHN HANCOCK MUTUAL LIFE 
INSURANCE COMPANY 


Boston, Massachusetts 





here is that, as no one is giving his 
whole time to planning, the interest be- 
comes intermittent, and thorough work 
and consistent progress are difficult. 
Much time can be wasted in committee 
meetings unless the chairman always has 
a definite program and is clear-cut in 
keeping the discussion on the subject. 
It is easier, but not as helpful, for a 
group to discuss the pros and cons of 
a project without arriving at a practical 
solution, than it is for a single informed 
individual to plan a definite and work- 
able routine. : 
Whole-Time Planning Manager 

“A very practical arrangement would 
seem to be a combination of the whole- 
time planning manager, working in the 
closest understanding and. co-operation 
with an office committee. Here the plan- 
ning manager would be constantly alert 
to needed changes, and at work on defi- 
nite outlines and plans which he would 
submit to the committee for criticism 
and suggestion. In this way progress 
would not sag, and yet the key group 
would be kept in sympathetic and co- 
operative understanding with each step. 
Such a man could act as the secretary 
or chairman of the committee, guiding 
and stimulating its activities.” 





HOLD ANNUAL LUNCHEON 





Joseph D. Bookstaver Agency Makes 
Awards at Gathering to Forty- 
three Producers 
The annual luncheon meeting of the 
Joseph D. Bookstaver general agency for 
the Travelers was held at the Hotel 
Pennsylvania one day last week in honor 
of the members of the $250,000, $200,000 


and $100,000 clubs. Joseph D. Book- 
staver presided at the meeting. 
Reports were received from the 


twenty-four delegates who represented 
the agency at the International Conven- 
tion of Life Underwriters at Atlantic 
City. 

Among the speakers was Mrs. Edward 
J. McCormack, of Memphis, official host- 
ess of the committee from that city, who 
told why the next annual convention of 
this organization should be held in her 
city. The executive committee of the 
national association have voted that the 
1927 convention shall go to Memphis. 

Other speakers were A. G. Green, of 
Grand Rapids, general agent in Michi- 
gan and Indiana for the Merchants Life 
Insurance Company of Des Moines, 
Iowa; Miss Josephine B. Lincoln, of 
Oklahoma City, secretary, treasurer and 
editor of the “Dotted Line,” the official 
organ of the Alumni Association of Life 
Approved Schools; Col. Edward J. Mc- 
Cormack, of Memphis; Frederick S. 
Goldstadt, formerly of Oklahoma City, 
now a resident of New York; Mrs. Elsa 
Edwards, of Detroit; Dr. Dewitt Ter- 
hune McLaughlin. 

Guy McLaughlin, general agent of the 
Franklin at Houston, Texas, was the last 
speaker. Awards were made to forty- 
three members of the club. The meet- 
ing was adjourned after reports had 
been made by the delegates. 


TAKES TRAINING COURSE 


J. B. Baumann, who will assume 
charge of the group life department in 
the A. L. McKnight general agency for 
the Aetna Life at St. Louis on October 
1, is now in the Albert E. Mielenz gen- 
eral agency of the company at Milwau- 
kee receiving practical training in group 
underwriting. He has completed a 
course in the school at the home office 
of the company. 





LABOR ASSOCIATION GROUPS 

The association of companies writing 
group insurance decided some time ago 
that no more of the labor association 
groups shall be written. 





RESIGNS AS DIRECTOR 
Dr. J. V. E. Westfall, vice-president 
of the Equitable Life Assurance Society, 
has resigned as a director of that so- 
ciety: 
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WASTE 


The first great problem with which the human race forever struggles is how to live as long as possible. 
To live at all humanity must fight disease, from birth. 


The advance made into the terrain of this common enemy in recent years, chiefly through discoveries in pure science. 
makes a story more thrilling than Stanley’s journey across the Dark Continent, more romantic than Amundsen’s 


flight over the Top of the World. 


Whatever science is now saving through a better longevity has hitherto been waste, but a waste mankind in the mass could not 
control; it could however and, in a limited way, now does, avoid utter waste through co-operation. 


Outside of disease there are other enemies to be overcome. 
Amongst these enemies are: 


Ignorance; 
War; 
Bad Sociological programs; 
Lack of a proper sense of individual responsibility ; 
Lack of appreciation of the value of human life, the only real value in the world. 


ALL THESE ARE CONTROLLABLE ENEMIES 


The battle of science against disease helps; it lengthens life, but does not solve the problem. 

The battle against the controllable enemies is the great current, always present battle. 

Ignorance and war with resultant maladjustments, are man’s arch enemies, the great causes of waste. 

Human life, the only real value, is now constantly sriuffed out by its controllable enemies leaving liabilities and 
not assets. Intelligent co-operation can prevent that. 


Every life is an asset to everybody if it is not wasted. 
War with its hideous waste seems as yet uncontrollable. But in the long run ignorance is a deadlier foe than war. 


Premature death from disease, which happens in spite of all scientific knowledge, is without a specific plan to 
meet it, sheer waste. 


Premature death from war not only destroys values and disrupts life plans but leaves debts for other people to 
pay; even that monstrous waste can be adjusted, through co-operation, so as to be really less burdensome. 


Premature death from any cause usually means helpless wives and mothers, children either half educated or edu- 
cated in crime, all at the expense of society. 


The value of a life can be in part replaced by cash through co-operation; that helps the taxpayer, liquidates liabili- 
ties and gives children a chance. 


While humanity is struggling to eliminate disease, to eliminate the rivalries of nations, rivalries in business, the blunders 
of ignorance, rivalries in the churches, and the cruelties of the strong; lifting the burdens imposed on society by the lazy and 
the incapable, Life itself (individuals, men, women, children) must, in order to preserve its great but fugitive value, organize 
intelligently ; it must express itself in current values, must through co-operation translate itself into bonds, mortgages, real 
estate and cash. That sounds materialistic; but there is other even partial equivalent for the ‘intangible personality which, 
living, is of immeasurable value and eliminated without a program which in part replaces it, becomes worth less than nothing. 


How to do all that as against both kinds of waste, the controllable and the uncontrollable? 
Did you say Life Insurance? 
Of course you did. 


LIFE INSURANCE IS A MILITANT, AN ORGANIZED CRYING OUT TO HUMANITY TO 
STOP WASTE. 


IT HAS AS YET CAUGHT UP OUT OF THE NIAGARA OF WASTE ONLY A FEW BILLION 
DOLLARS OF THE INEXPRESSIBLE BILLIONS THAT HAVE FOR AGES RUSHED INTO THE 
OCEAN OF WASTED VALUES. | 


Life Insurance is the first business in the world, first in its moral appeal, first in its scientific. processes, first in its 
fight against life’s enemies, first in its correction of maladjustments, first in eliminating waste, almost first now in its accumu- 
lations. 


Ask at one of our Branch Offices about this Company. Lear how you can eliminate waste, how you can serve 
yourself and your neighbor as well. 


NEW YORK LIFE INSURANCE COMPANY 
DarwIN P. KINGSLEY, President. 
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Staff Peete Fund > 
Of Imperial Life 


J. G. PARKER’S CHICAGO TALK 


Fund of Contributory Nature; Applies to 
All Clerks Up to $2,500 
Salary 


At the convention of the Life Office 
Management Association in Chicago this 
week, J. G. Parker of the Imperial Life 
of Canada discussed “Retirement and 
Pension Plans for Life Insurance Com- 
panics.” He began by reciting the ad- 
vantages of the plans which are preven- 
tion of turnover, prevention of unrest, 
attraction of new members, creation of 
good will and creation of thrift. He then 
told the future 
them, which he outlined as creation of 


advantages as he saw 


fund, assistance of employes and auto- 
matic retirement. Continuing, he said: 
“In order tp have something concrete 
for discussion, | would like to outline the 
Staff Pension Fund in operation by my 
own company, the Imperial Life.” 
Contributing Fund 

The fund is of the contributary na- 
ture, employes contributing to the fund 
not less than 5% of their 
more than 10%. This 
clerks receiving 


salary, nor 
applies to all 
salaries up to and in- 
cluding $2,500. If the total salary is 
more than $2,500, the contribution shall 
be not less than 5% no more than 10% 
of the first $2,500 and 5% of the balance, 
provided that the contributions in any 
one year shall not exceed five hundred 
dollars. Every member of the staff who 
is a whole-time salaried office employe 
must contribute to the fund. This ap- 
plies to the branch office employes as 
well as to the head office employes. The 
company on its part grants to the fund 
amounts equal to the contributions. The 
contributions of the employes and _ the 
grants of the company are then accu- 
mulated each year with interest at the 
current net rate earned by the company 
on its invested funds. 

The benefits allowed by the fund may 
be classed under four headings. 

(1) Benefits on retirement at age 
limit—Male employes must retire from 
the service of the company at age 65; 
female employes must retire at age 60 
(unless in either case the company de- 
sires to retain them in the service). On 
rtirement at the age limit the contributor 
will receive from the company an annu- 
ity payable monthly for ten years cer- 
tain, and so long thereafter as he or she 
may live. The amount of the annuity is 
to be $8 per month in case of men, or 
$7.30 per month-in the case of women 
for each $1,000 then standing in the fund 
fo the credit of his or her account aris- 
ing out of the contributions and the 
vrants with interest on both to the date 
of retirement. If the employe be re- 
tained in the service of the company 
after the age limit the amount of the an- 
nuity on retirement would be determined 
upon by the Board of Directors at the 
time of retirement. 

Female employes may retire after age 
55 and before they reach the age limit of 
60, and in such event the basis used in 
calculating the annuity would be that 
authorized by the Board at the time of 
retirement. 

Retirement, Other Than at Age Limit 

If an employe retires on account of 
ill health the amount of the contribu- 
tions by the employe and the grants by 
the company, together with interest 
thereon, shall be used to purchase an 
annuity of the same nature as specified 
above. The basis used in calculating such 
annuity would be determined at that 
time and would naturally depend on the 
axe of the employe and the condition of 
health at the time of retirement. 

If a contributor leaves the service of 
the company he may withdraw the full 
amount to the credit of his account aris- 
ing out of his own contributions with 
interest thereon. He, however, does not 


receive any part of the grants which 
were made to his account by the com- 
pany. 

If a contributor remains in the service 
of the company but ceases to be a whole 
timed salaried office employe he may not 
make any further contributions to the 
fund but the amount already to his cred- 
it, both contributions and grants, may 
be left in the fund and accumulated with 
interest from year to year. At the re- 
tirement age the amount to his credit 
may then be used for the-purchase of an 
annuity, provided he is still in the ser- 
vice of the company. This latter clause 
applies quite frequently to those head 
office employes who leave to become 
agents or agency managers of the com- 
pany. 

Benefits at Death 


In the event of the death of the em- 


ploye while still in active service, the 
company pays to his estate the amount 
of his own contributions with interest 
to the date of death, together with the 
grants made by he company to his cred- 
it in the fund without interest. 

An additional limitation on the amount 
of contributions by the employe and 
grants by the company is made by a 
provision that at no time could the 
amount of monthly annuity at retirement 
be greater than the salary of the em- 
ploye at time of retirement. 


Administration of Fund 

The fund is administered by a com- 
mittee which consists of five members, 
two of whom shall be members of the 
staff, not executive officers. 

An individual account is kept with 
each employe and a book somewhat sim- 
ilar to a deposit account book in a bank 
is held by each contributor. The month- 
ly deposit of the employe is shown on 
one page of the book while the total ac- 
cumulation at the end of each year, both 
of the employe’s contributions and the 
company’s grants, are shown on a page 
at the back of the book. The employe, 
therefore, always has before him a state- 
ment of the amount available at with- 
drawal or the amount accumulated for 





the death benefit or for the pension ben- 


efit. 
Old Employes 

“One of the most difficult problems 
to solve in the creation of any pension 
scheme is the proper provision for. the 
employe who has been for some time 
in the service of the company at the in- 
ception of the scheme,” said Mr. P arker. 
“We met this problem by providing in 
our pension fund by-law for a special 
grant to be made by the company to the 
credit of such employe. The amount of 
this grant was made equal to the mini- 
mum amount the employe would have 
been allowed to contribute if the fund 
had been in operation during his years 
of service, accumulated up to the date of 
commencement of the fund with 5% in- 
terest. Such old employe is allowed to 
make a special contribution during any 
year in excess of the maximum yearly 
contribution under the by-law, without, 
however, the company making corre- 
sponding grants, until such time as the 
amount of the total accumulated contri- 
butions made by the employe shall equal 
the amount of the accumulated grants 
from the company. 

“These initial grants credited to old 
employes created an immediate liability 
which the company had to assume. In 
this connection the Insurance Depart- 
ment allowed our company to make up 
the liability over a period of ten or fif- 
teen years by putting up a fixed annual 
amount to the credit of the fund. This 
was done so as not to increase unduly 
the expenses of the company in any one 
year. 

Operation of the Fund 

“When the fund was first put into op- 
eration some fear was expressed as to 
the effect on the employes by reason of 
the fact that contributions were made 
compulsory. In every office there are 
found those who have great difficulty in 
existing on the salary which they receive 
and even a contribution of 5% of their 
salary to a pension fund might be 
deemed a hardship. Particularly was it 
thought that there would be a decided 

(Continued on Page 11) 
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Mutual Benefit Man 
Leads Pension Talk 


H. ALLEN AT CHICAGO MEETING 





Shows How Plans Work; Comments on 
Thrift; Quotes Story Relative to 
Bank’ s Retirement Scheme 

Harry H. Allen, assistant secretary of 
the Mutual Benefit of Newark, led the 
discussion on pensions, following the de- 
livery of an address by J. G. Parker of 
the Imperial Life, during the conference 
of the Life Office M anagement Associa- 
tion in Chicago this week. 

Instead of discussing individual plans, 
he selected some of the fundamental 
points of pension plans and endeavored 
to show how certain concerns have taken 
care of them, among the companies be- 
ing public utilities, such as_ railroads, 
transit companies, gas and ¢lectric com- 
panies, bonding houses, and nationally- 
known manufacturing industries. 

Thrift 

Mr. Allen said in part: 

“It would be impossible to find the 
one best plan, for each concern must de- 
termine the wastici ir provisions that 
best fit the needs, means, and wishes of 
its employes. Recently a committee, 
composed of representatives of various 
industries, included in their report from 
a study of pension plans, the following 
statement: ‘For the future, emphasis 
should be given to thrift. Security for 
the wage-workers in old age calls chiefly 
for organized, co-operative and assisted 
thrift; in other words, for the organiza- 
tion of means whereby the wage-work- 
ers will be enabled automatically to pro- 
vide for themselves in old-age largely 
out of their own wages. There may 
properly be wide differences in plans. 
Agriculture, domestic service and many 
petty employments may require entirely 
different treatment from the organized 
industries. And within such industries 
employees often may properly prefer 
their own plans.’ 

“If thrift is to be the basis of pen- 
sicn plans, the funds set aside must be 
absolutely safeguarded and no. effort 
spared to see that the funds are used 
for the purpose intended. Life insurance 
companies evidently present one solution 
to this part of the ptoblem and another 
is set forth in the following extract from 
an editorial in a recent issue of a New 
York City newspaper: ‘A day or two 
ago they (a bank) received a document 
from James A. Beha, State Superintend- 
ent of Insurance, transforming their 
pension system into a corporate entity. 
Under the terms of this certificate the 
company and its employees may con- 
tinue to operate jointly a retirement plan 
surrounded by all the safeguards that 
the law now places around life insur- 
ance companies, except that it is con- 
fined to employees of the bank, that it 
operates without profit, and that it is 
managed by the bank and the latter’s 
employes. 

“The document under which the fund 
was incorporated is issued under a new 
section of the insurance law enacted at 
the last session of the legislature on the 
recommendation of Superintendent Be- 
ha. Its purpose is to place the retire- 
ment system on a sound actuarial basis. 
Under the new arrangement the prop- 
erty of the system, the portion of salary 
which may be deducted, the right of the 
employee to benefit and all his rights in 
the funds of the system, are under the 
law excempt from taxation and from the 
operation of the bankruptcy and_ insol- 
veney Jaws. Their intimate connection 
with the fortunes of the company with 
which they are associated is dissolved, 
and in the event of business reverses, 
the income during his declining vears, 
which the worker may have been led to 
anticipate is no longer placed in jeop- 
ardy.” 


PROPOSED FOR MEMBERSHIP 

Israel Shapiro, soliciting agent for the 
Brooklyn National Life, 26 Court street, 
Brooklyn, has made application for mem- 
bership in the Brooklyn Chamber of 
Commerce. He i proposed by David 
Sbapiro and A. I. Keegan. 

















Seenaiatend Genet 
Agents Talk Selling 


JACKSON ON CONTINUOUS SALES 


Harris’ Success With Cold Canvassing; 
Knott on Human Nature; Smith 
on Endless Chain 


At the business meeting of the Con- 
necticut General last 
which took place in the 
sembly hall of the Connecticut General's 
half a dozen 


talks were in- 


Thursday morning, 
handsome as- 
new building, there were 
or more speakers. The 
teresting and informative and had to do 
prospecting and circularization. 
Bulkley, 
was chairman of the 


with 
George E. vice-president in 
charge of agencies, 
meeting. 

Holds Company’s Production Record 
Thomas H. Jackson, of 
the Pierce agency, Philadelphia, Mr. 
Bulkley said that the company was proud 
of his record. Mr. Jackson, 
record for 


In introducing 


who holds 
the company’s continuous 
weekly production of life and accident 
business, had for his subject “A Plan 
and System of Work.” He has produced 
at least one life and one accident policy 
week for the last three hundred 
He spoke in part as follows: 


every 
wecks. 

“This record of production has become 
habit with me_ the 
same as eating and sleeping. I think 
that if all of us will get into this habit 
we will all preach about it. 1 
to be the unfortunate 
continuous production will do. 


more or less of a 


happen 
example of what 


System Necessary 


“First of all, it is essential that you do 


things in a businesslike way. You all 
know how easy it is to do things in a 
shoddy manner. We should get our- 


selves into regular habits of thinking and 
Take the matter of time: I! 
have got into the 
office at &15 in the morning. The re- 
sult of this has been that by 9.30 or 10 
o'clock | am ready 


acting. 
habit of reaching the 


to go out and meet 
my prospects.” 
Jackson 


which he 


black book 


constantly 


referred to the 
carries with him 


and which contains all manner of in- 
formation about his production in former 
policies, the 
premium. This 


book keeps him posted as to his rate 


years, the records of the 


date and amount of the 


of production and other important details 


of his work. In addition, he also keeps 
a personal index file which contains sep- 
arate cards for both customers and pros- 
pects. 
“Many a time,” continued Jackson, 
“when I am feeling a little gloomy over 
my production, I just pull this book out 
of my pocket and can immediately find 
out how much business I wrote, say, in 


January or February; that perhaps I did 


not get a big order in either of those 
months. I find, for example, that in 
the month of January I only wrote 


$19,000 of business and that things are 
not going so good for this particular 
month, but then I say to myself that this 
is only a cycle going around with me 
and that things will work around all 
right. This book is my inspiration: it 
gives me encouragement and enthusiasm. 
It has become a hobby with me. 

“Each Saturday and Sunday I spend 
from one to three hours arranging my 
work for the coming week. I work with 
my index file which I have at home. 
System is necessary if an agent expects 
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to keep up a regular rate of production 
from week to week.” 


Harris on “Cold Canvassing” 


Roy D. Harris, of the Barlow Agency, 
Springfield, Mass., offered a few con- 
structive thoughts at the morning session 
in conngction with “cold canvassing.” He 
declared that cold canvassing does not 
consist in ringing r door bells as some per- 
sons suppose it does; that it really means 
the careful and judicious selection of 
prospects who have genuine needs that 
must be served. He was of the opinion 
that one of the best ways to secure a 
policy is to set a prospect thinking; and 
that confidence of the prospect may be 
had by establishing a common ground. 
That is, to determine if possible what his 
interests are; whether his taste runs to 
art or literature, or whether he prefers 
golf to tennis in the field of sports. 

Speaking of what he termed the or- 
ganized cold canvass, as distinguished 
from the unorganized cold canvass, Mr. 
Harris said: “The organized cold can- 
vass is used for opening up a new field 
of endeavor, or working on certain peo- 
ple as groups having common problems. 
In this connection, there are real estate 
transaction lists, mortgage lists. All of 
these people have common problems and 
an agent can establish satisfactory con- 
tacts with some of them. Then, too, 
contact can also be had with members 
of clubs, churches and those that are in- 
terested in sports. These people also 
have their common problems. Then 
there are general lists of names of po- 
tential prospects that are available such 
as tax lists, etc. Up in New England 
there are tax lists that give the occu- 
pation, age and also the address of the 
person. Such lists will give you lots of 
valuable information so that you can go 
out and canvass these people. Our time 
is too valuable to make our canvass ab- 
solutely cold. 

“After we get this information, we 
should get a filing system for ourselves 
so that it is immediately available when 
we want it. This system should not be 
complicg ated so that it takes too much 
of one’s time.’ 


Personal Observation Increases Business 


J. edgar Knott, of the Shirley Agency 
of Pittsburgh, discussed personal ob- 
servation as a means of increasing one’s 
business. He was of the opinion that 
an agent should keep in touch with the 
affairs of the town or community in 
which he lives, for in this way he learns 
of new enterprises or situations in which 
life insurance may be required. He told 
a few interesting stories about promi- 
nent persons to whom he had sold in- 
surance as a result of keeping his senses 
alert to what was going on around him. 

One of these was a clergyman who 
was about to build a new church and the 
parishioners were anxious that his life 
should be insured during the period that 
it might take to build it. Hearing of this, 
Mr. Knott kept himself informed about 
the whole business with the result that 
he eventually wrote the policy on the 
minister’s life. He said in part: 

“In my opinion the personal observa- 
tion method is to enlarge the scope of 
life insurance sales. My observation has 
also led me to believe that many agents 
fail to master their own company’s 
manuals, rules and regulations. Have 
you ever become masters of your sub- 
ject? I do not mean by that a degree, 
but simply the mastery of the subject 
of insurance. Calling upon any person 
for the purpose of discussing life insur- 
ance, it always seems to me like a crude 
thing if you must say some stereotyped 
thing to open the subject. It has been 
said that everybody is a prospect, but 
everybody is not your prospect. If you 
will only bring yourselves to a realization 
of this, you will save yourselves a lot 
of shoe leather, a lot of gasoline and 
many wasted hours. Make, as some of 
our friends do, three or four calls a day 
for a total of half a million a year.” 


Endless Chain Selling 


One of the best talks given at this 
session was that of Stuart F. Smith, of 
the Coffman Agency of Cleveland, Ohio, 


who discussed the endless chain method 
of selling life insurance. Mr. Smith 
brought out the point that if an agent 
renders a client real service, that client 
is, in the nature of things, not only will- 
ing but eager to tell others about it. In 
this way much unsought for business re- 
sults, he declared. He also gave a few 
concrete illustrations of some interesting 
cases he has worked on. Speaking of 
the flair for program insurance, he gave 
has touched the program idea because 
it as his opinion that the average agent 
some one has told him that it was a good 
way to sell life insurance; and that he 
has not always taken the time to learn 
all about this important subject. This 
attitude to life insurance selling should 
be discouraged, he said. His remarks 
were in part as follows: 
Clients Recognize Merit 

“A client is quick to recognize excep- 
tional merit. I feel that we have to 
look at this business of life insurance 
from the viewpoint of the buyer. No 
agent earns his commission by the mere 
sale or writing of the application. There- 
fore we must give more than a mere 
policy on the life of the insured. In 
our business you have got to put some- 
thing in to get anything out. You have 
got to devote time and thought to the 
problems of the prospect. Learn the 
problems of each of your prospects.” 

Smith told of a young man of his ac- 
quaintance who had called him in for 
some advice as to the proper disposition 
of his estate. He had $200,000 of life 
insurance and his wife had just died 
leaving him with two children. 

“T worked twenty-one days on_ this 
case,” continued Smith, “and it was a 
peach. Now what did I do for this man. 
I got his inheritance taxes down to a 
cent, fixed up his trust agreements and 
his will and he was tickled to death. You 
can see what this would mean -in dol- 
lars and cents if a person’s time were 
worth fifty dollars a day. Later on I 
sold this man a life income policy opera- 
tive at age sixty. This case taught me 
that I had to know life insurance. You 
must know your business. I believe in 
the written analysis. I think we have 
got to insist upon knowing a client’s 
personal problems; almost every cent he 
spends,” 

Crandall Discusses Circulation 


Edraund B. Crandall of the Garra- 
brant Agency, Newark, discussed his 
experiences with the circularization of 
prospects. It was a brass tacks talk and 
was full of concrete suggestions as to 
the selection of lists of prospects and 
the follow up method. He believes in 
circularizing his prospects before going 
to see them, and is of the opinion that 
the approach is made a good deal easier 
for the agent if he is requested to call 
as a result of a letter. 

He told of his experience in securing 
lists of prospects and of interviewing 
prospective insureds. After a certain pe- 
riod, he weeds out the “deadheads” and 
follows up what he terms the “comers.” 
He said he had found such places as the 
Court House to be a good source of 
propects for there one can get hold of 
valuable lists from a clerk or stenog- 
rapher. He was also of the opinion that 
one’s acquaintances ought to be circu- 
larized. 

The morning meeting closed with the 
announcement of the names of eleven 
agents who have been on the company’s 
Honor Roll for premium production for 
ten consecutive years, ever since the 
Honor Roll was started. These agents 
are W. M. Coe, R. S. Robbins, and A. E. 
Stearn of New York; A. K. Gibson and 
S. HH: Tacy of Philadelphia ; W. 
Leonard, Hartford; S. L. Crabbe, Roch- 
ester; D. A. Johnston, Detroit: BP. OG. 
Bellinger, Buffalo;- M. D. Pomeroy, 
Springfield, and A. C. Shaw, Wilkes- 
Barre. Suitably inscribed bronze plaques 
will be awarded to these agents. 

Thursday afternoon the visiting dele- 
gates witnessed a baseball game at a 
local park between the members of the 
Connecticut General and the Connecticut 
Mutual nines. The game was of short 
duration owing to the rain and the fact 
that it did not start until almost 5 o'clock 
in the evening. 


CONNECTICUT GENERAL SHOW 


Home Office Talent Successfully Pro- 
duces ‘ ‘Conventionalities of 1926”; Dan- 
cing, Music, Songs and Vaudeville 
“The Conventionalities of 1926,” a nov- 
elty revue in two acts and sirteen scenes, 
produced and staged by Russell L. Row- 
land, of the Shaw & Coughlin Agency, 
Witkes- Barre, Pa., was a hit at the Con- 
necticut General Convention. The show 
was presented by the Connecticut Gen- 

eral Club. 
Diversified Program 

The program which was highly diver- 
sified included Oriental dancing, buck 
dancing, vocal and orchestral music and 
one or two vaudeville skits. The grand 
finale featured the Connecticut Club 
Band. 


The entertainment —, _consist- 
ed of the following people: E. Hilde- 
brand, chairman; Gladys oa Russell 
Dorr, Doris Gibbons, Clara Hickok, Rob- 
ert Laubscher, Mary Malloy, Thomas 
McGrath, Grace Owens, Thomas Sar- 
gent, Frances Wilbraham. 

The officers of the Connecticut Gen- 
eral Club, under whose auspices the 
“Conventionalities of 1926” was present- 
ed, are as follows: president, C. Man- 
ton Eddy; vice-president, Vivian Wil- 
liams; treasurer, Robert O. Fowler; rec- 
ording secretary, Gladys Peterson; fi- 
nancial secretary, Richard Sexton; ‘his- 
torian, Beatrice Wilcox; chairman of 
athletics, Arvid A. Anderson; member 
of board of governors, Mildred Potter; 
member of board of governors, Laurence 


B. Soper. 





A CONSISTENT PRODUCER 


T. H. Jackson, Agent for Connecticut 
General, Writes at Least Two 
Applications a Week 
One of the most consistent producers 
among the agents of the Connecticut 
General is T. H. Jackson, of the Phila- 
delphia Agency. Ever since Manager 
I’. G. Pierce started Weekly Production 
six years ago, Jackson has written at 
least one life and one accident applica- 

tion a weck. 

This record is excelled by no one in 
the company. It has only been achieved 
by persistent effort and courage in the 
face of all sorts of discouraging condi- 
ticns with which insurance men are 
familiar. But Mr. Jackson has not al- 
lowed himself to become discouraged, 
but has gone right ahead with the work 
of securing applications day after day. 
In 1920 he made the Honor Roll. In 
1921 and 1922 he made the Charter Oak 
Division, and in 1923 the Nathan Hale 
Division where he has been ever since 
with a steadily growing new premium 
total to his credit each year. 





N. J. INSURANCE COURSES 


The school committee of the New Jer- 
sey Society of Insurance have announced 
that the school courses of the society 
will start next month. The intermediate 
fire course will open Wednesday, Octo- 
ber 13, and the junior fire course will 
open Friday, October 15. Class hours 
will be from 5 to 6 p. m. No date has 
been set for the junior casualty course, 
but it is expected that some decision as 
to the opening date will be announced 
within the next two weeks. The lectur- 
ers will be sclected from insurance com- 
panies, rating bureaus, inspection bu- 
reaus and the N. F. P. A. of Newark. 
All classes will be held in the auditorium 
of the building of the American of 
Newark, and it is expected that Laur- 
ence E. Falls, president of the society 
and assistant secretary of the American 
of Newark, will make the opening ad- 
dress at the first class meeting. Infor- 
mation regarding the various courses 
may be obtained from Stephen Parker, 
secretary, at 70 Park Place, Newark. 
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Conneetiont General Housewarming vacant 


(Continued 


= 

have the happy consciousness of being 
useful, for the insurance business is nec- 
essary if civilization is to continue. 

Bronze Tablet reanerging by Agents 

Arthur, P. Woodward, a partner in the 
company ’s New York agency, represent- 
ing the field force in the new building 
celebration, then presented a bronze tab- 
let bearing the following inscription: 

As an expression of devotion and 
loyalty to the Company this tablet 
was presented by the agents 
of the 
Connecticut General 
Life Insurance Company 
on the dedication of the new building 
September 22, 1926. 

Mr. Woodward referred to the close 
feeling that exists between the home 
office and field, and expressed the hope 
that the Connecticut General might al- 
ways liave agents who love it and execu- 

tives who could inspire that love. 

Commissioner Dunham’s Greetings 

Insurance Commissioner Howard P. 
Dunham brought the greetings from the 
State of Connecticut and said that the 
growth and progress of the company at- 
tested the character of the past and pres- 
ent leadership of its officers. 

Dr. Rockwell’s Address am 

The Wednesday session closed with an 
address on “Insurance Needs” by Dr. 


from page 1) 


pre ' 


do for an agent, he told of a man whose 
ambition to surpass every agent in the 
United States was so intense that as 
long as he lived no one ever approached 
his record of sales, although thousands 
of men had the same contracts to sell 
and the same people to sell them to. 

In closing Dr. Rockwell made a plea 
for a broader view of life insurance. Its 
essence, he said, is self denial, being will- 
ing to do without things when one has 
plenty, or even when one has little, for 
the greater good of the future. in sell- 
ing life insurance the agent is prevent- 
ing the havoc that results from busi- 
ness failures. He is preventing crime 
and poverty. He is making today’s gen- 
eration provide for tomorrow’ Ss good cill- 
zenship. In selling life insurance the 
agent is really selling civilization. 

Dr. S. S. Huebner of the Wharton 
School of Finance of the University of 
Pennsylvania addressed the Thursday 
afternoon meeting on “The Economics 
of Life Insurance.” Dr. Huebner empha- 
sized the fact that life insurance serves 
the premium payer himself as well as the 
beneficiary. It protects him against his 
own failings with respect to economic en- 
deavor, management of finances and 
health conservation. 

3y fostering thrift, protecting credit, 
and promoting current earning capacity, 
it helps him fulfill his desire to accumu- 
late a decent estate. When savings have 
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This space is reserved for 
the Keane-Patterson Agency 




















efficiency. The property owner gladly 
pays premiums to purchase freedom from 
worry over possible destruction of his 
property. He should be equally gla to 


purchase freedom from worry over the 
death hazard. 
Life insurance serves the insured also 


in that it promotes health, long life and 
productivity through encouraging health 
examination. Service along this line is 
bound to have a huge development in 
the future. 


personal estate, concluded Dr. Huebner, 
consists of the monetary worth of the 
life value force as distinguished from 
material possessions. A man should be 
just as anxious to leave his heirs the 
money worth of the personal portion of 
his estate as he is to leave them his tan- 
gible property possessions. Life insur 
ance again serves by enabling him to do 
this. It gives perpetuity to the life valve 
force. It is the connecting link between 
the present and the next generation. 
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View of Bushnell Park with Connecticut General Life Insurance Company’s building at extreme left and Phoenix Mutuals building in center. 


Charles J. Rockwell. Dr. Rockwell told 
of how the concept of life insurance had 
changed in recent years. People no longer 
think of leaving through’ life insurance 
an arbitrary sum bearing no relation to 
what has been lost, but of trying to fit 
insurance to what it is intended to re- 
place. The result has been that larger 
amounts of insurance are now being pu-:- 
chased by individuals and this is reflected 
in the growth of the business. 

Dr. Rockwell urged agents to sell in- 
surance in terms of thei: clients’ ereat- 
est interest, saying that if the insurance 
money were needed later for other pur- 
poses it could be so applied. He urged 
as insurance ethics that agents speak re- 
spectfully of worthy competitors. He 
pul squarely up to agents the responsi- 
bility of fully covering their territory and 
of insuring all who could get insurance. 

On the subject of service he said that 
knowledge should be esteemed as higher 
than skill, that just selling insurance was 
not enough but that it should be inte!!1- 
gently sold, 

Courage and loyalty were cited as qual- 
ities needed by the agent. Courage comes 
from the agent’s consciousness that he is 
serving a specified need. Loyalty should 
be inspired by the knowledge that his 
company is acting for the best interests 
ot all, even though it may not always be 
able to grant all requests. 


As an example of what ambition will 


been accumulated, it protects the accu- 
mulation through its sound, convenient 
and reasonably profitable investment ser- 
vice. At death it further protects the 
estate against the shrinkage likely to 
occur then. 

Life insurance also protects the insured 
against the curse of worry and fear, and 
so encourages ambition and makes for 


Another service of life insurance to 
the insured is that it enz ibles him to or- 
vanize and manage scientifically the 
monetary worth of his life value, and 
from this he should derive ‘he same sat- 
isfaction and comfort that he derives 
from the use of scientific principles when 
applied to the property affairs. 


By far the larger part of the average 








of service inaugurated at its birth. 


Springfield, Massachusetts 














Seventy - five Years Ago 


the Massachusetts Mutual Life Insurance Company was organized by a 
group of men with unusual foresight. 
would create a personality of strength and friendliness, 
affairs so as to win and hold the confidence of policyholders. 

During all these years this institution has faithfully maintained the spirit 
To-day it ranks with the best com- 


panies in the country and is known throughout the land as 
The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


They conceived an organization that 
and conduct its 
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WANTS CAPITAL PAID UP 


Canadian Conmuleshenes Attributes Fail- 
ure of Many Companies to Lack 
of Funds at the Start 

In reporting for the committee on the 
reserves of insurance companies 
than life at the convention of Insurance 
Superintendents of Canada at Victoria, 
B. C., last week, Charles Heath, super 
intendent of Manitoba, and president of 
the convention, brought up the question 
of paid-up capital required before a com- 
pany can be licensed to do business. In 
the past the 


other 


paid-up capital require- 
ments seem to have been cut down to 
the irreducible minimum, he said, due to 
the optitnism which always surrounds 


the incorporation of an insurance com- 


pany, and it usually has appeared that 
the lack of available capital, to provide 
for organization and other expenses in 
the early history of the company, has 


been the real stumbling block in the way 
of permanent success, rather than seri- 
ous mismanagement or lack of adequate 
reserve requirements. 


INCREASES ITS STAFF 


The: Van Alst Agency of the Berk- 
shire Life, New York City, has added 
two new agency assistants to its staff 


this week. This was necessary owing to 
an increased volume of business. The 
new men are Henry C. Maisch and Har- 
old G. Kraus. 
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Insurance Doctors and Prohibition 


Exactly What Was Said at Much Discussed Forum on Drink at Colorado Springs Conven- 
tion of Medical Division of American Life Convention; Also Conclusions Drawn 
Who Reported Convention 


by 


\ statement in “The Insurance Ke 
port” of Denver, written by Editor Cy- 
rus K. Drew of that paper, relative to 
the discussion on Prohibition at the Six- 
teenth Annual meeting of the Medical 
Section of the American Life Conven 
tion, together with some comments made 
in The Eastern Underwriters upon Mr. 
Drew's report of the convention, have 
attracted wide attention. In his report 
Mr. Drew made the following | state 
ment: 

“The man who is known nowadays as 


a drinking man to the point of general 
or partial knowledge of his use of boot 
leg liquor, is actually to be considered as 


a prohibited risk by all wise life insur- 
ance companies.” 

It was this statement which induced 
The Eastern Underwriter to make com- 
ment. It regarded the statement as 
highly ridiculous because of the wide dif 
ference of opinion as te what consti- 
tutes “a drinking man.” A stern Puri- 
tanic dry might regard any man as “a 
drinking man” who takes a cocktail or 
two at dinner, whereas.a man can do 
considerable drinking nowadays with- 


“ 


out being regarded in some circles as “a 
drinking man.” Furthermore, most all 
liquor being drunk nowadays is bootleg 
liquor. Of 


course, drink addicts, men 
who drink more than is good for them, 
are now as they have always been, taboo 


as life insurance risks. 
The Eastern Underwriter has sent to 
the American Life Convention for a copy 


Medical Sec- 
which was held in Colo- 


of the proceedings of the 
tion convention, 


rado Springs during the Summer, and 
found out exactly what was said. 
Dr. M. O. Austin’s Paper 

The discussion was started by the pa- 


per of Dr. M. O. Austin, medica] direc- 
tor of the West Coast States Life, bear- 
ing the title, “The Effect of Modern 
Prohibition on Life Insurance Selection.” 

The first speaker following Dr. Aus- 
tin’s paper was Dr. F. N. Cochems, medi- 
cal director of the American Life of 
Denver. He was meee by Dr. A. C. 
Stokes, medical director, Guarantee Fund 
Life, Omaha; Dr. H. A. Baker, medical 
director, Kansas City fate; De. J, W. 
Wear, medical director, Nation: il Midelity 
Life; S. L. Phelps, secretary, Volunteer 
States Life, and Dr. Carl Stutsman, 
Merchants L ife. 

Dr. Austin began by saying he had 
not much luck in the letters he wrote 
to seventy-five life companies as to the 
effect of Prohibition on life insurance 
selection. He extended his inquiry for 
statistics from the United States Bureau 


of Vital Statistics; from the Army and 
Navy; from State and city hospitals; 
also chiefs of police. Figures were ob- 
tainable for a corer” of five years pre- 
vious to and following the adoption of 
the Eighteenth Amendment. He said 
that probably the percentage of deaths 
from alcoholism and cirrhosis of the liv- 
er quoted were probably far below the 
actual number of deaths in reality hav- 


ing taken place. Family 
always give the cause 
holism) or cirrhosis of the liver when 
due to such cases, but substitute some 
contributory or immediate cause in sign- 
ing the death certific ate, which is more 
acceptable to surviving friends. 
Percentages Going Up 

From the information he obtained, 
there was a gradual decrease of deaths 
from alcoholism and cirrhosis of the liv- 


doctors do not 
of death as alco- 


er, and arrests for drunkenness from 
1915 to 1920. Since 1920 there has been 
a steady increase each continuous year 
following. If this increase continues at 
the same rate the end of the year 1925 
would show a higher death rate and 


more arrests than in 1915. ‘There are 
also more deaths from wood alcohol. 





Kditor Cyrus King Drew 


The Metropolitan states that 485 
deaths were reported from alcoholism in 
1925 as compared with 443 in 1924. The 
death rate was 2.9 per 100,000; it was 2.8 
for the preceding year. In 1923, 436 
deaths were recorded, with a rate of 3.0; 
in 1922, 293 deaths, with a rate of 2.1; 
in 1921, 122 deaths, with a rate of 9; 
while in 1920 there were only 77 deaths, 


with a rate of .6. During four years, 
1922, 1923, 1924 and 1925, 1,657 deaths 
were recorded from alcoholism among 


Metropolitan Industrial policyholders, of 
which 1,641 occurred in the United 
States and only 16 in Canada. This 
speaks well for the Canada liquor laws. 
The Metropolitan also reports 71 deaths 
from wood alcohol poisoning in 1921, 36 
in 1922, 27 in 1923, 18 in 1924, and 24 
in 1925. The mortality from cirrhosis 
of the liver increased appreciably, caus- 
ing 1,116 deaths in 1925, compared with 


#89 in 1924, an increase from 5.8 to 6.9 
per 100,000, 
The Bureau of Vital Statistics reports 


4,161 deaths from excessive use of alco- 
hol in 1916, a rate of 5.8 per 100,000, de- 
creasing to 900 in 1920, a rate of about 
1.0 per 100,000, In 1923 the number of 
deaths had increased to 3,148, a rate of 
3.2 per 100,000, and in 1924, 7.1 per 100,- 
OOO. 

‘The United States Army had a death 
rate of 6.0 per 100,000 of the total army 
officers and enlisted men in 1915, de- 
creasing to 1,0 in 1919 and increasing to 
55.0 in 1924. The relatively low death 
rate in the Army and Navy is in part 
at least due to the custom of eliminating 
all that are undesirable on account of 
drink habit. The only exceptions are 
men of unusual ability in some particu- 
lar line such as marksmen, gunmen, etc., 
who are retained in the service. 


Life Figures Scarce 


“Tn communicating with 75 life insur- 
ance companies asking for death rec- 
ords from alcoholism and cirrhosis of 
the liver, from 1915 to 1925, I received 
death records from only 14. I concluded 
from the replies that very few insurance 
companies keep available records of 
deaths from alcoholism. From the 14 
companies’ records given, there were 570 
deaths from 1915 to 1919, and 802 deaths 
from 1919 to 1925. This is of no great 
importance, for most of the records were 
obtained from insurance companies hav- 
ing a comparatively small amount of in- 
surance in force,” he said. 

It has been estimated from competent 
sources that the deaths from wood al- 
cohol poisoning in the United States 
have been in excess of 2,000 for the year 
of 1924. 

Hospitalization for alcoholics, from in- 
formation obtained, does not show any 
marked change during the ten-year pe- 
riod except that it was the lowest dur- 
ing the years of 1919 and 1921. 

“T obtained records of arrests from 
chiefs of police from 26 cities throughout 
the United States with an idea of get- 
ting a fair average of the United States 
area,” he continued. “In these 26 cities, 
the total arrests were 1,188,041 from Jan- 
uary Ist, 1915, to January Ist, 1920, and 
994,431 from January Ist, 1920, to Janu- 
ary Ist, 1925, a decrease of 193,610. The 
chief of police in one city remarks that 
in his opinion the decrease in number 
of arrests in his city does not mean 
there are fewer drunks, for he believes 
there is more drinking in clubs and 
homes than there was previous to the 
Eighteenth Amendment, and for that 
reason a large number of drunks do not 
fal linto the hands of the police. The 
chief of police of Boston states that in 
1924 there were 39,556 arrests for drunk- 
enness, 548 more than in 1923, and 5,746 
more than the average for the previous 


five years. Los Angeles, Cal., had 17,151 


arrests in 1915, 
in 1924, 

“The number of deaths due directly or 
indirectly to prohibition enforcement I 
have not been able to obtain. However, 
there is quite a large mortality rate. The 
insurance of lives of bootleggers and 
prohibition enforcement officials would 
be extremely hazardous. From United 
Press, 49 prohibition officers killed, 92 
killed resisting arrest. The death rate 
from alcoholism, alcohol poisoning and 
cirrhosis of the liver is undoubtedly on 
the steady increase since 1920, probably 
due to the large amount of alcohol, poi- 
sonous or otherwise, contained in the 
available liquors consumed, and also the 
increased consumption of hard liquors,” 
said Dr. Austin, who concluded with this 
paragraph: 

“The conclusion is that we must ex- 
ercise more care and investigate more 
carefully the habits of applicants for life 
insurance now than before prohibition 
became effective.” 

What Dr. Cochems Learned 


Dr. Cochems said he had written to a 
number of authorities in the business on 
the subject. Arthur Hunter, chief actu- 
ary of the New York Life, had told him 
that the total abstainer lives the longest; 
the moderate drinker, next; and the ex- 
cessive drinker has the shortest _ life. 
However, Raymond Pearl, head profes- 
sor of public health at Johns Honkins, 
took the opposite position, saying that 
he had no proof of what happened to 
his teetotalers between examination and 
death years later, and the same with the 
other two classes. 

Dr. Cochems quoted Dr. Henry Wil- 
liams in the New York “Tribune,” as 
saying that forty years of prohibition 
have done so little for the youth of 
Maine that 42.67% of them were reject- 
ed as physically unfit in the recent draft 


3,354 in 1920, and 10,742 


and that in Kansas 22.78% were re- 
jected. 

He quoted Dr. M. J. Brooks, health 
officer and medical examiner at New Ca- 


naan, Conn., as saying: 

“T think prohibition in southern New 
England has resulted in a large number 
of cases of Bright’s disease of the kid- 
neys because of factitious liquor. Prior 
to prohibition, within a radius of thirty- 
six square miles, we had no saloons; 
while now we have not less than forty- 
two places selling liquor substitutes.” 

Hoffman and Mead 

From Dr. F. L. Hoffman, medical di- 
rector of The Prudential, he received 
the following statement: 

I believe prohibition to have had a profound 
effect on natural health by raising the stand- 
ards of life of economic well being. More is 
being spent for nutritious food, good housing 
and adequate clothing than ever before. The 
detrimental effects are highly specialized and 
affect a comparatively small proportion of the 
population. The positoin assumed, however, is 
difficult to establish by statistics, a much longer 
experience under prohibition being required be- 
fore final conclusions can be safely arrived at. 
Regarding the effect on particular diseases, un- 
questionably serious evils have developed in par- 
ticular directions, but these will b brought un- 
der control in due course of time. From a 
life insurance point of view, prohibttion 
conan been of immense advantage. 


Mead, secretary and actuary of 
i‘ ‘haut National Life, wrote him as 
follows: 

“We have no particular statistics or 
data on this subject except that intem- 
perance as affecting longevity is as big 
a problem as it ever was and in addition 
to that we have the bootlegger. We have 
statistics to the effect that fully half of 
our unfavorable inspection reports have 
to do with alcohol. It is a bigger prob- 
lem in the selection of risks than it ever 
was.” 

Dr. LeCount of Chicago, a pathologist, 
said that delirium tremens is almost ex- 
tinct and working folks are all on the 
road to becoming capitalists; also that 


has 


the securing of good liquor is increasing. 
ly difficult. 


Dr. Foster of Denver said: “I see so 


TNL Coa ee 


rere HmES 


very little of prohibition that I have no | 


idea whether it affects insurance selec- 
tion or not. Among the 


| he people that I | 
have been associated with I haven’t no- © 


* 


ticed that prohibition has affected them — 


one way or another.” 
From Pueblo, Colo., 
ker wrote: 
“The only thing IT have to say is that 
I believe the liquor that is being drunk 
at the present time is a great deal more 
harmful to humanity at large than that 
ve had in the pre-Volstead days.” 
Study Brings Only Confusion 


In making his own comments, Dr, 
Cochems said: “In trying to come to 
some conclusion on this, | found that the 
more I studied, the more confused [ 
was. It seems to me we should look at 
it like this—prior to prohibition the peo- 
ple who did drink, drank ethyl alcohol; 
today they drink ethyl liquor plus. To- 
day we have moonshine with its various 
deleterious chemical elements, and_per- 
haps often containing wood alcohol be- 
sides ethyl alcohol. 

“Now, what has all this to do with the mat. 
ter of selection? It seems to me that we have 
to look at it like this—we had mortaltiy sta 
tistics on alcoholics before the Volstead law; 
now we are in the dark. I believe we are 
worse off than before in regard to selection, 
It also occurs to me that if the oGvernment 
had complete control our mortality would be 
diminished. Why? When we look at the sta. 
tistics for 1919, 1920 and 1921, we find that 
there were less deaths from alcoholism and 
cirrhosis of the liver. In 1922, 1923 and 1924, 
the mortality increased gradually until 1925, 
without doubt, will show an increase 
Government has complete control. Consequently, 
it is up to the Government of the United 
States, but if they do not control it any better 
than they do now, I believe the mortality will 
increase rather than decrease under the Eight- 
eenth Aucndnia and the Volstead law.” 

In his part of the discussion Dr. Carl 
Stutsman, medical director of the Mer- 
chants Life of Des Moines, said in part: 

“TL think prohibition is preventive. At 
any rate, it is no longer on trial. 
are going to have it and I 
tenths of us want it whether 
drinking fusel oil or not. * * 

e, as underwriters, have a_ bigger 
problem today than we had six or seven 
years ago. In other words, the man who 
now drinks so that the community knows 
it, is a bad risk.” 

Dr. A. C. Stokes said in part: “Give 
us sixty or seventy-five years and I be- 
lieve we can have prohibition that will 
promis and protect.” He also said: 

live in Omaha, where we have a large 
sailed of industrial workers in the pack- 
ing houses in South Omaha. In 1915 and 1916, 
we had in South Omaha, a_ town adj acent to 
Omaha, 40,060 people; we had thirty-six saloons 
on the main street and about three or four 
grocery stores. Now, there is not a saloon, but 
plenty of grocery stores. The man who works 
in a packing house cannot go to the saloon at 
night directly from his work and have his chee 


Dr. W.. T.. Hs Bas 


we are 


cme 





unless the © 


We | 
think nine- | 


PEERS NEE WMS 





cashed and take most of it out in trade be 
fore he leaves--he has to go home, and he does 
go home, and I tell you, ge ntlemen, it is quite } 
a different proposition on Main Street 
South Omaha in 1925 and 1926 than it was in 
1915 and 1916. I agree with Dr. Stutsman 
that prohibition is a preventive in the central 
west. If you go to New York, no; if you go to 
San Francisco and the west coast, no. It takes 


time to develop these things, but if we will 
just give the Government of the United States 
a little support, the thinking men of the coum 
try and the physicians, who know that in spite 
of experiments and_ statistics and everything 
else, that constant drinking of alcohol is detr 
mental—if such men as. the physicains of the 
United St tes, such men as are here, will sup 
port the Government in their serious and_ per 
sistent attempt to control this evil, we will be 
better off in the future than at the present 


DG. 3s. Pk. 
“T think we have 


In the last five or 
epidemic, all 


Jaker’s comments were 


of one thing. 
ever since the 
experienced 
Instead 
in the 
1 think 
along with 


lost sight 
ten years, 
companies, have 
a very marked decrease in mortality. 

of being 50 per cent. for the average 
mid-west, it is now about 38 per cent. 


it is only reasonable to suppose that, 


(Continued on Page 12) 
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Canada Companies and 
Agency Registration 


THEIR VIEWPOINT PRESENTED 


Discussed From All Angles; What Uni- 
form Act Should Cover; Reasons 
For Losing Licenses 


Canadian Life 
Association, the 


A sub-committee of the 
Insurance Officers’ 
chairman of which is C. 5S. M acDons ild, 
general manager of the Confederation 
Life —_, and president of the 
C. L. I. A,, delivered an interesting re- 
port to the recent conference in Vic- 
toria Of the Association of Superinten- 
dents of Insurance of Canada on the sub- 


ject “The Companies and Their Agents.” 
On the committee were A. N. Mitchell 
and V. RK. Smith. 

The MacDonald report discussed the 


desirability of uniformity in and the es- 


sentials of legislative regulation of life 
insurance agents. The suggestion had 
been made that there be presented an 
authoritative statement from the life 


companies of Canada setting forth their 
views with respect to a uniform agency 
regulation law and Mr. MacDonald took 
up the subject and dealt with it on the 
following lines: 

Kirst, a statement of the fundamental 
principles governing the registration of 
agents, setting out why agents should 
be registered; second, suggestions as to 
the basis upon which the act should be 
drafted so as to carry out the principles. 


Should Agents Be Registered 


Mr. MacDonald said in part: 

“There would not appear to be 
more necessity for registration of 
ance salesmen than tor 
stock salesmen, or the many other sales- 
men who are going from door to door. 
The goods which are sold by the life in- 
surance salesmen are controlled by the 
Insurance Depa.tment, and cach individ- 
ual purchaser of a life insurance policy 
obtains full value for the money he 
spends. ‘This cannot be said jor most 
other businesses. The outstanding rea- 
sons for the registration of agents is to 
improve the quality of the men engaged 
in the business; to endeavor to prevent 
agents rebating, and to endeavor to pre- 
vent twisting. It has been stated that 
the main value of the registration sys- 
tem lies in the following-up of com- 
plaints and the maintenance of a list of 
suitable persons, so that certificate of 
registration shall not be granted to those 
who have in the past failed to live up 
to their obligations as agents or brokers. 

“In other words, unless registration 


any 
insur- 
bond salesmen, 


benefits the general public, no use of 
the sovereign power of the legislature 
should be made to further merely the 
private ends, either of the companies or 
their employees.” 

The Act providing for registration, 


Chairman Maclonald 
drafted to provide: 
First, simple regulations for 
tion, The rules should not be vexa- 
tious nor pedantic, nor should they dis- 
courage the enlisting of men in the busi- 
ness, 


said, should be 


registra- 


Second, that the fees for registration 
should be made merely sufficient to pay 
the cost to the department of the work 
involved, since the business of life insur- 
ance is now heavily taxed. 

Third, that the certificate of registra- 
tion should be granted and renewal given 
upon the recommendation of the home 
office of the company appointing the 
agent, except as stated in the following 
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paragraph. Such recommendation shall be 
made over the signature of a responsible 
executive home officer, the de ‘partment 
having first been notified of the names of 
such signing officers. 


When Certificate Should Be Withheld 


l‘ourth, that no certificate should be 
refused or revoked, except for one or 
more of the following causes: 

(a) Twisting, i.c., the inducing or the in- 
tending to induce a policyholder of any 
company to lapse, forfeit, or surrender 
his insurance therein and to take out a 
policy of insurance in any other com- 
pany. 

(b)  Rebating, i.e., the 
offering to pay, 
or indirectly as 
any rebate of 


allowing or giving or 
allow, or give directly 
inducement to insure, 
premium payable on the 


policy, or any inducement whatever, in- 
tended to be in the nature of a rebate 
of ——- 

(c) Any false, misleading or deceptive state- 
ments made in the soliciting of insur- 
ance. 

(d) Any dishonest concealment of material 
facts, wilfully or fraudulently, for the 


purpose of selling insurance. 

(e) Conviction for any felony, misdemeanor, 
or fraud, in or out of Canada. 

({) Dishonesty in connection with 
vious business. 

(g) Payment of any commission by a regis- 
tered agent to a non-registered part 
Any intentional infringement of the Pro 

vincial Dominion Insurance Acts. 

(i) Where a certificate of registration as an 
agent of another company is already held 
by any member, partner or émployee of 
the corporation or partnership, in which 
the applicant for the certificate is a 
member or an employee, providing that 
the chief business of such a corporation 
or partnership is that of selling insurance 
in any of its aspects. 


any pre- 


(h) 


No certificate shall be refused or re- 
voked by the superintendent until ref- 
erence of the matter has been made to 
a board of investigation to be composed 
of a representative of the company, a 
representative of the agents engaged in 
soliciting such class of business, and a 
representative of the department. Where 
complaint is made against any registered 
agent, such complaint must be submit- 
ted to a board of investigation, pro- 
vided the complaint is made in the form 
of an affidavit and is accompanied by 
a fee of $25 returnable if the complaint 
is sustained by the board, but forfeitable 
to the department if the complaint i is not 
sustained. Any such complaint, or any 
person refused registration, has the right 
of appeal from the decision of the board 
to the Court of Appeal of the Province. 

Fifth, that the certificates of registra- 
tion shall run in all cases for one year, 
renewable on the anniversary of the orig- 
inal date of issue. 

Sixth, that the machinery should be set 
up to provide reciprocal arrangements 
between the various provinces for the 
granting of certificates of registration. 

Seventh, that the companies should 
have sixty days in which to procure a 
certificate of registration, i.¢., sixty days 
after the signing of the age ney contract. 

Eighth, that within thirty days after 
the 30th of September in each year, pub- 
lication should be made in each province 
of a list of the agents authorized to act 
in that province; that once a month there 
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should be published a list of all new 
agents that have been registered within 
the past month; that such a list should 
furnish the name of the employing com- 
pany, the name of the agent, residence, 
and details of any other occupations en- 
gaged in, including the name of any 
other employer or employers, and that 
such list shall include the names both 
of the yearly and the sixty-day registra- 
tions referred to in the next paragraph. 

Kor the purpose of insuring that the 
published list of agents will include the 
names of those who may be trying out 
the busitiess for the sixty-day period, a 
sixty-day certificate should be issued on 
the recommendation of the local branch 
office, which certificate is void automati- 
cally at the end of sixty days unless the 
home office recommends permanent reg- 
istration, 

Continuing the re port said: “The pub- 
lication of these lists should be made 
by the department of each province, but 
if such publication is objected to by the 
department, we would recommend that 
the companies arrange for such publica- 
tion themselves. 

“Such a system of publishing names of 
all agents should, and in the opinion of 
your committee, would result in such 
ptiblicity as would wipe out the abuses 
now complained of, viz.: the appointment 
of agents solely because of their capacity 
to coerce business or ‘one-case’ agents, 
ete. 

“Your committee believes that it can- 
not be too strongly emphasized that the 
company’s executive is more interested 
in building up a first-class 


agency or- 
ganization than is anyone else; that the 
agency officers responsible for such or- 
ganization are men of wide experience, 
holding their positions because of their 
expert knowledge and = capacity for 


agency building; that in most companies 


the rules surrounding the appointment 
of agents are more rigid than any rules 
that can be laid im by the depart- 
ment, and at the same time are more 
effective in tending to eliminate any 
abuses. ‘The committee believes that the 


publicity outlined 


| above will be suffi- 
cient to compel 


all companies to enter- 


tain high ideals in this section of their 
business. 

“It is believed that the above prac- 
tices, viz.: first, making the granting of 


a certificate of registration contingent 
upon a home office recommendation only 
and not on that of a provincial or dis- 
trict manager; second, making the re- 
fusal or revocation of a certificate con- 
tingent upon the approval of a board of 


investigation which shall be given only 
for the causes set out in the Act; and 
third, the publishing of up-to-date lists 


of all agents who do any work for the 
companies and to whom commissions are 
paid, will correct 


any abuses and elimi- 
nate the necessity for any of the vexa- 
tious rules which are apt to develop in 


departmental procedure. 

“You will note that your committee 
have referred to registration and certifi- 
cates of registration instead of licensing 
and licenses. This has been done delib- 
erately as being more in conformity with 


the spirit of the law and also as avoid- 
ing any confusion with reference to the 
other licenses required under the Act.” 


APPOINTED GENERAL AGENT 

Edwin F. Carr has been appointed gen- 
eral agent for the Security Mutual Life 
for the territory in and around Boston. 
Mr. Carr is a native of Cambridge, 
Mass., and a graduate of the George- 
town University. Following his college 
career he played baseball in the New 
England, Southern and Fede ral leagues. 
He has a wide experience in life under- 
writing both as a producer and in a 
managerial capacity. 





GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 
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THE DEMAND for INSURANCE 


Intelligent men are no longer oblivious to the need for life insur- 
ance. They recognize its value. They expect to look into the matter 
when they have leisure, or when they have paid their debts, or when 
they have saved a little money. Or they do not know how to go about 
getting insurance, or defer action because they do not know precisely 
what kind will provide best for their particular needs. But when an 
agent comes to such men they will be in a receptive mood, and argu- 
ment and persuasion will be superfluous. It is not necessary to urge a 
hungry man to eat, or a thirsty man to drink. But if the agent offers 
for family protection a policy payable in one sum simply because that is 
his habit, and because he thinks it is easier than to advocate something 
that is new, he and not his clients will be to blame if misfit policies are 
applied for. 


Every competent business man is careful to distinguish between 
principal and income. And if he spends any of his principal as if it were 
income he will feel that he has committed a crime and will be uneasy 
until the crime has been atoned for. But a woman, whose experience 
has been limited to the spending of income, is in danger of regarding a 
round sum paid by the insurance company as income to be spent, and 
not capital to be invested. 


It is probable that more money is lost through the honest but mis- 
guided advice of relatives and friends than in consequence of fraud. 
And most wives are ready to lend their money to their husbands, or 
risk it in the business ventures of brothers, sons or neighbors. 


These are some of the reasons why husbands and fathers should 
be advised to have their insurance paid in the form of an income and 
not in a single sum. 








THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 
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Says Group Insurance 
Plan Is Not Legal 


VIOLATES WISCONSIN LAWS 


Insurance Commissioner Olaf H. Johnson 
Contends Plan Is Discriminatory and 
Cannot Be Enforced 





If the opinion of Insurance Commis- 
sioner Olaf H. Johnson, of Wisconsin, 
contends that group insurance is 
unenforceable and in di- 
rect violation of the Wisconsin laws, is 
upheld by the insurance 
will receive its death blow in that state. 

As no company has been mentioned 
and no policy form having been pre- 
sented, the commissioner based his opin- 
ign wholly upon the statement of facts 
submitted and the queries propounded as 
they relate to the 


who 
discriminatory, 


courts group 


statement of facts. 
Company States Case 

The query was as follows: 

“A manufacturing concern with its of- 
fice and plant located in Wisconsin and 
having a number of active officers and 
reasonably large office force and a large 
group of people employed at various 
tasks in manufacturing, shipping, etc., is 
solicited for life insurance on the Pay- 
Roll Reduction or Group Plan. 
erage age of the group is forty-two 
years. The officers are authorized to 
take at their option up to $10,000 each. 
The employees are limited to not more 
than $3000 each. A rate of seventy- 
eight cents per $1000 of insurance per 
month is offered. The members of the 
group individually are to pay sixty cents 
per month; the employing corporation is 
to pay cighteen cents per 
$1000 of insurance. 
ation is required, 


The av- 


month per 
No medical examin- 
It is further a part 
of the proposal that the insurance com- 


pany agrees to return annually not less 
than &8% of the premiums paid. If the 
death losses in any year are less than 


&8% of the premiums, the difference be- 
tween these two items will be refunded 
as a dividend.” The answer in part is 
as follows: “There is reasonable ground 
for the statement that the above case is 
not exceptional. Similar proposals are 
being made to other Wisconsin groups. 
This case raises a number of questions, 
some of which here are stated: 

1. Can a company operating in Wis- 
consin issue insurance to part of its pol- 
icyholders without medical examination, 
while it requires other policyholders to 
submit to a medical examination? If so, 
must it segregate the non-medical group 
in order to avoid discrimination ? 

Charges Discrimination 

In reply to this query, the 
sioner states that: No life insurance 
company doing business in this state 
shall make or permit any distinction or 
discrimination in favor of individuals be- 
tween insurants of the same class and 
equal expectation of life in the amount 
or payment of premiums or rates 
charged or in any return of premium, 
dividends or other advantages. 

Subdivision (b) of Subsection 2 of Sec- 
tion 207.01 provides: (b) No insurance 
company, or any officer, agent, director 
or employee thereof, doing busine ss in 


comimis- 


this state, shall pay, allow or give or 
offer to: pay, allow or give, nor shall 
any person receive any rebate of pre- 


mium payable on the policy, or any spe- 
cial favor or advantage whatever in the 
dividends or other benefits to accrue 
thereon, or any valuable consideration or 
inducement whatever not specified in the 
policy. 

Answer: Whether segregated or not, 
to grant the advantage of non-medical 
to some insurants and not to others of 
the same class and equal expectation of 
life, would clearly be a discrimination 
and a violation of the law. 

“Class” as referred to 


in the law 


means: “the same form of policy, i.c., 
life, limited payment policies of like 
term, and endowments of like term.” 


“Equal expectation of life’ means: “In- 
surants of the same age” and “Impaired 
insurants of the same age” whose ac- 
ceptance as substandard risks are given 
an equal or like rate adjustment accord- 
ing to like age at entry and similarity 
of impairment. 

An insurant in life insurance is a 
separate and distinct risk and no pre- 
mium rate can be given to an individual 
of a group, that is not also given to an 
individual of like age and same form of 
policy; to so do would be a discrimina- 
tion and is a violation of the law. 

Fixed Returns Violates Law 

Can a company operating in Wisconsin 
guarantee a fixed return in death losses 
and dividends to a group where a simi- 
lar guarantee is not given to other pol- 
icyholders ? 


The commissioner states that, refer- 
ence to the statutory provisions quoted 


clearly shows that this would be a dis- 
crimination and is a violation of the 
law. 


Can a company operating in Wiscon- 
sin, writing a Group or Wholesale con- 
tract, agree to accumulate commission 
saved as a result of the direct writing, 
and to pay such savings from commis- 
sions as a special dividend? 

“If a dividend in life insurance,” states 
the commissioner, “is a refund of pre- 
mium overpayment and savings, and it 
would make no difference whether the 
source of such saving or overpayment 
was from loading, expense or commis- 
sion savings, mortality or interest gains, 
so long as there was no discrimination in 
apportionment and distribution between 
insurants of the same age and like form 
of policy; to offer such a refund under 
a Group or Wholesale contract and not 
to all other insurants would be a dis- 
crimination and a violation of the law.” 

In the instance above cited, is there a 
discrimination in favor of the officers, 
particularly those of an age above the 
average where they are permitted to 
have $10,000 of insurance at the average 
age rate as against the employee who 
is permitted not more than $3000? 

Whatever the favor or advantage when 
granted to one insurant and not equally 
granted to another insurant of the same 
age and under like form of policy re- 
sults in discrimination and is a violation 
of the law and this would apply to the 
conditions presented in this query. 

For such discrimination and violation 
of the law, the commissioner of insur- 
ance, upon. complaint being filed, is re- 
quired to cite the parties so charged, to 
show cause why the license to transact 
badness in Wisconsin should not be re- 


voked. 


Canadian Insurance 
Jurisdiction Fixed 


WHAT COURTS HAVE DECIDED 


Field Of uote’ Contents Belongs To 
the Provinces and Not to the 
Dominion 
At the recent convention of the presi- 
dents and members of the Association 
of Superintendents of Insurance for the 
Canada, H. G. Garrett, of 
the Committee for the Province of Brit- 
ish Columbia, said that a series of de- 
cisions in the Courts has laid down that 
jurisdiction over the business of insur- 
ance and particularly in the field of in- 
surance tontracts belongs to the Prov- 
inces and not to the Dominion. It is not 
necessary to specilty or quote from these 
decisions here, the Superintendents for 
the Provinces and the insurance compa- 
nies are well aware of the principles elu- 

cidated. 

Various provisions of the Federal Act 
have been definitely held to be ultra 
vives, and there is little doubt that others 
can safely be placed in the same cate- 
gory. Some ot these will be found in 
Part Il of that Act, which applies only 
to life insurance. Provisions have been 
enacted, for example, section 91, which 
attempt to prescribe conditions for life 
insurance contracts; salutary provisions, 
but valueless, if they are not law. 

“When the insurance legislation was 
consolidated and revised last year in 
British Columbia, it was deemed advis- 
able to adopt from Part I and include 
certain provisions which appeared to fall 
within provincial jurisdiction and to be 
expedient in the interest of policyholders 
n the Province,” said Mr. Garrett. “Some 
of these provisions are of a character 
similar to provincial enactments for fire, 
automobile and other classes of insur- 
ance. Other provisions of Part Il did 
not need to be included, as being already 
covered by the uniform life insurance 
act, which forms part of the various pro- 
vincial insurance acts. ‘The table append- 
ed will indicate how much of Part II is 
found in the provincial legislation. 
Whether or not the Provinces should aim 
at uniformity in this connection is left 
for the Conference to decide. But the 
conflict of legislation places the compa- 
nies in a quandary, the blame for which 
does not rest with the Provinces. 

“It may be mentioned that where a 
corresponding provision in the federal 
and provincial legislation is shown in the 
table, it does not follow that the pro- 
visions are identical. In fact. they are 

not so,” 


Province of 


Jack Shuff and Judge Conn 


Jack Shuff, the well known Union 
Central gencral agent in Cincinnati and 
former president of the National Asso- 
ciation of Life 
Underwriter s, 
has sent out a 
personal letter 
to 15,000 life 
underwriters 
through- 
out Ohio, urg- 
ing them to 
support the 
candidacy of 
insurance com- 
missioner Har- 
ry L. Conn for 
Judge of the 
Supreme Court 
at the coming 
election, No- 
vember 2, 
Shuff says: 
Co-Workers: Harry L. 
Conn, Commissioner of Insurance of the 
State of Ohio, is a candidate on the 
Non-Partisan ticket for Judge of the 
Supreme Court, State of Ohio, at the 
coming election, November 2. 

Judge Conn was prosecuting attorney 





In his letter, Mr. 


My Dear 


of Van Wert County for two terms, In- 
surance Commissioner of Ohio, was ap- 
pointed to the Supreme Court bench to 
fill the unexpired term of the late Judge 
Wanamaker. He served with great dis- 
tinction on the bench, but could not then 
seek re-election as the time for filing in 
the primary had closed. He was again 
appointed Insurance Commissioner of 
the State of Ohio, and is holding that 
important position and now is a candi- 
date for Judge of that court for one of 
the two full term judgships. 

Judge Conn was — elected pres- 
ident of the Nz ational 1 Association of In- 
surance Commissioners which is a strong 
endorsement of his ability and efficien- 
cy. 

Insurance is the biggest business in 
America, and reaches more people in- 
dividually and collectively than any other 
line of commerce. 

Should Judge Conn be 
bring to that high office 
ognized ability, and one 
the science of life 


IT am enclosing you a few cards for 
distribution. I shall be pleased if you 
can consistently give him your support. 
Let me hear from you. 


elected, he will 
a lawyer of rec- 
well versed in 
insurance. 


Girl Star Athlete 


Resigns to Marry 
IS CHAMPION FEMALE HURDLER 


A Prudential Employe and Has Won 
More Prizes Than Any Other 


Girl in America 


Miss Hazel Kirk, who is rated to be 
the champion feminine hurdler, has re- 
signed her position with The Prudential, 
where she was employed as a clerk in 
the Industrial Department, and will be 
married on October 2 to Carl Egbert 
Kees of 59 Bruen Avenue, Irvington, N. 
J. The wedding will be performed at 
the Clinton Avenue Presbyterian Church 
and will be attended by a large garther- 
ing of friends and relatives. 

It was during her attendance of the 
Hawthorne Avenue Grammar School 
that Miss Kirk first showed her ability 
as an athlete by running as a member 
of the team which won the 440-yard re- 
lay race in the annual field day of the 
Newark Public Schools. After her grad- 
uation she entered the employ of The 
Prudential, and won the 50-yard 
for girls at the employees’ field day, 
breaking the record for the event. She 
was also on the winning relay team of 
The Prudential which took part in the 
national championship games held at the 
Lewisohn Stadium in New York City. 

Miss Kirk decided to specialize at 
hurdling and in July, 1923, won the na- 
tional championship in the 75-yard low 
hurdles event, running in the A. A. U., 
meet for girls which was conducted by 
the Illinois A. C. At this meet she es- 
tablished a record of 11 6-10 seconds for 
75 yards, which has never been equalled 
by any other 


dash 


woman. 

At the national championship games 
which were held in Pittsburgh, in 1924, 
Miss Kirk repeated her triumph over the 
hurdles by winning the metropolitan in- 
door championship at 60 yards and the 
100-yard 
women 


outdoor championship in the 
dash, defeating at that time the 
champions of this country. 
Miss Kirk finished second in the na- 
tional championship games held at Pasa- 
dena, Cal., and 


also ran second in the 


60-yard dash in the Sesqui-Centennial 
games held in’ Philadelphia which 
marked her last appearance in athletic 


competition. Athletic authorities consid- 
ered Miss Kirk one of the most grace- 
ful hurdlers in the athletic world and 
likened her hurdling form to that of 
Charles Brookens, the University of 
lowa hurdler who holds the world rec- 
ord in the 220-yard low hurdles. 

Miss Kirk was tendered a luncheon by 
her fellow workers in The Prudential 
home offices and received a number of 
presents from employees’ and officials 
of the company. Among the girls who 
attended the farewell luncheon were 
Mary Mulvihill, Nellie Sharka, Marion 
Pletzner, Clara Farley, Catherine Dona- 
van, Olive Kirk, Alice May Adams, 
Gladys Booth, Anna Ceres, Irma Ellor, 
Marion Comey. Josephine Higgins and 


Elizabeth Gross, Florence Reimer, Anna 
Bozzol, Esther Behring, Estelle Hill and 
Dorothy fins atson. 


2 G. Packer's Talk 


(Continued from page 5) 
objection to the fund 
employes in the office. Right from the 
start, however, there were very few ob- 
jections and inside of a year after the 
fund was started, when the actual op- 
eration of the fund began to be more 
thoroughly understood and the benefits 
better appreciated, it became a decided 
attraction in estimating the value of em- 


ployment in the Imperial Life.” 








from the female 
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Clucas Heads Rhodes 
Club of Berkshire 

THREE DAYS PITTSFIELD MEET 7 

Thirty-eight Producers of Company 


Qualified for Membership in Club Year 2. 
—President Gives Welcome Speech 


THE COMPANY 


\ three-day convention at the home 3. 
office of the Berkshire Life, Pittsfield, 
Mass., was held last week by the Berk 
shire Life Khodes Club. This club was 4. 
formed a year ago in honor of President 
Frederick H 

At the mecting last week, Lowell M. 
Clucas of Pittsfield was clected presi 


ability. 
THE OPPORTUNITY 


Khodes. 





DISTRICT MANAGER WANTED 


THE PLACE—Syracuse, New York and surrounding territory—popu- 
lation about half a million. 


One of the oldest, low cost companies with a record 
and reputation which are unsurpassed. 


THE MAN—Must have a proven record in selling and organizing 


Limited absolutely by nothing but the man’s 
ambition, ability, and energy. 


Write Box 1048, The Eastern Underwriter, 86 Fulton St., New York, N. Y. 








dent; W. Rankin Furey of Pittsburgh, = 
first vice-president; A. C. Triggs of Chi 
cago, second vice-president, and E. Hai 
man of Indianapolis, secretary. 


of Pittsfield on “Writing Larger Appli- 


cations,” and Roderic Pirnie of Spring- 
Land 


" Pe Pi pipers peas 

Thirty-eight men qualified for mem ficld, Mass., on “Program Insurance. 

bership during the year ending August Luncheon followed at the Wendell Ho- 
31, this year, and came from all parts of tel. 


Trip Over Trail 


alternoon 


the country. The address of welcome 
was made by President Rhodes, followed In the 
by one by J. S. Winings of Pittsfield, 
superintendent of agencies. ; 
Others who spoke during the morning 


an automobile trip 
members over the 


was enjoyed by the 


were J. B. O'Brien of Albany on “Writ- 

ing More Applications,” L. M. Clucas 
INCREASES STAFF 

The Los Angeles, Cal., office of the 

Missouri State Life recently increased 


its staff by adding six new agents. They 
are Walter S. McDonald, Simeon Sprigg, 
and Nathan |). Moore, Los Anveles; 
Helen Sylbester, Huntington; C. M. Pil- 
vrim, Oceanside, and Pendleton Terrill 
of Compton, Cal. 


J. J. MORIARTY ON TOUR 

John J. Moriarty, second vice-presi- 
dent of the Missouri State Life, is on a 
tour of the Eastern branch offices and 
agencies of the company. Among the 
cities on his itinerary are Chicago, Cleve 
land, Detroit, Columbus, Cincinnati, 
Pittsburgh, Newark, Nashville, Baltimore 
and Columbia, S. C. 





Doctors and Prohibition 


(Continued from Page 8) 





other factors, prohibition certainly accounts for 

part of this decrease in mortality. { do not OWE; - as 3 

see how it is possible to escape this conclusion, L. W ELL M. ( Ll ( \S 

although I have no detinite figures with which . ; ; 

to prove it.” Berkshire and Mohawk trails, followed 


The difficulty of telling: whether a man 
is a drinker or not was illustrated in the 
comments of Dr. J. W. Wear, who said: 


experiencing 


by dinner at the country club with Pres- 
ident Rhodes presiding. James C. Mor- 
ton, tenor, sane and Thomas Safford 


‘It em to me that we. are of Williamstown gave piano selections. 


considerable difficulty in getting unprejyudiced pam, : : ‘ l 
inspection reports We have to spend two or rhe address of the evening was given 
three dollars to get an unprejudiced report. by Mediéal | Nirector Dr. Henry Colt on 
lo make it concrete, we have a very active - 


“Medical Underwriting.” 
agent, who is a high-class man, and we were $ 
getting a high percentage of inspection reports - - 
from his wherein the inspector re 
ported drinking. made a trip down 


business 
Finally, he 


T. F. LAWRENCE HERE 


to the Home Office to find out if we thought Thomas F. Lawrence, former vice- 
he was engaged in ferreting out boozers. = / residet ° ; ree « . ean 

‘ it of e Miss State . 
change in the reporting company gave both of y . th Missouri State Life, 


have noticed that in several was in New York this week, 


different places, there is difficulty in getting un 
prejudiced reports. An extreme prohibitionist 
will report a man who takes a drink once in a 
while as a boozer, but a man who is a little 
more liberal will ignore it entirely.” ; 

Secretary S. L. Phelps of the Volun- 
teer State Life at Chattanooga, Tenn., 
said that the effects of prohibition in 
his neck of the woods have been practi 
cally nil; that moonshine is being manu 
factured in the mountains of Tennessee 
the saine as it has been for the last 400 
years. 

Dr. Austin in closing told of the peo 
ple who drink now and who did not 
drink before prohibition and made this 
statement: , 

“There are no records obtainable giving deaths 
from alcoholism and cirrhosis of the liver in 
those that confine themselves to light wines and 
beer. I think, on the whole, we will be better 
off with prohibition, but from experience, we 
don’t want it and probably will never have it.” 


THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND 


Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 


J. C. MAGINNIS, President 


us relief We 





George Washington Life 


Insurance Company 
Charleston, W. Va. 
presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 

agents, 

The State of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 

Address: 
ERNEST C. MILAIR 
Vice-President and Secretary 











































CAPITAL’S INSURANCE CODE 
Having Hard Sledding, According to In- 
surance Commissioner; Need 
for Legislation 

In his annual report, Commissioner 
Baldwin of the District of Columbia ex- 
presses his regret that “after strenuous 
clforts and many conferences” it has 
been impossible to agree upon a_ final 

draft for a new insurance code there. 
Mr. Baldwin also says that the lack of 
good insurance laws in the District is re- 
sponsible for Washington not going 
ahead as an insurance center. He thinks 
that domestic companies should get as 
much protection from the District as 
Connecticut companies do from Connect- 
icut laws. 
The Commissioner*also discusses the 
alfairs of the Modern Workmen of the 
World Society and its troubles. 


GREATEST 
ILLINOIS 
COMPANY 


A GOOD PROSPECT LIST 

The J. D. Dunaway Agency of the 
Missouri State Life at Conway, Ark 
adopted a unique plan of acquiring a lis 
of prospects detailing amount of insu 
ance carried. In the front window o 
the agency reposed an 80-pound wate 
miclon, the largest ever grown in_ thos 
parts, and a prize was offered to th 
person who could guess the number o 
seeds in the melon. Those filing a gues 
were required to furnish their name anc 
address and the amount of insurance 
carried, i See 


WANTS GOOD MEN 
AND 


WILL PAY THEM WEL 
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TWENTY YEARS 


and the 


CONFIDENCE of 
POLICYHOLDERS 


assure 
OUR AGENTS 
THEIR OWN 
FUTURE IS SECURE 
Write for 
“FOURTEEN 
POINTS” 
A. M. Hopkins, Mgr. of Agencies, 


PHILADELPHIA 
LIFE INSURANCE CO., 
(11 No. Broad Street, 

Philadelphia, 
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is used in 
sending agents their re- 


Great care 


newal commissions. 


Checks are mailed regu- 
larly each month. 


GRAHAM C. WELLS 
GENERAL AGENT 
Provident Mutual Life 
33 Liberty St. John 3771 


Penna. 


























THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ORGANIZED 1850 NON-PARTICIPATING POLICIES ONLY 
Over 70 Years of Service to Policyholders 
Good territory for personal producers, under direct contract. 


HOME OFFICE 
105-107 Fifth Avenue 





New York City 
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H. Arthur Schmidt Gets 
Welcome from Managers 


LUNCHEON GIVEN AT YALE CLUB 





Edward W. Allen Host; Thirty General 
Agents Attend Felicitous Affair 
in This City 





The remarkable esprit de corps exist- 
ing among the general agency offices of 
New York City was again made evident 
on Monday noon of this week when Ed- 
ward W. Allen, for years manager of the 
New England Mutual Life at 217 Broad- 
way, gave a luncheon to H. Arthur 
Schmidt, leading producer of the com- 
pany, who has become his partner in 
the new general agency of Allen & 
Schmidt. The luncheon, held at the Yale 
Club, was attended by thirty well-known 
general agents or managers in this city. 
Ten of the general agents made addres- 
ses welcoming Mr. Schmidt to the gen- 
eral agency fold, attesting their esteern 
for Edward W. Allen ,and wishing the 
new firm all the luck in the world. 

Mr. Schmidt’s Graceful Speech 

At the conclusion, Mr. Schmidt arose, 
expressing his pleasure at the great com- 
pliment which had been paid to him and 
to Mr. Allen by the attendance of such 
a representative gathering, and said that 
he considered the men present as_ the 
type after which he could model with 
profit. His talk was graceful and well 
done. 

In short, it was a love feast of a kind 
which would have been impossible a 
quarter of a century ago, days when the 
offices were cutting each other’s throats. 

Those who attended the luncheon were 
W. R. Collins, L. A. Cerf, Graham C. 
Wells, Joseph D. Bookstaver, Hugh 1. 
Hart, G. A. Eubank, Sigourney Mellor, 
Lawrence Priddy, Harry Gardiner, Rob- 
ert L. Jones, L. H. Andrews, O. S. Rog- 
ers, Fred W. Doremus, W. F. Atkinson, 
James Elton Bragg, S. S. Voshell, Con- 
rad Dykeman, Shepard Homans, Peter 
M. Fraser, Donald C. Keane, Don Sin- 
clair, Robert C. Anderson, Julian S. My- 
rick, R. M. Simons, Charles A. Foehl, 
Charles B. Knight, W. R. Letcher, Har- 
old E. Coe, Lowell M. Baker and Colo- 
nel John A. Logan. 

Mr. Allen, who, when at Yale, won 
spurs as a champion runner, began the 
speaking by paying tribute to his new 
partner, saying that the history of Mr. 
Schmidt was an inspiration to every am- 
bitious, intelligent and honest young man 
in the life insurance business. At the 
age of twenty Mr. Schmidt entered the 
insurance business. During his first year 
as an agent he paid for $150,000. He 
kept beating that mark until he has av- 
eraged more than $1,250,000 paid produc- 
tion during the past four years. Mr. 
Allen paid a high compliment to the in- 
tegrity and character. of Mr. Schmidt. 

Incidentally, Mr. Allen made a few 
remarks about the spirit of camaraderie 
existing in life insurance general agency 
circles and said that one of the most 
gratifying features was the decline in 
this city of rebating and other unethical 
practices. 

Julian S. Myrick Talks of the First 

Partnership 

Nine other general agents then arose, 
one after another, making brief remarks, 
led by Julian S. Myrick, of Ives & My- 
rick, Mutual Life, who called attention 
to the fact that he and Charles E. Ives 
formed the first life insurance general 
agency partnership in this city. At that 
time some doubts were expressed as to 
the success of a partnership in a general 
agency, but Ives & Myrick succeeded, 
and so have other who came into the 
fold later. He said a happy partner- 
ship was like a happy marriage, it has 
to be based on mutual confidence and 
understanding and neither party to the 
agreement should try to take too much 
credit. 

Charles B. Knight said that when he 
first went into the business such a gath- 
ering of representatives of various of- 
fices would have been impossible, or, if 
one had been called, some would have 
attended with guns in their pockets and 


razors up their sleeves. Now a differ- 
ent spirit prevails. 

“We welcome Mr. Schmidt sincerely 
into the general agency family,” he said. 
“It is a pleasure to extend our good 
wishes and hopes for success which we 
ar sure will be realized.” 

Good Wishes from Veterans 

Conrad V. Dykeman, who for forty- 
six years has been sitting on The Pru- 
dential rock on the other side of the 
East River—in_ brief, Brooklyn and 
Queens—also talked of the “old days” 
with its competitive methods and steal- 
ing of men. 

“Those days,” he said, “I am glad to 
say, are past. The life insurance busi- 
ness of today is clean, and I welcome 
you, Mr. Schmidt, to the fine association 
which will be your future lot. I can 
also assure you that no matter how 
great your success, it will not cause the 
envy of any man here.” 

William EF. Atkinson, Northwestern 
Mutual Life, Brooklyn, said he had 
known Edward W. Allen for twenty-five 
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SCHMIDT 


years, appreciated his friendship, was 
proud of his acquaintance, and wished 
the new firm every luck. He concluded 
by saying that he did not see how any- 
thing could stop it from climbing to life 
insurance heights. 

“Tt is one of. those combinations of 
youth and experience,” he said, “which, 
when well directed, as I know this gen- 
eral agency will be, are bound to make 
a mark.” 

Among others who spoke were S. S. 
Voshell, Metropolitan Life, Brooklyn; J. 
R. Robins, Home Life, New York, and 


Graham C. Wells, Provident Mutual, 
New York. Sigourney Mellor, former 


secretary of the Life Underwriters’ As- 
sociation of New York, came over from 
Philadelphia to extend his good wishes. 
Flowers from Agents and Office Per- 
sonnel 

A picture is shown on this page of 
Messrs. Allen and Schmidt taken in the 
office of the New Eneland Mutual Life’s 
reneral agency at 217 Broadway, stand- 
ing by a huge basket of flowers which 
was the gift of the agents and office 
persannel. On the basket was a large 
ribbon marked “Success” and a card ex- 
pressing the good wishes of all. 


HEAR ABNER THORP, JR. 

At the regular agency meeting of the 
Hart & Eubank agency on Monday 
Morning this week Abner Thorp, Tr., of 
Cincinnati, discussed “A Plan of Work 
for Life Insurance Salesmen.” He is 
president of the Diamond Life bulletin 
service. 


Sell $20,000,000 of 
Ordinary Each Day 


FIGURES OF RESEARCH BUREAU 





Delaware Shows Best Gain in August; 
Middle Atlantic Drops; Reports 
From Other Sections 
The amount of ordinary life insurance 
sold in the United States during the 
month of August is practically identical 
with that sold in August 1925 when the 
sales were 27% ahead of the previous 
August, according to a report just pub- 
lished by the Life Insurance Sales Re- 
search Bureau of Hartford, Connecticut. 
The report includes the sales of new 
paid-for ordinary insurance as reported 
by eighty-one companies having in force 
88% of the total life insurance outstand- 
ing in the United States legal reserve 

companies. 
The largest sectional gains are in the 
West South Central and East North 
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Central States, with increases of 6% and 
3% respectively. The records for indi- 
vidual States show the greatest gains in 
Delaware and Vermont. 

In the first eight months of the year, 
sales are 4% higher than in the corre- 
sponding period of last year, all sections 


sharing in the general gain. The year- 
to-date increases range from 2% in the 


Middle Atlantic States to 8% in the 
South Atlantic States. 
Northern New England shows the 


best gain for August; Vermont with a 
40% increase; New Hampshire, 20%, and 
Maine with 9%. New Hampshire leads 
in the year-to-date gain, or 14%. The 
section shows a 7% gain for the twelve 
months ended August 31, 1926, over the 
preceding twelve months. 

Sales in the Middle Atlantic section 
are 4%less than in August, 1925. This 
section is comprised of New York, New 
Jersey and Pennsylvania, each State 
showing a decrease in sales from Au- 
gust of last year.’ These states show a 
2% gain for the first eight months over 
the same months of 1925, New Jersey 
leading with a 12% increase. 

Ohio leads the East North Central sec- 
tion with an 8% increase, the average 
gain being 3%. All States in the sec- 
tion show gains for the year-to-date. 
The increases range from 3% in Wis- 
consin to 8% in Michigan. 

The largest gain in the West North 
Central section for the month is 28% 
in Nebraska. The average gain for the 
year to date is 4%. Sales in the first 
eight months of the year are 6% ahead 
of sales in the first eight months of 





1925 in Minnesota, Iowa, North Dakota- 
Nebraska and Kansas. 

lhe best increase in all the South At- 
lantic States is 45% in Delaware. Sales 
in Florida continue to increase, and dur- 
ing the month of August aggregated $8,- 
932,000, as compared to $6,766,000 in Au- 
gust, 1925, a 32% gain. The South At- 
lantic section shows an average gain of 
8% for the first eight months of the 
year, leading all the other sections of 
the country. Florida shows a gain of 
4% for the first eight months. 

Of Kentucky, Alabama and Mississip- 
pi, Tennessee leads with a 4% gain. The 
average gain for the section for the vear 
to date is 3%. ‘ 

The West South Central section shows 

an average gain of 6% for August, the 
largest increase in any of the nine geo- 
graphical sections. Improved conditions 
are reflected in all the States in this sec- 
tion except in Arkansas. Oklahoma leads 
both the monthly and the year-to-date 
rains, 
_ Wyoming leads the Mountain section 
for the month, showing a 24% increase. 
Idaho continues to lead in the year-to- 
date gain. Sales in the section decreased 
4% from sales in August of last year, 
but show an increase of 5 per cent. for 
the first eight months of the year. 

Sales in the Pacific States are practi- 
cally identical with sales in August of 
last vear. The gains in the section as a 
whole averaged 4% for the first eight 
months of the year, and 8% for the 
twelve months ended August 31, 1926, 
over the preceding twelve months. 

N 7. 

Canadians at 
= . 

Atlantic City 

The following Canadians attended the 
recent International Convention of Life 
Underwriters at Atlantic City: 

A. L. Petty, C.L.U., Winnipeg, presi- 
dent Life Underwriters’ Association of 
Canada. 

J. J. McSweeney, C.L.U., 
president LU.A.C., Toronto. 

Wm. May, Jr., C.L.U., Toronto, first 
vice-president L.U.A.C. 

Kric V. Chown, Toronto, general sec- 
retary LU.A.C. 

Ernest Moulds, C1.U., Brockville, 
Ont., vice-president L.U.A.C 

Krank Robinson, C.L.U., Toronto, 
chairman ‘Education Committee, L.U.A.C. 

N. B. McKibbin, president Toronto 
L.U,A., 

Dr. S. D. Chown, former general su- 
perintendent of the Methodist Church in 
Canada. 


honorary 


D. E. Kilgour, M.A., A.LA., F.A.S., 
North American Life, Toronto. 
Kk. J. Harvey, supervisor of agencies, 


North American Life, Toronto. 

Geo. H. Harris, supervisor, Field Serv- 
ice Bureau, Sun Life Assurance Co., 
Montreal. 

John Nelson, director of Public Rela- 
tions, Sun Life Assurance Co., Montreal. 

T. R. S. Smith, C.L.U., provincial man- 
ager, Excelsior Life, St. John, N.B. 

A. E. McCutcheon, assistant superin- 
tendent of agencies, Mutual Life of Can- 
ada, Waterloo, Ont. 

Geo. M. Fisher, assistant superinten- 
dent of agencies, Mutual Life of Canada, 
Waterloo, Ont. 

T. W. F. Norton, manager, Toronto 
City Branch, Canada Life, Toronto. 

S. Roughton, Kingston, Ont. 

R. 7. Davis, Winnipeg, Man. 

J. S. Lovell, secretary, London Life, 
London, Ont. 

J. H. Castle Graham, director, Field 
Service, London Life, London, Ont. 

T. H. Dickenson, Mutual Life of Can- 
ada, Toronto. 

UNIQUE AWARDS 

The Fidelity Mutual Life have hit 
upon a “unique” award for members of 
its field force. Five silver trowels used 
by President W. L. Talbot and officers 
of the company’s leaders club in laying 
the cornerstone of the new home office 
building in Philadelphia recently have 
been put up for competition, They will be 
awarded to the three agents producing 
the greatest volume of business and the 
two agents writing the largest number 
of lives during the month of October. 
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TO OPEN NEWARK BRANCH 


Pacific Mutual Life’s New Office to 
Write Life, Accident and Health 
and Non-Can Forms 
The Pacific Mutual Life will open a 
company branch office in Newark shortly 
at which it will write life and accident 
and health, including non-cancellable 
policies. William B. Snowden, manager, 
New York office, will also manage this 


office. This does not mean any change 
whatsoever in the management of the 
New York office, which will continue as 


heretotore 
The Newark 
the company’s “ 


branch will specialize in 
Way” life policy and 
its non-cancellable disability policy. “We 
hope to make it a big factor in Newark, 

said Mr. Snowden this week. 
President George I. Cochran and Vice- 
Davis of the Pacific 


President W. H 
Mutual were in New York this week. 


ANNIVERSARY CONVENTION 
The Union Mutual Life of Portland, 


Maine, has announced a 79th anniversary 
convention of agents of the company to 


be held at the home office on the Thurs- 
day, Friday and Saturday preceding 
Labor Day, September 1, 2, and 3, 1927. 


Thursday and Irriday will be devoted to 
the development of sales ideas and the 
extension Of Company services, and the 
last day will be devoted to pleasure. At- 
tendance at the convention will be based 
upon production enot is on business paid 


for between July 20, 1926, and July 20, 
1927. 


WOODS AND COFFIN TO SPEAK 
At the first dinner meeting of the Life 
Underwriters’ Association which will be 
held October 14 at the Astor Hotel, Ed 
ward A. Woods, general agent of the 
Equitable Life of New York at Pitts 
burgh, and Vincent B, 
the life insurance training course at the 
New York University, will be the speak 
ers Mr. Coffin has selected for his top 
ic “The Building 
subject upon which Mr. Woods will 
speak has not been announced as yet. 


AMERICAN LIFE BUYS BUILDING 


The American Life of Detroit, has pur- 
chi ised the Union Trust Building at Con- 
and Griswold streets in) Detroit. 
Althous h the deal is understood to be 
complete, possession of the property will 
not be given for about a year and a 
half. The purchase price was not an- 
nounced but is understood to have been 
in excess of a million and a half dollars. 


‘TESS 


AGENCY EXCEEDS QUOTA 
The C. WK. Dean Kansas 
the Central States Life has exceeded its 
quota for the first eight months of this 
year by 51%. The quota set was on a 
year basis and with four months to go 
Dean probably will double the mark ex 
pected from him for the year. He is re- 
ported to be the only agent to write his 
quota for the year. 


agency tor 


ON WELCOME COMMITTEE 
Robert Newman, the star personal pro- 
ducer of the Missouri State Life, was 
chairman of the reception committee that 
welcomed the St. Louis Cardinals upon 
their triumphal return to St. Louis with 
the first pennant that the city has won 

in the league for thirty-eight years. 


BOHACK ELECTED DIRECTOR 


Henry C. Bohack, president of H. C. 
Bohack & Co., has been elected a mem- 
ber of the Board of Directors of the 
Brooklyn National Life. Mr. Bohack is 
a trustee of the Hamburg Savings Bank 
and a director of the People’s National 
Bank of Brooklyn. 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Denver Des Moines 











usual type 


Coffin, director of 


Up of a Big. Idea.” The 








NEW GROUP INSURANCE 

More than $300,000 of group life in- 
surance was written on a somewhat un- 
of group risk when applica- 
tions were accepted by the Equiptable 
Society from the Grand 
Forks Deaconess Hospital of Gr and 
Farks, and the Vanderbilt Hospital and 
School of Medicine of Nashville. The 
Deaconess Hospital has adopted a non- 
contributory plan of insurance, which 
provides a flat amount to all employees 
within a given class, the sum = varying 
with the type of employment. The Van- 
derbilt Hospital has taken the insurance 
on the same basis. 


Life Assurance 


WINS CLUB PRESIDENCY 
Gee 


International Life 
presidency of the 
Club, 1925-26, with more 
of paid-for business. ° 
ond vice-president of the 


Turley, star producer for the 
at St. Louis, won the 
International Life 
than $1 000,000 
Turley was sec- 
1924-1925 Club. 


GROUP MEETING 

A meeting of the association of com 
panies writing group insurance was held 
in the offices of William J. Graham, sec 
ond vice-president of the Equitable Life 
Assurance Society, yesterday. The sub- 
ject under discussion was the Wiscon- 
sin situation. 
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ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force.............000: Over $200,000,000 
PRONG 66065 DoT Se ee Over $ 16,000,000 


THE IDEAL POLICY 


The low initial premiums of the stock company, combined with the divi- 
dends of the mutual. A privilege a Master Mason cannot find elsewhere. 


ACACIA agents place more insurance per capita than agents of any other 
company. 
RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 
If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
Homer Building, 601 13th Street, N. W. 











The Colonial Life Insurance Company of America 


Industrial Life Insurance— 
Especially Attractive and Favorable to the Insured. 

Ordinary Life Policies— 
All forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low Cost. 


Give Agents Unusual Money-Making Opportunities 


; Officers 
Geo. T. Smith, Vice-President E. J. Heppenhei » President E. 
Chas. F. Nettleship, 2nd Vice-President 
Home Office—Jersey City, N. J. 











C. Wise, Treasurer 
S. R. Drown, Secretary 
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Life’ - 








ONE MAN may visualize but men must visualize. 
an institution the result of one man’s effort — it takes a 
great leader with an organization of real men to build up a great 


It’s The Men 
In An Institution 


That Make It 


Seldom is 


The Missouri State Life Insurance Company is just such an 
institution. 
part of its management plus the vitalizing cooperation of a loyal, 
hard-hitting field force. 


Its marvelous success is the result of vision on the 


The Missouri State Life is proud of its men. Careful in its selec- 
tion, its roster is made up of the best in the business. 
themelves of the help extended and the training given through . 
the Company’s Educational Courses, they are successful pro- 
ducers of volume business. 


Availing 


That’s why the Missouri State Life is today the largest insurance 


company in the Southwest, second largest in the West and nine- 
teenth in the Nation. 


force has grown from a little over one hundred million dollars 
ten years ago to over six hundred and twenty-four millions 
today! It’s the men in the institution that are making it grow— 


A great Company daily growing greater! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 
Accident - 


That’s why its volume of insurance in 


Home Office, Saint Louis 


Health - Group 
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Digging up Prospects from County Recorder 
By JOHN C. ROGERS 


Using the parish (county) registration 
lists to find ages of all prospects has 
been of considerable value to R. L. 
Gates, manager of central Louisiana of 
the Fidelity Mutual Life. The informa- 
tion gleaned from the lists makes it pos- 
sible for him to make out a card index 
of every prospect in his files that he 
may solicit them just previous to their 
change of ages. 

Mr. Gates gets permission from the 
parish register of voters to go through 
the lists and copy the ages of those he 
has on file. He generally employs some 
one else to do the work for him. 

Getting Prospects’ Names 

The prospects’ 

from the 


names are 
and city 


gathered 


telephone directories 





R. L: GATES 
and from personal contact and when 
their ages are found he files them away 
in an alphabetical guide, which shows 


merely the name and the month of birth 
and indicates where their card is found 


in the index file. In this second card 
index the cards are arranged alphabet- 
ically by months or days of the month. 


On these cards will be 
formation concerning .the 
age, occupation, 


found all in- 
prospect, his 
how much insurance he 


carries and when last solicited. By this 
index system he keeps in touch with 
every prospect and by the birth month 


system he is able to know at just the 
right date to approach a man previous 
to his change of age. When he has no 
particular prospect to work on, he may 
refer to his index system and look over 
the prospects of the current month and 
find some whose change of age occurs 
within the month. 
i 
He has in his files about 1,200 names 
with all the data necessary. This will 
give him an average of 200 prospects to 
work on each month, 100 whose change 
of age occurs in the current month and 
100 whose birthdays occur in the cur- 
rent month. Mr. Gates claims that 90% 


of his business is gotten by soliciting 
on the point of change of age. 

He says that in the case of a man 
aged 30 who is considering the Ordinary 
Life plan and whose age is about to 
change to 31, if he takes the insurance 
before the change in age the accumu- 
lated value of the difference in gross 
premiums will be $60.70 for each thou- 
sand of insurance. This one point will 
win over practically every prospect who 
is thinking seriously of insurance. 

Where Probst Finds Leads 


H. A. Probst of the Fidelity Mutual 
Life, Dayton, Ohio, is another manager 
who has had success finding good pros- 
pects from county recorders’ records 
and from the probate court. Mr. Probst 
said recently: 

“From the county recorder’s records 
you may secure the name and address of 
persons giving mortgages. This source 
of leads is very good and insurance is 
sold to cover mortgage. This same 
source gives name and address of per- 
sons selling property and these usually 
have money with which to buy. 

“From the probate court records the 
name and address of persons receiving 
bequests and relatives of the decedents. 

“The former is a good lead because 
they have received something, the latter 
because they have very recently been 
impressively reminded of the inconveni- 
ent time death calls, and the big part 
life insurance plays in the settlement of 
estates.” 


CELEBRATES 0TH BIRTHDAY 
Hi: irold 


Peirce, agents’ counselor for 
the Philadelphia Clearing House Agency 
of the New York Life, celebrates this 


week his 70th birthday and his 40th an- 
niversary with the company. Mr. Peirce 
has been a member of the $200,000 club 
for 29 consecutive years and was its first 
“millionaire” president. This year he is 
chairman of the board of directors, an 
honor which goes to the ex-president 
producing the largest volume of business 
during the club year. 


WHY GO- GETTERS GET APPS 

The desire for life insurance is a pre- 
vailing trait. Nearly every man you 
meet is interested and intends to buy 
sooner or later. You can See this 
wherever you go. It seems to be an at- 
titude of mind with most people. It fol- 
lows naturally that those who do not al- 
ready have as much insurance as they 


think they need intend to buy—some 
time. Now, that “some time” very often 


means that they will buy whenever they 
are convinced that the right policy is 
within their reach. So that as soon as 
they meet a live salesman, enterprising 
enough to show that beyond a doubt he 
has just what they are looking for, a sale 
is going to be made.—Erie Agency Bul- 
letin. 





H. J. DAVENPORT SPEAKS 
H. J. Davenport, president of the 
Home Title Insurance Company and the 
Midwood Trust Company, Brooklyn, was 
among the speakers at the 22nd Annual 
Convention of the New York State Asso- 
ciation of Real Estate Boards, which 

took place at Utica, N. Y., this week. 
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Capital and Surplus.. 
Insurance in Force.. ° 
Payments to Policyholders. 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to sterer ,000.00, 
with premiums payable annually, semi-annually or quarterly, and INDUS 
Policies up to $1,000.00, with premiums payable weekly. 
CONDITION ON a 31, 1925 


eee e eee wereeee 
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Total Payments to Policyholders Since Organization. .....seseeseeees 
JOHN G. WALKER, President 


Serre eoccecseces 39,940,092.25 


eine STI. 76 

















Do you handle 
The Life Insurance 
Of your Auto policy holders? 
Write it in the Aetna 
Call 
GRAHAM and LUTHER 


Triangle 7560 176 Montague Street 
General Agents Brooklyn and Long Island 


AETNA LIFE INSURANCE COMPANY 
“A POLICY FOR EVERY NEED” 

















What's Ahead ? 


If the answer does not satisfy, learn the advantages of a 
contract with Fidelity. More than 36,000 direct leads a 
year from Head Office lead service. 


Fidelity is a-low net-cost Company, operating in forty 


states. Full level net premium reserve basis. 
$325,000,000 insurance in force—-growing rapidly. 


Over 


Write for our booklet ‘‘ What’s Ahead ?’”’ 


The Fidelity Mutual Life Insurance Company 


WALTER LeMAR TALBOT, President PHILADELPHIA 








BUSINESS OF 1925 


New Insurance..................ese+e++++-9117,647,000 
Increase over 1924....... . $13,691,000 


eee eeeeee eee eee 





Insurance in Force....................+++-$897,429,816 
Increase over 1924...... errr 





New England Mutual Life Insurance Co. 


Boston, Mass. 




















ONWARD MARCH—1925 


Total of Paid-for Business 
1924 . - . -  $134,242,954 
1925 - - - . 157,045,211 


BANKERS LIFE COMPANY 
G. S. NOLLEN, President 
Des Moines, lowa 























Celebrating 


75th ANN IVERSARY | 


DIAMOND JUBILEE YEAR : 
Seventy-five Years of Service to Policyholders New Policy Forms 
New Added Features to Our Policy Contract 


Berkshire Life Insurance Co. 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


F. ODES, President 
OPENING MiLWAYS FOR RIGHT MAN 
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Donnelly, Equitable 
Star, Back from Europe, 
Talks at Group Meet 


SUPERVISORS IN SESSION HERE 


New Castle Man Hasn’t Ever Written 
Less Than Million a Year Straight 
Insurance; Group Writings 1926 


Group supervisors of the Equitable 
Life 
the United States were in session here 


Assurance Society from all over 
on Tuesday of this week, and at a lun- 
cheon, Second Vice-President William J. 
said that 


insurance 


Graham, in charge of 
this 


year in the history of the country, that 


group, 
was the biggest group 
about $5,500,000,000 of group was in force 
that the 
vroup so far this year was approximately 
$10,000,000. 

(Group 


and Equitable production in 


insurance originated with the 
Equitable Society fifteen years ago and 
Mr. Graham paid a tribute to President 
William A. 


vrow from its beginning to its present 


Day, who has seen group 
eminence. The first group was written 
fifteen years ago and Judge Day was in- 
terested in and,sympathetic with group 
from the start. 

Others who spoke at the luncheon 
were Secretary William Alexander, Dr. 
T. H. Rockwell, medical director; John 
White, head of 
Harley Lackey, supervisor of the inspec- 


the claim department; 


tion department, and Henry Kranz, sales 
sup rvisor of group. 
M. J. Donnelly Talks 

The sales supervisors also had the op- 
portunity of hearing from one of the 
leading stars of the Equitable field for- 
ces—M. J. Donnelly of Newcastle, Pa., 
who had returned from Europe the day 
before on the S. S. “Leviathan,” the ship 
which carried Charles 
Will Rogers and other celebrities, and 
on board of which $40,000 was raised for 
Fiorida relief, 

In the ten 
been 


Evans Hughes, 


Mr. 
an agent he has never hit a pace 
of less than $1,000,000 paid production 
a year for individual insurance, his big- 
gest production being $3,500,000 outside 
of this year when he paid for over $7,- 
000,000 of group insurance. 

Mr. Donnelly was one of the-most ac- 
tive agents in the group insurance lines 


years Donnelly has 


which were written onthe labor asso- 
ciations of the United States Steel Co. 
and its subsidiaries. 


All of his early career was with the 
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Carnegie Steel Co. and he was a time- 
keeper in the plant of that corporation 
in Newcastle when John S. Oursler, now 
general superintendent of _the largest 
Carnegie plant, was superintendent at 
Newcastle. After working in Newcastle 
he went to New York City with the 
Carnegie people and then to Waverly, 
N. J., were he was manager of the 
Standard Wire Company. He joined the 
Edward A. Woods agency of  Pitts- 
burgh. 
Pays Tribute to Carnegie Man 
Mr. Donnelly lives in Newcastle and 
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sells insurance all over the country. In 
his talk to the Equitable group supervis- 
ors, Mr. Donnelly paid a high tribute to 
Mr. Oursler as an executive and as an 
inspirer of men. He also told a few 
stories about Will Rogers. While abroad 
he visited England, France, Belgium, 
Holland, Germany, Switzerland and 
Italy. 

Mr. Alexander gave an interesting talk 
on the training of agents. He said train- 
ing gave a man confidence in himself, 
which confidence was transmitted to the 
prospect. 











Pennsylvania 


Provident Mutual 


Life Insurance Company of Philadelphia 





The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 


opment of new agents. 


Founded 1865 














D. W. Carter, Secretary 








STATE MUTUAL LIFE ASSURANCE COMPANY 


of Worcester, Massachusetts 
Incorporated 1844 


The Company has recently introduced an exceptionally 
complete and practical 


Educational Course 


for the use of its Agents and those who contemplate 
entering the life insurance business. 


Stephen Ireland, Superintendent of Agencies 


B. H. Wright, President 

















John Hancock Nurse 
Visiting Service 

FOR WEEKLY PREMIUM PAYERS 

Service Will ne Reaching Effect 


in Aiding the Sick and Preventing 
Disease 





The visiting nurse service which has 
been established by the John Hancock 
for weekly premium policyholders will 
not alone be of a nurse service, but edu- 
cational as well, and will have a material 
effect in preventing further spreading of 
diseases. 

The nurses will visit the home of the 
sick policyholder, giving bedside care ac- 
cording to the doctor’s orders, and in- 
structing a responsible member of the 
family. Each visit will be long enough 
to give the proper care prescribed, al- 
though each visit will not be over an 
hour. 

The visiting nurse will make as many 
visits as will be necessary in the judg- 
ment of the doctor and the nurse. In 
addition to that a limited number of 
visits to a policyholder suffering from a 
chronic disease will be made by the 
nurse, in order to teach some member 
of the family how to care for the patient. 


Expectant Mothers 

One visit a month will be given to ex- 
pectant mothers, but no service is ex- 
tended to the mother at the time of the 
confinement, but the nurse will care for 
both mother and baby after the confine- 
ment, making as many calls as are neces- 
sary to the welfare of both. 

When the nurse is called for the first 
time it will be necessary to explain to 
her just how much she can do for the 
patient, both in giving care and along 
educational lines. 

The nursing service is absolutely free, 
providing the patient is under the care 
of a physician, and the policyholder lives 
in a territory where there is such a nurs- 
ing service. 





ACTUARY SOCIETY TO MEET 


The semi-annual meeting of the Actu- 
arial Society of America will be held on 
Thursday and Friday, October 28 and 29, 
in the Chinese Room of the Hotel May- 
flower, Washington, D. C. A number of 
prominent speakers will address the 
meeting and there will also be a general 
discussion of topics of current interest. 
William Montgomery, president of the 
Acacia Mutual Life Association, has in- 
vited the members of the society to be 
the guests of the association on Friday 
at the Congressional Golf Club where an 
informal luncheon will be held followed 
by a golf tournament. 





A NEW “DARLING” ARRIVED 


Mr. and Mrs. F. W. Darling are the 
proud parents of a ten-pound boy who 
arrived on Thursday, September 16. Mr. 
Darling is associated with the Cedar 
Rapids agency of the Bankers Life. 








our Home Office organization. 


Up?” 


WE WILL STICK TO OUR STORY 
We have always believed that the right of a life insurance 
company to succeed is based upon earnest and prompt service 
to policyholders and to its field force. 


We have practiced that principle in performing the duties of 


_ Our story about Lincoln National Life ideals and activities 
is told in the new issue of our booklet, “Can You Measure 


This illustrated pamphlet is just off the press and will be 
mailed to any of our friends who request it. 
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Lincoln Life Building 











The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


More Than $425,000,000 in Force. 


Fort Wayne, Indiana 














American Central Life 


Insurance Company 


INDIANAPOLIS 
Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 
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Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 


Generally speaking, 
policyholder who 
lows his policy to 
lapse is an active in- 
fluence against life 
insurance and against the business of the 
agent who took his application for the 
policy, states a well known life insur- 
ance official in “Points,” the weekly pub- 
lication of the Mutual Life of New York. 
In many cases, he asserts, the cause of 
lapse is dissatisfaction with methods of 
the company or treatment given (or per- 
haps not given) by the salesman. These 
statements present a phase of the lapse 
question not often mentioned. We think 
they are accurate statement. Whatever 
the cause of lapse, it certainly is true 
that lapses are detrimental in a local 
sense—aside from the agent’s money loss 
in the particular cases. The fact that 
an insured has lapsed transpires in the 
community, and is apt to work to the 
local salesman’s disadvantage—and de- 
cidedly so if the lapse came about 
through dissatisfaction for any cause. 
This adverse influence will exist, but 
may not be obvious, and may never as 
such come to light. The effect—for 
which the salesman may see no reason- 
able cause—may be to stiffen “sales re- 
sistance.” In good business policy—and 
in fairness to the policyholder, too—it is 
unwise to ignore the lapsed cases that 
have gone off the books. ‘To do so is 
like ignoring an under-skin but known 
blemish in a peach—and the peach is 
your field, your clientele and your pros- 
pective clientele. 

ok 


Do Not a 
Ignore 
Your Lapses 





e * 

In developing new 
sources of industrial 
and commercial busi- 
ness, ideas are often 
as important as the 
merchandise. In developing new sources 
of business in life insurance, ideas are 
the very heart and soul of the whole 
matter. The company gives you the 
“merchandise,” but your ideas of fitting 
and presenting it are absolutely essential 
to its acceptance by the prospect. That’s 
what makes agency work both “profes- 


Your Ideas 
Are Most 
Important 


sional” and fascinating!—New England 
Pilot. 
*k * xk 
The approach 


Make Approach 


a 
Natural One 


should be as natural 
as in selling wheat or 
in returning a watch 
, that a man has lost. 
l nless you feel, however, that selling life 
Insurance is of vastly greater importance 
than the returning of a watch could be, 
then you are not sufficiently sold on 
what you have to offer. 

When you realize that you are selling 
education for a man’s children, comforts 
or his widow,-peace of mind for him and 
riches for his old age, you will be so 
filled with enthusiasm that you will go 
to the heart of the subject and enthuse 
your prospects. You are offering to do 
for a man what he cannot do for him- 
self. Make the approach on one particu- 
lar need. The prospect can carry only 
one idea in his conscious mind at a time. 
Attention is only a one-by-one process. 
Getting the prospect’s attention on one 
thing and going over it again and again 
is the big thing in selling. The trouble 
with a good many agents is that they 
talk the prospect into seeing a need and 
then talk away from the point without 





ever giving the prospect an opportun'ty 
to act. Emotions are aroused quick.y; 
a desire to act may be smothered by the 
presentation of immaterial details. Cov- 
er one need, then the next and the next 
hk. & R. News. 
a 

Some agents  ac- 
quire a habit of 
“dropping in,” and 
foolishly telling the 
prospect, “I was in 
the neighborhood and thought | would 
drop in to see you. You might be in- 
terested.” Such a statement is enough 
to kill a sale. Impress upon the mind of 
your prospect that you went out of your 
way to see him at a personal sacrifice, 
because your interview was important to 
him. Carry a message and deliver it 
forcefully. “Talk little and do much” is 
the command of the Ancients——New 
England Pilot. 


Never 
“Drop In” 
On Prospect 


PRAISE FROM AD CHIEF 


C. K. Woodbridge, President of Interna- 
tional Ad Association, Expressed Ad- 
miration for the Gold Book 
Many interesting comments on “The 
Gold Book of Life Insurance Selling” 
have been received by the editor of The 
Eastern Underwriter. 

C. K. Woodbridge, president of the 
International Advertising Association, 
remarks: “Let me thank you for sending 
me “The Gold Book of Life Insurance 
Selline, [| enjoyed looking over | is 
splendid magazine last night. | was par- 
ticularly pleased to find a story in it by 
my old friend, Daniel J. Frazier, whom 
I knew many years ago when I| was sell- 
ing goods on the road. | am sure your 
readers must find this a source of yvreat 
inspiration.” 


PASSES HALF BILLION MARK 

Two memorable events occurred in the 
Western & Southern Life of Cincinnati, 
September 11. It was announced by 
President W. J. Williams that the in- 
surance in force has passed the half- 
billion mark, and H. P. Brooks, super- 
intendent of the Louisville, Ky., Fast 
office attained the anniversary of his 
twenty-fifth consecutive year with the 
company. The occasion was. signalled 
by a house-warming in new offices in 
the Starks Building, Louisville, and a 
celebration in the form of staff meetings 
and a luncheon at the Kentucky Hotel, 
at which President Williams, H. Thom- 
as Head, Director of Agencies; C. M. 
Biscay, manager of Ordinary Depart- 
ment; W. C. Whitney, superintendent of 
Agencies, and J. J. Doyle, editor of the 
“Field News,” were present. President 
Williams presented a twenty-five year 
service button and certificate of the 
Western and Southern “Legion,” a $250 
watch and a resume of Mr. Brooks’ 
connection with the company, starting 
actually about thirty years ago. 


EXPECT MUCH AT PITTSBUKGH 

C. Hugh Blair, general agent, Pitts- 
burgh, talked of the future of the Phoe- 
nix Mutual Life. The Pittsburgh agency 
wrote $3,000,000 this year, and he sees 
a very large agency there in the near 
future. Successful men like to tie them- 
selves up with a successful organization, 
and he prophesied a very well organized 
territory there. 





Policies backed by one of the ver 


The Columbian National Life Insurance Company 


° BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 
Columbian National Policies make selling easier. 


i y strongest companies in th try, h 

capital, surplus and highest standard br soaupeees ae 
Exceptional Opportunity is offered to salesmen of 

character and ability. ‘Communicate at once with 

Agency Department, 77 Franklin Street, Boston. 




















FIRM as the 








RUGGED COAST of MAINE 


Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
ness with,” whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 








POLICIES COVERING LOANS 

It has been announced by the North 
American Life that they are now issuing 
term policies to cover loans made to 
their policyholders. Through this sys- 
tem the benefits under the original pol- 
icy are kept intact in case of death be- 
fore the loan is repaid. 











Life Insurance Renewals 





Bought from Reliable 
Agents and Brokers 


Write for appointment to 
Box 1047 Eastern Underwriter 
86 Fulton Street, New York, N. Y. 

















NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 

















have confidence and pride. 


bers—the proving test. 


contented field workers. 


justified. 


and for themselves. 


34 NASSAU STREET, 








A LOYAL, EFFICENT AGENCY CORPS 


Back of the success of a life insurance company is a 
force of enthusiastic men and women in the field, following 
a vocation they like and serving a company in which they 
Their value to their respective 
communities and their own individual success stand upon 
the service their company renders to its constituent mem- 


The Mutual Life of New York, the first American legal 
reserve mutual life insurance company, has for eighty-three 
years met the proving test of service to its members. 
this Company’s high prestige accorded to public service and 
achievement is upborne and carried on by loyal, efficient and 


They have unsurpassed contracts and facilities to offer 
to their public—all standard forms of insurance (ages 10 
to 70) and annuities, both for men and for women; Disability 
and Double Indemnity Benefits; policy loans in branch agen- 
cies, and all other features of service the Company deems 


They take a pride in building greatly upon a great past— 
a loyal, efficient agency corps successful for the Company 


Those who contemplate life insurance field work as a 
vocation are invited to write to 


The Mutual Life Insurance Company 
of New York, 


To-day, 


NEW YORK, N. Y. 
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TOO 


CONVENTIONS 
The 


ers of 





MANY 





Eastern Under- 
Atlantic City 
convention idea 
Their 
indeed. 


A reporter for 
asked manag 
week if the 
was fading 

“No, 
them 
building an 


write! 
hotels 
in America 


last 
horrified 
answer was There are 
than 


auditorium 


more of ever; and we are 


here which will 
41,000 people.” 
right 


They are 


accommodate 
And 


of conventions 


number 
not 
In- 


they are about the 


growing, 
but inside. 


only outside of insurance 


surance, the most organized business in 


the world, sees no let-up in the number 


organizations. continue to 


like 


of new They 


spring up weeds in a garden and 


seldom do they die. An insurance body 
will keep living if it has only three mem- 
bers as one state association of insur- 
ance men in the middle West had a few 


years These members were the 


ago, 


president, vice-president and secretary- 
treasurer, 


ly, The 


man to cover meetings of an organization 


Upon three occasions recent- 
Eastern Underwriter sent a staff 


in the business. Upon each occasion he 
returned saying that there 
hold a 
state 


vo had 


had not been 


enough present to meeting. A 
convention of a 
Chic: 


ten of 


organization not 


far from twenty-five pres- 


ent, only whom were members; 


another state association had thirty. Re- 
The 


gone to 


Underwriter 
which 
gone 
week. 
This small attendance in 
field club 
clubs and other 


porters for Kastern 


have conventions have 


lasted an hour; they have to some 


which have lasted a 


state organi- 
zations, city 
insurance bod- 
noticeable also at the 
tions of both the National 
Life Underwriters 
members) and the 


associations, 
boards, 
ics, Was conven- 
Association of 
16,000 
Association 
has 10,000 
This does not mean that the 
the 


legs; it 


(which has 
National 
of Insurance Agents (which 
members). 
idea 
mean that 
associations and too 


convention idea or association 


is on its last does 


there are too many 


many conventions and too many meet- 


ings. People are fed up on them. 


often more 


They 
are to attend than 
they should be, and strung out too much; 
take too much time away from business. 
If insurance 


expensive 


conventions were the only 
the 


in- 


ones to which insurance 


situation 


men went 
but 


surance men of the production army, be- 


would not be so bad, 


long to numerous organizations outside 


of insurance. An insurance agent or 


to the con- 
to Atlantic 
City for his national convention; to Buf- 
Elks; to New Orleans for 
to Detroit for an advertis- 


will go to Denver 
vention of the Rotary Club; 


manager 


falo for the 
the Shriners; 
ing or sales convention which has noth- 


ing to do with insurance. 


Why will busy men leave their home 
towns to spend a week away from the 


office at a convention? Ostensibly, it 


is to get new ideas, pep, selling sugges- 
Frequently it is to get away from 
of the 


new 


tions. 
the life 
to make 


ones, 


daily routine and grind; 
cultivate old 
find what they 
Often they return home fa- 
bored, 


friends; to 
Sometimes they 
went after. 
tigued, without having picked up 
anything very new; and they resolve to 


remain at home next year, but 


carry out this resolution. 
These 


rarely 


remarks do not apply to what 


are known as company conventions, es- 


pecially those which limit the attendance 


to honor men who have to make a fixed 
premium showing in order to win the 
right to attend the convention, Such 


conventions are in a class by themselves. 
The agents meet their home 
tives, find out 
for the next 
what 


office execu- 
what the 
twelve 


company plans 
months are, 
successful 


learn 
other men are doing. 
But even such conventions should not be 
held too often or they will go stale as 
ideas fritter 


out or are repeated. 


PROHIBITION 


It is 
insurance 


rare that 


convention 


life 
caused more 
controversial aftermath than the talk on 
prohibition by the medical section of the 
American Life Convention in 
On another page The Eastern 
Underwriter presents most of the points 
brought out in the discussion, 


a discussion at a 
has 


Colorado 
Springs 


devoting 
considerable space to the subject. 

It was the consensus of opinion among 
the medical directors assembled that the 
effects of the so-called Prohibition Law 
in decreasing the amount of alcohol con- 
sumed that 

secure a 
the amount of al- 
cohol consumed by an applicant for in- 


were practically nil; it was 


very much harder to correct 


inspection report on 
surance since prohibition than it was be- 
fore the 
This 


Law 
due to 


Prohibition was passed. 
the fact that 
Prohibition one could 
easily get a correct report because a man 
would drink in the open, that is, 
club or favorite saloon, 


condition is 
before so-called 
at his 
but since 
prohibition he is forced to drink in the 
dark. That insurance companies are at 
a greater risk the Prohibition 
Law as regards applicants applying for 
insurance who take drinks, is due to the 
fact that there is so much liquor of an in- 
ferior quality on the market. 

The 


at his 


due to 


discussion 


started with a paper 
read by Dr. M. C. Austin, medical di- 
rector of the West Coast Life, who 


closed his paper with the following para- 
graph: 
exercise 


“The conclusion is that we must 
more care and investigate more 
carefully the habits of applicants for life 
insurance now than before prohibition 
became effective.” 

One reason the Colorado 
cussion got into the realms 


Springs dis- 
of post con- 
because of a_ statement 
made by Cyrus King Drew, an experi- 
enced reporter but personally and _ politi- 
cally for Prohibition, who said: “The 
man who is known nowadays as a drink- 
ing man, to the point of general or par- 


troversy was 


of his use of bootleg 
is actually almost to be consid- 
ered as a prohibited risk by all wise life 


tial knowledge 
liquor, 
insurance companies.” 

Just how life insurance companies are 
going to draw the line between what is 
and what is not a drinking man is ex- 
say, as Dr. Austin 
Probably Mr. Drew can tell 
director make the 


ceedingly difficult to 
points out. 
the medical 
appraisal. 


how to 





MR. BENNETT’S SUGGESTION 

The suggestion of Walter H. Bennett, 
secretary of the National Association of 
Insurance Agents, in Atlantic City 
last week that insur- 
ance departments issue exclu- 
sively to agents who are members of 
associations and of the National 
Association of Insurance Agents easily 
won the approval of the convention and 
the attention of outsiders. 

Coming on the heels of the collapse 
of the advisory boards in 47 zones of 
Pennsylvania by reason of the fiat and 
disapproval of the Insurance Commis- 
sioner there and his statement that the 
use of the licensing system by advisory 
boards of insurance men is an_ illegal 
assumption of police power, Mr. Ben- 
netts’ address was courageous to say the 
least. 


his 
convention paper 


licenses 


state 


What he suggests is a very close 
and official tie-up between the insurance 
departments and the insurance agents’ 
associations, although his paper was evi- 
dently prepared without preliminary con- 
the the 
ance departments. 

The 


number of 


ferences with heads of insur- 
Eastern Underwriter wrote to a 
the insurance department 
heads asking what they thought of the 
Sennett plan and so far has not received 
an approval of the scheme. There are 
also a number of insurance lawyers who 
regard the unconstitu- 
tional. While it has many merits and, 
of course, would result in a more 
ble and competent type of 
agent it is unreasonable to assume that 
there would not be tremendous opposi- 


proposition as 


sapa- 
insurance 


tion to it on the part of many producers, 
including brokers who, if denied a li- 
cense, would figure that their rights to 
transact business were being infringed. 
Some would go to the courts for relief. 

It is doubtful if any state could refuse 
to permit a man to do business simply 
because he does not belong to an asso- 
ciation, no matter with what official ha- 
biliments the association might be pano- 
plied. 





Danford M. Baker, vice-president, Pa- 
cific Mutual Life, will talk on “Insur- 
ance and Trust Company Co-operation” 
at the trust company division of the 
American Bankers Association conven- 
tion to be held at Los Angeles, October 
5, 6 and 

* * * 


Fred W. Hubbard, former vice-presi- 
dent of the Hanover Fire, and who re- 
tired to live in Florida at Fort Myers, 
where he has extensive properties, was 
in New York City this week visiting 
friends. 

x ok x 

Cyrus K. Drew, editor of the “Insur- 
ance Report,” of Denver, has a_ son 
eighteen years old who is starting on a 
special five-year course of training as a 
life insurance salesman. 

ee 

Angus O. Swink, Virginia manager for 
the Atlanta Life, noted for his slogan, 
“Honestly, It’s the Best Policy,’ was 
among those who attended the Dempsey- 
Tunney boxing bout in Philadelphia. 








Human Side 
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LUDLUM 








C. A. Ludlum, vice-president of the 
Home, and one of the most prominent 
fire insurance executives in company or- 
ganization work, was last week re-elected 
president of the (Western) Union at the 
annual meeting at Lenox, Mass. Mr. 
Ludlum’s office is not in Chicago where 
many Union officials and members have 
their headquarters, but at the home of- 
fice of the company in New York. Nev- 
ertheless he takes a most active interest 
in Western affairs, as well as a leading 
part in developing company co-opera- 


tive work in the East. Many favorable 
comments’ have been heard on his talk 
before the Union in which he yvave a 
concise but clear outline of the many 
difficulties facing fire insurance under- 
writing. 

* OK Ox 


Franklin D. Roosevelt, vice-president 
of the Fidelity & Deposit in New York 
and prominent in Democratic circles, de- 
livered with much eloquence the keynote 
speech this week at the opening of the 
Democratic Convention in New York 
State. Mr. Roosevelt was warm in his 


praise for Governor Alfred) E. Smith, 
calling him our greatest statesman, The 
New York “World” reviewed his ad- 


dress by saying editorially: “Mr. Roose- 
velt did not undertake to discuss the is- 
sues of the campaign. He seemed to 
regard himself as a sort of toastmaster 
whose business it was to start the ti king 
but to let the candidates do the talking.” 


xk Oe OX 


A lot of people do not know that Mr. 
E. M. Wild, connected with the Kenzel- 
Litt Corporation, 45 John Street, was one 
of the qualifying players in the ‘National 
American Amateur Golf Championship 
match at Baltusrol. Recently, Mr. Wild 
shot an 8&1 and came back on Tuesday 
with a 78 and although he qualified 
where such players as W. H. Gardner, 
S. D. Herron, E. H. Griggs, Robert 
Gardner and many other well-known 
players failed, Mr. Wild was not shoot- 
ing his regular game as he holds the 
course record at Baltusrol with a 68. 


aos 


Robert McIlwaine Friend, manager 01 
the Richmond office of the Southern Ad- 
justment, has been summoned to Florida 
to help adjust losses in the tornado- 
swept area. 

x Ok OK 

Thomas S. Prescott, special for the 
Hartford in Virginia, and Hunter M. 
Gibbons, staff adjuster for the Home of 
New York, have also reinforced the ad- 
justment forces in Florida. 
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Commissioners Cold 
To Bennett’s Plan 


DON’T FAVOR LICENSE SCHEME 


Opinions Given Briefly Showing How 
New York, Massachusetts, Maine and 
New Jersey Are Impressed 


National 
tion of Agents’ convention in 
Atlantic City which has been most dis- 
cussed in offices throughout the 


The feature of the Associa- 


Insurance 


coun- 
try, including the state insurance depart- 
was Secretary Walter H. 
suggestion that the — superin- 
tendents of insurance join hands with 
the state associations affiliated with the 
National Association of Insurance 
Agents in deciding who shall and who 
shall not be licensed as agents; 
that all agents 
members of state associations of the 
tional 


ments, sen- 


nett’s 


further- 
must be 


Na- 


more, licensed 
Association. 


The Eastern Underwriter wrote to a 


number of commissioners and asked 
their views. From replies received they 
are not enthusiastic. 
Superintendent Beha of 
said: “I have not had time 


fully Mr. 


New York 
to read care- 
Bennett’s address delivered in 


Atlantic City before the National Asso- 
ciation of Insurance Agents, i.c., a word 
for word reading of the text, but I did 


read enough of it to comprehend his 
suggestion in the main, and my opinion, 
in brief, is that it did not strike me as 
being entirely in keeping with democratic 
principles.” 

See Violation of Fourteenth Amendment 

Commissioner of Insurance Wilbur 1) 
Spencer of Maine said: “I am inclined 
to believe that to give insurance licenses 
to members of state associations only 
would be construed as violative of the 
Fourteenth Amendment to the Federal 
Constitution.” 

Wesley E. Monk, commissioner 
surance of Massachusetts, wrote 
Eastern Underwriter, as follows: “The 
suggestion of Mr. Bennett, secretary of 
the National Association of Insurance 
Agents, that licensing authorities should 
grant agency licenses only to those who 
are members of state associations of in- 
surance agents has not been brought to 
my attention hitherto. 

“Our qualification law requires that the 
appointee of a company who is an ap- 
plicant for an agency license must be a 
‘suitable and competent’ person who in- 
tends to engage in the insurance busi- 
ness in good faith. I do not believe that 
| would be justified in refusing to li- 
cense a person satisfying these qualifica- 
tions, if he did not belong to the asso- 
ciation mentioned. The license to an 
agent must be granted before he becomes 
an agent and I cannot conceive of a 
state of affairs wherein any association 
would elect to its membership persons 


of in- 
The 


who are not insurance agents nor do | 
believe that a license could be issued 
upon the condition that the licensee 


should, thereafter, become a part of such 
association. If an applicant fulfills the 
above qualifications of .fitness, I believe 
that it is my duty to grant him a license.” 

Deputy Commissioner Gough, in charge 
of the New Jersey Insurance Depart- 
ment, said he was not favorably im- 
pressed by the licensing suggestions in 
Mr. Bennett’s speech. 


L. LESTER WEBSTER DEAD 

L. Lester Webster, special agent of the 
Fireman’s Fund and Home Fire & Ma- 
tine for western New York State for 
many years, died at Youngstown, N. Y., 
Tuesday morning as a result of a shock 
suffered about a week ago. Formerly 
Mr. Webster was connected with the of- 
fice of Hunthrie & Vandervoot, local 
agents at Tonawanda, N. 


Doubt Legality of 
Bennett’s Suggestion 


SEIZURE OF PERSONAL RIGHTS 


Some Lawyers Don’t Think States Can 
Compel Agent to Belong to an 
Assn. or Delegate Powers 





Several prominent 
in New York City, after reading the 
talks made at the Atlantic City conven- 
tion last week of the National 
tion of Insurance Agents by Insurance 
Commissioner Harry L. Conn of Ohio, 
and Secretary-Counsel Walter H. Ben- 
nett of the National have 
come to the conclusion that it will not 
be legally possible to put into effect the 
drastic propositions suggested for keep- 
ing unfit insurance agents out of the 
business. Both speakers had suggested 
that all agents be 
boards or State associations for 
to enter insurance; 


insurance lawyers 


Associa- 


Association, 


local 
fitness 
that they all become 
members of such associations, and that 
the association have given by 
the States, to issue agency licenses and 
to cancel them. 


examined by 


powers, 


In the opinion of lawyers seen by The 
Eastern Underwriter, the plans outlined 
by Mr. Bennett and Commissioner Conn 
would be declared unconstitutional for sev- 
eral reasons, among them these: States 
could not delegate licensing powers to 
State associations of insurance agents; 
it would be unconstitutional to attempt 
to compel an agent to belong to any vol- 
untary association as a prerequisite to 
securing a license; and it would be un- 
constitutional to say that an agent would 
have to devote the major part of his time 
to insurance, if that idea was contained 
in the plan ‘when presented for legisla- 
tive approval. 

‘he advisory board system in opera- 
tion in Pennsylvania for several years 
bears some slight comparison with the 
proposals made at Atlantic City. But 


the advisory boards had, as the titles 
imply, only advisory powers. The insur- 
ance commissioner issued the licenses 


and was not compelled to take the advice 
of the local advisory boards. The Penn- 
sylvania system did not conflict with 
constitutional liberties because it had no 
power to act. 
New York Case Cited 

Several years ago an act was passed 
by the New York Legislature compelling 
an agent or broker to be a full-time in- 
surance man, excepting only those who 
were eng: wed in the real estate business 
along with insurance. In 1912 the con- 
stitutionality of this law was tested in 
the case of Hauser against the North 
British & Mercantile, and the law de- 
feated, This law provided that no per- 
son, partnership, association or corpora- 
tion should act as a broker in the soli- 
citation of applications for insurance 


without first procuring a certificate of 
authority so to act from the insurance 
superintendent, and that before such cer- 
tificate should be given there must be 
filed in the superintendent's office a writ- 
ten application therefor stating that the 
applicant intended to engage principally 
in insurance or intended to conduct such 
business in connection with a real estate 
agency. This provision was held to be un- 
constitutional as depriving brokers’ of 
equal protection of law and as discrim- 
inating against them without a basis of 
reason, 

The court said in its opinion, in part: 

“We may readily concede that as a 
measure regulative of a business pursuit, 
which, from the extent to which it is 
Ci urried on, is presumably affected with a 
public interest, the requirement by the 
legislature of a license would not be an 
unreasonable exercise of power. That 
would afford an opportunity for inquir- 
ing into antecedents and fitness of char- 
acter and be a reasonable enough pre- 
caution in the public interest. 

“But the legislature has prescribed in 
this statute a condition for the issuance 
of the license, which is a purely arbi- 
trary restriction. There is no good rea- 
son and no public interest can conceiva- 
bly be subserved in prohibiting persons 
from the business of an insurance agent, 
or broker, in connection with any other 
lawful business, or occupation, in which 
they may be engaged. 

“Where the legislature may prohibit a 
business, it may prescribe conditions up- 


on which it may be conducted; but if 
the business be useful to the citizen, 
and it be lawful, the Constitution, wheth- 


er of the State or of the Nation, guar- 
antees to him the right to pursue it 
freely and any arbitrary restriction upon 
its pursuit should be condemned as an 
invasion of the guaranty.” 


RATE INSURANCE HALTED 
Kentucky State Auliies Says He Has 
Not Yet Reached Reasonable- 

ness of Rates 

Louisville, Ky., Sept. 29. 
uled 124% increase in fire insurance 
rates effective today has been counter- 
manded by the Kentucky Actuarial Bu 
reau due to W. H. Shanks, State Audi- 
tor, going before Judge B. G. Williams, 


The sched- 


Franklin Circuit Court, and asking for 
a restraining order on the ground that 
his department had not had time to 
check the rates. Judge Williams set 
October 7 as time for hearing the ques- 
tion of granting a temporary injunction. 
This again takes the rate matter back 
into the State Courts. The case came 
up in Federal Court yesterday, and the 
State asked that it be remanded to the 
State Courts. Later it secured the State 
restr: aining order and there was no ac- 
tion in Federal Court. The State has 
had since August 2 when the first rate 
increase was announced to check the 
reasonableness of the increase but ap- 


parently has done little to facilitate mat- 
ters. 


POCKETBOOK LOSS 


Adjusters are discussing the Morris 
White pocketbook plant loss in New 
York. The fire did not amount to much 
at the start; then a sprinkler head 
opened, and now the assured is claim- 
ing a $150,000 loss. The adjusters say 
the claim is very high. The leather stock 


was valuable. 











STANDARD 


INSURANCE COMPANY 


OF NEW YORK 





J. A. KELSEY, President 


Head Office: 45 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 





CAPITAL P . 
PREMIUM RESERVE . 
OTHER LIABILITIES . ‘ 
NET SURPLUS : ‘ ‘ 
TOTAL ASSETS. c ; 








Statement December 31, 


1925 
; . - $1,000,000.00 
610,292.51 
135,010.00 
1,251,747.80 
2,997,050.31 
































The seal that 
says—‘'This is a 
contract to pay 
all just claims 
when and where 
they are due.”’ 
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| Is This Your Assured a 
Thousand Miles From Home? 


ONFUSED, bewildered, alone, afraid and denouncing the automobile insurance that gives 
him so little comfort when he needs it most—could this be your assured? 








“Gold Guarantee” Automobile Insurance is national-—the London Guarantee organi- 

zation is national and this is a big important thing in 
insurance, especially automobile insurance. Travelling 
by automobile is today a universal practice—there is | N SURE’ 
scarcely any motorist who does not go on trips for busi- e e S 
ness or pleasure that take him to other cities and states. 
When accidents happen away from home, how unfortu- OBSERVATIONS 
nate if the insurance is in a local company with no facili- 
ties for service elsewhere. The result is quite different 
if the car is “Gold Guarantee” insured—the local com- 
pany representative is found and he takes the situation 
in hand. Your assured will thank you for this wonder- 
ful service, the annoyance, anxiety and, possibly, money 
you save him. Bear in mind the London Guarantee spe- 
cializes in the handling of personal injury claims and a 
nationally organized body of legal experts guarantees 
this protection everywhere. 




















SHINE ’EM UP 


One Saturday afternoon a boy with a shoe 


This is one of the advantages of “Gold Guaranise” 


Automobile Insurance. There are many others, too, that shining outfit diligently plied his trade up and 
. ° : down the street shouting “Shine for a dime.” 
are making the “Gold Guarantee” Automobile Policy a But business was “i te Alene unin 


aa ‘ ‘ wrong with this tiny enterprise re wasn’ 
ereat national favorite. = ry enterprise, there wasn’t 

anything wrong with the market—plenty of 
shoes passing by whose owners’ pockets 
were ajingle with money. 





Another boy, similarly equipped, was on 
the other side of the street sheuting “Get 
your fine Sunday morning shie for a dime.” 


Head Office: 55 Fifth Avenue, NEW YORK And bus:ness was good. ‘his young man 


had an eye for business, he reminded men 


New York Office: 90 Maiden Lane that they would v,ant nicely shined shoes 
for the Sabbath. 

C. M. BERGER, United States Manager This process of shining up one’s language 
and ideas is »rofitable. When you expect to 
; sell, you must tell your story in lustrous 
words that make your proposition inviting. 


INSURANCE ENGINEERING 

Most men are insured in a most haphazard 

fashion. Little real analytical study has been 

f made of the average individual’s insurance 
needs. It can be determined from a man’s 

position in life exactly what insurance he 

; should have. There is a big opportunity for 

the insurance salesman who will make him- 


self an insurance engineer. Sell your ser- 


vices like an industrial engineer, solicit the 

{ opportunity of submitting a scientific insur- 

| : ance line up. In most cases the money an 

assured is paying is not giving him the 
spread of protection he needs. This is work 

that is bound to result in many future policy 

orders. 
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To Give Information 
On Agency Licenses 


FROM HOOPER-HOLMES BUREAU 


With Cooperation of Insurance Depart- 
ment Companies Will Get Full 
Data On All Cancellations 


The Hooper-Holmes Bureau of New 
York City last month started a special 
reporting service, with the active co 
operation of the New York Insurance 
Department, for the fire and casualty 
companies operating in this state with 
respect to the revocation of the licenses 
of agents and brokers. The need and 
puryose of this service, which is being 
furnished without cost, are explained in 
the following excerpt from a letter re- 
cently written to the company by the 
Bureau: 

“Arrangements recently were effected 
with the Insurance Department of the 
State of New York whereby the Hooper- 
Holmes Bureau hereafter ory be offi- 
cially furnished the names and addresses 
of brokers and agents in this state whose 
applications for licenses are refused or 
whose licens¢ S are revoked Or renews al 
of same denied. These records in turn 
will be furnished on cards by the Bureau 
to the various fire and casualty com- 
panies operating in New York State for 
their information and protection, 

“The purpose to be accomplished will 
be threefold: First, to enable the com- 
pany to safeguard its interests in the 
event that, at the time when the action 
by the department was taken, it had on 
its books business on which the pre 
miums had not been fully paid; second, 
to afford protection against possible fu 
ture dealings with an unlicensed broker 
who, notwithstanding the cancellation of 
his license, might undertake to place 
business; third, to inform the various 
underwriting departments with respect 
to the possible moral hazard of the risk 
in the event of personal insurance being 
applied for by the broker.” 





The Bureau management believes, and 





in this conclusion the New York Depart- 


ment concurs, that the official records in INCORPORATED 1868 


question which will be thus transmitted 


Hal value tethan tat hs ops ff Ohe Standard Fire Insurance Co. 


shared by the companies is evidenced 
by numerous communications which have 


been received from the latter. The Bu- OF NEW JERSEY 


reau quotes, as indicating this, the fol- 
lowing comments: “The idea is a splen- 








did one” * * * “1 congratulate you on O. J. PRIOR, President 
the arrangement which you have made 
with the Insurance Department and feel —= 


TRENTON, N. J. 
W. M. CROZER, Secretary 

















that the plan proposed should be very 


useful to all of your clients.” * * * “This Bills of Lading 


service should accomplish exactly what 


the circumstances surrounding the trade 
to offer their service in the matter of 


you have stated in your letter.” * * * Insurance Develops rine insurance when so desired. 


“We feel that this is a very important 


work, * Fe 

be very valuable to every insurance com 

c Piha cet i vive ‘ : : g 

pany. “It will give us a splendid Coverage a Convenience for Those Not 


check in i appointments and will 
be of considerable value.” * * * “We de- 
sire to congratulate you on your far- 


sightedness in your endeavors to assist By C. E. HYDES, 


the companies.’ 


tomatic Insurance 


TO BROADCAST TALKS There has grown up in the 


Two radio stations in the East will aid 
in the observation of Fire Prevention 
Week by broadcasting fire prevention 
talks. WEAF of ‘a York City will 
broadcast a talk by T. Alfred Fleming, 
conservation cor hi of the National 
Board of Fire Underwriters, on October 
9 at 6:50 p.m. Station WTIC in Hart- 
ford will broadcast talks by R. G. Sidley, sine insurance of the simpler 
First National Pictures, Inc, and George — the 
Bb. Muldaur, for the Underwriters 
Laboratories. 


benefit to occasional shippers 


their own. 
Such equipment is necessary 


R. A. NEWELL BUSINESS SOLD 


The entire fire and life business of — casional or itinerant shippers, 


Having Open Policies and Au- 


of the Fireman’s Fund 


business facilities which are. of 


which may be known as Bill of 
insurance and in the sana trade 
especially has this plan of operation been 
highly developed. Practically all of the 
intercoastal carriers carry blanket poli- 
cies Of insurance which authorizes them 
under certain conditions to provide ma- 
kind for 
benefit of clients who may not be in 
possession of automatic contracts of 


It might be poitned out that the ma- 


This service should indeed FOR THE OCCASIONAL SHIPPERS rine insurance contract between the car- 


ricr and the insurance company may on- 
ly be faithfully preserved if notice of 
insurance desired be furnished the car- 
rier prior to shipment and/or prior to 
known loss and applies after the Bill of 
Lading has been properly impressed by 
the customary rubber stamp of the in- 
surance department of the carrier; 
whereas under the automatic contracts 


shipping . : : F 

phate with the insurance companies such obli- 
oe” oe gation is not required, but information 
= 5 atin must be furnished by the assured to the 


insurance company when he is in receipt 
of sufficient information covering his 
consignment. In some cases lapses of 
several days occur between the time the 
shipment is at risk under this plan until 
notice is sent the insurance company 
without invalidating the contract of in- 
surance. 


ARTHUR M. COLE DIES 


and es- Arthur M. Cole, of Alliance, Ohio, for 
sential and of decided advantage 


to oc- several years state agent of the Norwich 


but to Union Fire, died last Saturday after an 


Reuben A. Newell, district agent at those who are constantly receivine or — illness lasting a year. He is survived 
Richmond, Va., for the Continental Cas shipping by ocean lines it is customary by his wife, two sons and a daughter. 
ualty, Continental Assurance and the — for such shippers or receivers to carry Mr. Cole entered field work about bo 
United States Fire, who was killed re- blanket policies with their own particular years ago after conducting a local 
cently in an automobile accident, have concerns. The carriers recognize that agency. He was a special agent of the 
been bought by James W. Tinsley, Jr, 9 while they are not in the insurance bus- Commercial Union before going with the 
general agent for those companies there. — iness they are compelled by reason of | Norwich Union. 








ASSETS 








NEAL BASSETT, 
A. H. HASSINGER, Vice-President 


LOYAL TO FRIENDS AND TO LOYAL AGENTS, LOYAL 


President 


Statements—January Ist, 1926 
Organized 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK 


CAPIT. LIABILITIES NET SURPLUS 


$21,285,738.13 $5,000 000. 00 $9,955,309.55 $6,330,428.58 


Organized 1853 


THE GIRARD F. & M. INSURANCE COMPANY 


$ 5,800,834.29 $1,000,000.00 $3,461 ,203.02 $1,339,631.27 


Organized 1854 


MECHANICS INSURANCE COMPANY 


$ 4,478,484.10 $ 600,000.00 $2,971,049.18 $ 907,434.92 


Organized 1866 


NATIONAL-BEN FRANKLIN FIRE INS. COMPANY 


$ 5,508,164.57 $1,000,000.00 $4,071,227.38 $ 436,937.19 


Organized 1886 


CAPITAL FIRE INSURANCE COMPANY 


$ 915,931.65 $ 300,000.00 $ 72,839.60 $ 543,092.05 


Organized 1871 


SUPERIOR FIRE INSURANCE COMPANY 


$ 4,872,321.76 $1,000,000.00 $3,197,308.18 $ 675,013.58 


Organized 1870 


CONCORDIA FIRE INSURANCE COMPANY 


$ 6,564,842.84 $1,000,000.00 $4,763,794.03 $ 801,048.81 


TOTAL OF ASSETS TOTAL OF LIABILITIES 


$49,426,317.34 $28,492,730.94 


HEAD OFFICES 


NEWARK, N. J. PHILADELPHIA, PA. PITTSBURGH, PA. MILWAUKEE, WIS. 


DEPARTMENT OFFICES 


Western Department Pacific Department 
CHICAGO, ILLINOIS SAN FRANCIHSCO, CAL. 
H. A. CLARK, Manager W. W. and E. G. POTTER, Managers 


LOYAL TO FRIENDS AND TO LOYAL AGENTS, LOYAL 


WELLS T. BASSETT, Vice- President 


JOHN KAY, Vice-President 


SURPLUS 
POLICYHOLDERS 


$11,330,428.58 


$ 2,339,631.27 


$ 1,507,434.92 


$ 1,436,937.19 


$ 843,092.05 


$ 1,675,013.58 





$ 1,801,048.81 


TOTAL NET PREMIUMS 


$22,498,413.63 


CONCORD, N. H. 
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‘orida Losses Now 
Placed at $12,000,000 


CLAIMS TO BE PAID QUICKLY 
Technicalities Will Not Hold Up Ad- 


justment of Losses; National Board 
Office Functioning 





Miami, Fla., Sept. 28—Insurance ad- 
justers Sunday placed the damage from 
the hurricane in the Miami district at 
$125,000,000. About 10% of this amount, 
or from $10,000,000. to $15,000,000, is cov- 
ered by insurance, they reported. An 
immediate payment policy has been 
adopted by all of the insurance com- 
panies, both life and fire, in the district 
and claims already have been settled in 
many instances. 

Fifty representatives of insurance cam- 


panies gathered at the insurance office 
of J. W. Humphreys, 701 Huntington 
Building, Aliami, Saturday, to discuss 


ways and means of adjusting claims. Ad- 
justments will be made after the index 
file system of the National Board of 
ire Underwriters has been placed in 
operation in the district, they agreed. 
\ll claims will be paid at the same time. 

The damage estimate is for the cities 
of Miami, Miami Beach, Coconut Grove, 
Coral Gables, Hialeah and Little River, 
all in Dade County and the Miami dis- 
trict, according to George G. Stembler, 
president of the newly-organized Atlan- 
tic Insurance Company and_ vice-presi- 
dent of the George G. Stembler Com- 
pany. 

City and county authorities commend- 
ed the various insurance companies Sat- 
urday for the manner in which they 
have handled the situation and aided the 
city. 

Bar Association Committee 


The report of the insurance committee 
of the Bar Association, which was pre- 
sented to W. I. Evans, president, reads: 

“We have canvassed the situation as 
to all adjustments of insurance losses as 
well as it can be done at this time. We 
are assured by representatives of prac- 
tically all companies that there will be 
no dis ge of such companies to take 
advantage of any technicality for the 
purpose pe delay, but, on the contrary, 
that they are assembling all facilities to 
expedite adjustments in every way pos- 
sible. 

“The companies will not take advan- 
tage of the 60-day clause in any policy. 

“We are also assured that a majority 
of the companies already have made ar- 
rangements for drafts in payment. of 
losses to be made in Miami in order to 
avoid delay incident to the issue of 
drafts or checks from the home offices 
of the companies. 

“From the information at hand, it 1s 
apparent that the. adjustment of losses 
can be expedited greatly by policy hold- 
ers preparing proofs of loss themselves 
immediatel yand filing them with the 
adjusters or agents. Policy holders are 
urged, in order to avoid delay, to mz ike 
their estimates of loss absolutely fair.’ 











Great American 


Susurance Company * 


cr New Jork = Sz 


Company Company 
INCORPORATED - 1872 


oan. suman 1,192 


$12,50 000.00 


7 IO prt hy Or LIABILITIES 


21.7 3a.220.96 


SURPLU 


280.58 
50.774.00 |. 54 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$29,041 ,280.58 


$175,146,238.21 


HOME OFFICE, ONE LIBERTY ST. 
NEw YorRK CITY 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 


310 S. Michigan Ave., Chicago, Hl. 233 Sansome Street, San Francisco 
CG. R. STREET, Vice-President CLIFFORD CONLY, Manager 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK—Wwa. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO— Wm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 


National Board Aids 
In Florida Disaster 








The damage figures do not include the 
losses to shipping, which in themselves 
are great. Steamship companies and 
private yacht owners reported that prac- 
tically all of the shipping losses are cov- 
ered by insurance and it is estimated 
that the damage to boats will range 
around the $2,000,000 mark. 

A time extension of 30 days on the 
payment of premiums of the New York 
Life Insurance Company policies was 
granted Saturday, according to an an- 
nouncement received by A. Ke. Brokaw, fiurcieane had 
Miami agent, from O. M. Wellslager,  pranch 
state agency director, with home offices the National Board of Fire 
at Jacksonville, Fla. ers for aid in adjusting the 

Estimates Loss at $10,000,000 of claims to be 

Lakeland, Fla., Sept. 25.—G. C. Stem- 


SENDS F. J. BREEN TO MIAMI 





Executive Assistant Will Head Body to 
Which eo Will Send Lists 
of All Losses 


Three days after the Florida 
company 
requested 
Underwrit- 
thousands 
presented under wind- 
storm and other policies. The board re- 
bler, representing fifteen big fire com- sponded by sending F. J. Breen, execu- 
panies at Miami says that the property ve assistant, to Miami, to organize an 
loss in Greater Miami will run over sixty @Justing force. In communicating last 
millions. He anticipates that the com- Thursday with the 205 and more 
panies in his office will lose six to ten panies of the board, General 
millions in losses. He also says that W. E. Mallalicu said: 

only five per cent. of the fire policies “At the request of several of our mem- 
are covered by storm insurance. bers, all Atlanta managers and general 


terrible 
subsided fire 
offices in the South 


com- 
Manager 


agents, this office is sending equipment 
to Miami to be used in connection with 
the adjustment of Florida losses. 

“Mr. F. J. Breen, our executive as- 
sistant, will leave this afternoon for 
Miami, prepared to serve as secretary of 
the conflagration committee. His head- 
quarters will be Room 710 Huntingdon 
Building, Miami. In order to put the 
system into effect at once, you will 
please mail promptly to Mr. Breen, care 
of the National Board of Fire Under- 
writers, list of losses in which your com- 
pany is interested. 

“It will assist materially if you will 
supply full particulars as to all policies 
in force, incuding automobie _ policies, 
and it is requested that companies do 
not wait for loss advices as probably 
all policies are more or less involved. It 
will also be of assistance if each com- 
pany address a communication to its spe- 
cial agents and (or) representatives in 
Miami to co- operate in the handling of 
these adjustments in accordance with the 
National Board plan. Our committee on 
adjustments will appreciate your full co- 
operation, 


Districts Where Losses Are 


“It is our understanding that the fol- 
lowing counties in Florida are included 
in the territory in which losses occurred: 
Dade, Collier, Broward, Palm Beach, 
Hendry, Lee, Charlotte, Glades, Okee- 
chobee, Highlands, De Sota, Sarasota, 
Manatee, Hillsborough, Pinellas, Santa 
Kosa, Escambia.” 

Mr. Breen has had previous experi- 
ence in this sort of work having served 
as secretary of the conflagration commit- 
tees handling the big losses at Salem, 
Mass., Augusta, Ga., and Atlanta, Ga. 
Under this system the companies will 
compile from their records the essential 
facts concerning all tornado and auto- 
mobile policies they have in force in the 
counties in Florida named above, and re- 
port them directly to Mr. Breen. When 
these data have been co-ordinated, the 
committee will have available the names 
of assured and nature and location of 
property covered under tornado policies 
and amounts of insurance on each prop- 
erty throughout the affected district. 
Where the assured has lost his policy 
in the storm or otherwise, or where va- 
rious interests have secured insurance 
on the same property, the amount of his 
insurance and the companies in which it 
was written will be on record at the 
committee headquarters. 


While it is anticipated that most of 
the losses will be comparatively easy to 
handle, there will be a good many com- 
plicated cases where insurance taken by 
the owner ,other insurance taken by a 
mortgagee for the protection of his 
own interests, and plate glass insurance 
will contribute to the payment of the 
loss. There will probably be cases also 
where doubt will exist whether the dam- 
age was caused by wind or by rain 
which entered the building through 
openings caused by the wind, which 
losses are covered under a windstorm 
policy, or by flood, which damage is not 
covered. 
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Sprinkler Equipment 
Leads to Cuts in Rates 


INSTALLATION PAYS FOR SELF 


Cost Is Met by Savings in Premiums 
While Loss Reduction Is Proved 
Beyond Reasonable Doubt 
Installation of automatic sprinklers in 
unprotected mercantile and business es- 


tablishments is being urged more and 
more by local agents as well as members 
of company underwriting staffs. Owners 
of such unprotected property are turn- 
ing more to this form of 


marked 


done by fire 


protection as 


they realize the reductions in 


damage when _sprinkers 


have been installed. 

The story is told of a wide-awake agent 
in Pittsburgh 
sprinkler 


recently wrote a 
expert to send a man to that 


who 


risks which were 
In this letter he 

“Tl understand that your firm finances 
the installation of automatic sprinklers 
under a plan whereby the premium Sav- 
ings that result pay for the equipment, 
his letter said in substance. “If you can 
send a man to Pittsburgh, I have sev- 
eral risks which | believe we can interest 
in sprinkler protection.” 

As soon as the engineer 
Pittsburgh, the 


city to examine some 


unsprinkled said: 


arrived in 
agent started explaining 
to him the conditions and circumstances 
of a large publishing plant that still was 
without sprinklers. He talked with con- 
siderable enthusiasm. 

“May I interrupt just a moment?” the 
sprinkler expert finally asked. “How 
much of this publisher’ s insurance are 
you now elitea? 

The agent squirmed a bit. “Well, 
frankly, we don’t get any of the line 
now, but I thought this sprinkler plan 
would be attractive enough to get the 
owner to give us the business.” 

“That’s probably true, if the lay-out is 
as you describe it. Sprinkler protection 
has so many advantages, and can be ac- 
quired so easily, that sooner or later all 
unprotected fire risks will have it. Usual- 
ly, too, business and property owners ap- 
preciate so greatly the service of the 
salesman who first shows them this easy 
route to savings and peace of mind that 
they favor him with all the business they 
can. 

Start With Own Clients First 

“Very probably this publisher, 
you wish us to see first, can be won 
over to our plan. You hope so because 
you would like to take his business away 
from your competitors. But isn’t it very 
possible that one of your competitors 


whom 


may be right now in the office of one of 
your best clients, trying to wean him 
away from your office by pointing out 


to him the advantages of sprinkler pro- 
tection? We might land this publisher 
of whom you speak, but while they are 
busy with him somebody else may be 
robbing your own hen roost with the 
same key. 

“A fair exchange is no robbery,” they 
say, but you and your competitors will 
not get ahead by swapping business. Be- 
fore we get excited about this publisher, 
let’s first consider carefully all the un- 
protected risks on your own books. 
Probably several of them need sprinklers 
as badly as this printing plant, and they 
are the prospects with whom we can get 
along best because they already have 
confidence in you, as proved by the fact 
that they are trusting you to take care 
of this insurance need. By seeing your 
own clients first, however, you lock their 
doors against the sprinkler ‘wooing’ of 
competing Romeos.” 

From the experiences cited in the fore- 
going it should be evident to every agent 
and broker that they should boost the 
installation of automatic sprinklers for 
two good reasons: 


1. To safeguard their own expirations 
2. To attract new accounts. 
Reasons for Sprinkler Installation 


Reason No. 1 is purely defensive, and 











No. 2 is attractive because it represents 
an opportunity. But neither should be 
overlooked because sooner or later every 
owner of a worth- while risk is going to 
become interested in automatic sprink- 
lers. 


Maybe he will be attracted by an ad- 
vertisement in which the superior pro- 
tection of automatic sprinklers is illus- 
trated. He may become interested 
through hearing of the feeling of se- 
curity that installations have brought to 
some big manufacturer or merchant. The 
idea may come to him through examina- 
tion of the plant of some competitor who, 
perhaps, is selling more cheaply than he 
can. Some big brokerage firm, specializ- 
ing in protected risks, may put the plan 
before him. It may come to him from 
some mutual or reciprocal representative, 
anxious to take advantage of every op- 
portunity to suggest such protection, or 
the suggestion may come directly from 
a sprinkler salesman. 

Regardless of the source of the rec- 
ommendation, the fact remains that the 
owners of an agent’s best risks are now, 
or soon will be, considering the installa- 
tion of a sprinkler system. As success- 
ful business men, having at heart the 
best interests of themselves and their 
stockholders, they can’t afford not to 
weigh carefully the economies and satis- 
faction that always result from such in- 
stallations. Instead of letting the sug- 
gestion come to them from some outside 
source, agents should be the first to tell 
them of these advantages themselves. 





FIRE SCHOOL COURSES OPEN 

The Fall session of the Fire Preven- 
tion School, which is being conducted 
under the supervision of the Newz irk 
Safety Council opened last week in_ the 
Central High School in Newark. Fred- 
erick Hoadley, secretary of the Ameri- 
can of Newark, presided. The speakers 
were Percy Bugbee, field engineer of the 
National Fire Protective Association of 
Boston, and C. W. Greenfield, director 
of safety and fire prevention of the du 


Pont Viscoloid Company of Arlington 
N. J. The former spoke on “What Is 


the Real Cost of Fires?” 
on “Who Pays?”. 
be he ~y on September 
and 2 


and the latter 
Other sessions will 
30, October 7, 14 


LUDLUM HEADS UNION 


C. A. Ludlum, vice-president of the 
Home, was last week re-elected presi- 
dent of the (Western) Union at the an- 
nual meeting at Lenox, Mass. F. B 
Luce, Western manager of the Provi- 
dence-Washington, continues as_ vice- 
president. The semi-annual meeting of 
the Union will be held next April in 
Washington. Upon recommendation of 
the governing committee it was agreed 
that any rule of the Union affecting 
mandatory underwriting practice may be 
repealed by a 75% vote of members in- 
stead of 90% as now required. 





H. D. BURKHART ADVANCED 


Effective October 1, Harry D. Burk- 
hart, special agent at Pittsburgh for the 
Westchester and allied companies, will 
be transferred to the New York Suburb- 
an territory. This is a promotion for 
Mr. Burkhart, and in recognition of his 
splended work in the western Pennsyl- 
vania territory. Mr. Burkhart will be 
succeeded at Pittsburgh by Edward F. 
Folley of the home office underwriting 
force. Mr. Folley has been thoroughly 
prepared for his new work, having been 
through all departments at the home 
office. His appointment is also in the 
line of promotion and in recognition of 
his excellent work. 





W. B. ROBERTSON DIES 


W. B. Robertson, for the last two 
years Canadian manager of the Motor 
Union, the United British and Feder- 
ated British at Toronto, died September 
15 while on a visit to his home in Dun- 
dee, Scotland. He came to Canada in 
1912, first going with the London Assur- 
ance. 
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Young Agents Fiancee. (téasinely?:" ‘Do ele! 
believe in signs 2?” 
Young Agent (fervently): Ido in that one - that 
lalways Get the Best in THE WORLD.” 
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Rebating and Free 
Insurance in Canada 


CALLED RATHER PREVALENT 


Commissioner Heath of Manitoba, at 
Superintendents’ Meeting, Finds 
Same Problems as in U. S. A. 

Canadian fire companies, agents and 
insurance superintendents are grappling 
with the same subjects of rebates, credit 
evils and “not taken” policies that trou- 
ble the insurance business here so 
much. All these problems are not con- 
fined to any one district. They are prod- 
ucts of the business and accompany it 
everywhere. Charles Heath, insurance 
superintendent of Manitoba, and presi- 
dent of the Association of Superinten- 
dents of Insurance of the Provinces of 
Canada, showed how these evils have 
become legislative problems in Canada 
in his talk before the association last 
weck at its convention at Victoria, B. C. 

“With the great increase in competi- 
tion for business during the last few 
years there has been a corresponding in- 
crease in complaints against agents,” said 
Mr. Heath. “If an agent loses a risk 
or fails to obtain a new one he imme- 
diately makes up his mind that the more 
successful agent has been guilty of re- 
bating or splitting commissions and 
rushes off to the superintendent and de- 
mands that the offending agent shall be 
prosecuted at once. If the superinten- 
dent feels that he cannot sidestep what 
he knows will be a hopeless task he 
spends several hours investigating, and 
even if he is convinced that there has 
been rebating, he probably cannot obtain 
sufficient evidence to warrant a charge 
being laid as the assured, who may have 
been indiscreet enough to make admis- 
sions at first, denies everything as he 
does not wish to be drawn into a prose- 
cution in any case, and no doubt the 
offending agent has posted him that 
under the criminal code the assured is 
equally liable so he had better not in- 
criminate himself, and so the matter 
stands. 

“The only solution of this problem, it 
seems to me, is to educate the agents to 
have more esprit de corps and to try 
and educate public opinion; but a bar- 
gain is a bargain whether it is in silk 
stockings or insurance premiums. There 
is not the slightest doubt in my mind 
that rebating is quite prevalent where 
competition is the keenest and I have 
been told frequently that certain mem- 
bers: of the insuring public only place 
their insurance with agents who agree 
to rebate part of the commission. 

Stresses Credit Evils 

There are many other problems of 
the insurance business that are worthy 
of our careful consideration, such as: 
the moral hazard of the insured which, 
in these days of rushing after business, 
does not receive the attention it should, 
particularly where business is controlled 
by a general agent; and over insurance, 
which has cost this continent millions of 
dollars of fire loss, but for which no 
solution has been so far devised; but I 
wish to impress upon you one evil that 
I consider is perhaps the worst I know 
of, and that is ‘the credit evil’ and the 
blame for this is directly attributable to 
the insurance companies themselves and 
is another outgrowth of keen competi- 
tion for business. 

“Insurance should be a strictly cash 
business and when I was actively in the 
business, eight, or ten years ago, it prac- 
tically was so; if I chose to give credit 
that was my own affair, the company 
required the premium to be paid before 
the fifteenth of the following month. 
There are two ways of curing this evil; 
one, and undoubtedly the more prefer- 
able, is for the insurance fraternity to 
clean up its own business and devise a 
remedy and this is what we have all 
been waiting for, but nothing has been 
done and the evil has been growing 
worse every year until some of the in- 
suring public who are not too particular 
are taking advantage of this state of af- 
fairs and obtaining a great deal of free 


“ur 


insurance for which the public is paying. 

“The other way is by means of legis- 
lation. This, no one wants if it can be 
avoided and must be resorted to only as 
a last expedient. My object is not to ad- 
vocate any particular procedure but to 
bring the question officially before the 
conference for consideration. I note 
from my files that a great deal of inter- 
est was being taken in this question in 
1921 and some of the insurance journals 
were very much interested in the ques- 
tion and invited correspondence relat- 
ing thereto. The companies appeared to 
take the stand that the condition was 
only a temporary one and they could 
apply the remedy, but during the last 
five years the matter has almost grown 
out of hand, so much so that some com- 
pany managers, though still opposed on 
principle to resorting to legislation, now 
admit that perhaps legislation is the 
only cure. We do not care how the evil 
is cured so long as we are rid of it, 
but it is to be hoped that the patient 
will not be allowed to die from neglect 
or while the doctors are arguing about 
which is the best remedy to apply; 
therefore, I commend this subject to 
your serious consideration.” 





RULES ON FLEET COVERS 


Georgia Commissioner Says It Is Against 
the Law to Include Private or 
Pleasure Cars in Fleets 
Following the request of the Georgia 
Association of Insurance Agents, Insur- 
ance Commissioner William A. Wright 
of Georgia has given the following rul- 
ing on automobile fleet cover practices 
in a letter to President Menard of the 

Georgia Association : 

“Supplementing mine of August 26, 
would advise that I have made a careful 
study of the question of companies, in- 
cluding pleasure cars of individuals in 
fleet policies at reduced fleet rates. 

“T have reached the conclusion that 
this practice is contrary to, and there- 
fore a violation of the following provi- 
sion of the Georgia Insurance Laws: 
Section 2440 (b) Park’s Annotated Code, 
and I hereby accordingly rule officially 
that the practice of including cars of 
individuals in fleet policies at fleet rates 
will not be tolerated by this department. 

“No person shall sell or offer for 
sale in Georgia and no insurance com- 
pany shall do business in this State 
which sells or offers for sale to the pub- 
lic any form of contract or policy where- 
by any discrimination in any form or 
character is allowed to any particular 
person or persons,’ 

“You may give this ruling whatever 
publicity you deem necessary to stop 
the above outlined practice.” 





OPENS OFFICE IN FLORIDA 


The National Liberty, Baltimore 
American and Peoples National an- 
nounce that on Monday morning, Sep- 
tember 27, their headquarters for the 
adjustment of tornado claims in Florida 
was opened at Miami, in charge of Vice- 
President Charles H. Coates. The com- 
panies mentioned have a corps of experi- 
enced adjusters on the ground and are 
expediting the adjustment of claims in 
every way. Arrangements have been 
perfected so that checks in payment of 
claims that have been adjusted will be 
made at the adjusting office in Miami. 





OPENS FLORIDA OFFICE 


J. I. LeBowski & Co., insurance ad- 
justers in New York City for assureds, 
have established a branch office in Mi- 
ami to handle claims arising out of the 
Florida hurricane. S. Liebler, of the 
firm, and several adjusters are at the 
Florida office. 





HAD BOOTH AT CONVENTION 


Some of the delegates at the Atlantic 
City convention of insurance agents last 
week were interested in the display of 
the Zincograph Company of New York 
in the hotel lobby. This company repro- 
duces annual statements by a special 
process and now has a clientele of 150 
insurance companies. 


Courses In Fire 
Insurance To Be Given 


PROMINENT MEN TO SPEAK 


Courses Comprehensive In Scope; Ses- 
sions to Be Held Mondays and 
Tuesdays During Day 


Three courses in fire insurance will be 
given under the auspices of the Insur- 
ance Society of New York, beginning 
October 18 and ending in March, 1927. 
The courses are comprehensive in scope 
and the classes will be addressed by gen- 
eral agents and officers of some of the 
leading companies. The course will be 
divided into three parts. The Junior 
Course will be held on Mondays between 
the hours of 12:30 and 1:15 p. m., in the 
rooms of the New York Board of Fire 
Underwriters, 85 John Street. The in- 
termediate course will take place on 
Tuesdays, at the same hour and at the 
same place. The final, or Senior Course, 
will be held in the library of the Society, 
100 William Street, between the hours of 
5:15 and 6:00 p. m. Tuesdays. 


The courses and speakers are as fol- 
lows: 


Junior Course 

October 18, 25, 1926—Principles and history 
of fire insurance. Edward R. Hardy, Assistant 
Manager New York Fire Insurance Exchange. 

November 1, 18, 15, 22—Building construction. 
(a) Frame construction. Alexander Adamson, 
New York Fire Insurance Exchange. 

(b) Ordinary or non-fireproof construction. 
Henry Siemer, New York Fire Insurance Ex- 
change. 

(c) Mill or slow-burning construction. Alex- 
ander Adamson. 

(d) Fireproof or fire-resisting construction. 
Henry Siemer. 

November 29—Review by Charles C. Dominge, 
Assistant Secretary, Great American. 

December 6, 13, 20; January 3, 1927—Fire In- 
surance Contract. The Policy. Julian Lucas, 
Jr., President Davis, Dorland & Company. 

January 10, 17—Common fire hazard. Aubrey 

E. Gilbert, Assistant Secretary, Hanover Fire 
Insurance Company. 
_ January 24—Fire prevention and fire protec 
tion, (First aid devices.) George S. Jamison, 
Assistant Secretary, Glens Falls Insurance Com. 
pany. 

Tanuary 31—Review by T. Douglas Erskine, 
— Agent, Northern Assurance Company, 
td. 

February 7, 14—Woodworkine. Walter O. 
Lincoln, Assistant Secretary, Mills & Honness, 

February 21, 28—Bakeries. G. Stuart Badeau. 
Northern Assurance Co., Ltd. 

March 7—Review. Edward S. Inglis. General 
Agent, North British & Mercantile Insurance 
Company, Ltd. 

March 14, 21—Correspondence. 
J. Kilduff, New York University. 


Intermediate Course 


October 19, 26, November 9, 1926—History 
and elementary principles of fire insurance rat- 
ine. William J. Ward, Manager, Suburban Di- 
vision, New York Fire Insurance Rating Or- 
ganization. 

November 16—Review by Edward R. Hardy, 
Assistant Manager New York Fire Insurance 
Exchange. 

November 23, 30. December 7—Fire insurance 


Professor FE. 


contract. Policy clauses and forms. J. O. Dye, 
General Adjuster, Great American Insurance 
Company. 


December 14—Review bv A. R. Hanners, To- 
< Manager, Commercial Union Assurance Co., 
td. 

December 21, 28. January 4. 1927—Fire pro- 
tection: Public and private. George W. Booth. 
Chief Engineer, and his associates, National 
Board of Underwriters. 

January 11. 18—Flectrical fire hazards Taseph 
C. Forsyth, Chief Engineer, New York Board 
of Fire Underwriters, 

Tanuary 25, February 1—Metal industries. 
Charles P. Maury, Home Insurance Company. 

February 8—Review bv Frank A. Gontert, 
General Agent, North British and Mercantile In- 
surance Company, Ltd. 

February 15, March 1—Drafting fire insurance 
plans. V. FE. Neville, Underwriters’ Bureau of 
M. and S. States. 

March 8, 15—Flour mills. Gordon A. McKay, 
Special Agent, Home Insurance Company. 

March 14, 21 (Mondays)—Corresnondence 
Professor FE. J. Kilduff, New York Univers'ty. 


Senior Course 


October 19. 26, November 9, 16, 1926—Fire 
insurance rating; principle and practices (Ana- 
lytic schedule). Edward R. Hardy, Assistant 
Manager, New York Fire Insurance Exchange. 

November 23, 30—Agency. agency law, organi- 
zation and management. William B. Lutz. As- 
sistant General Agent, Phoenix Assurance Com- 
pany, Ltd. 


December 7—Review by William F. Gilder-- 


sleeve, Jr. Liverpool & London & Globe In- 
surance Company, Ltd. 


December 14, 21—Fire protection, automatic 


sprinkler equipment and _ supervisory service. 
Edward P. Boone, superintendent, Sprinkler De- 
partment, New York Fire Insurance Exchange. 

December 28, January 4, 11, 1927—Fire loss 
settlements. L. A. Williamson, general adjuster, 
Conitnental. 

January 18—Review by Prentiss B. Reed, gen- 
eral adjuster, Phoenix Assurance. 

January 25—Chemical fire hazards. 
cott, general inspector, Home. 

February 1—Dr. Elwood Hendrichs, of Colum- 
bia University, and the author of ‘“Everyman’s 
Chemistry,” will visit the class. 

February 8, 15—Textiles and textile industries. 
C. Barstow Langdon, chief engineer, Factory In- 
surance Association. 

March 1, 8—Tanneries. Fred W. 
Benedict & Benedict. 

_ March 15—Theatres. Charles C. Dominge, as- 
sistant secretary, Great American. 

March 22, 29—Legal requirements; state su- 
ae Thomas F, Tarbell, actuary, Aetna 

wife. 


Ivan Es- 


Mayes, 





MRS. E. M. GOODRIDGE KILLED 

Sympathy is being extended to George 
McG. Goodridge as a result of the tragic 
death of his mother, Mrs. Ellen M. 
Goodridge, who was knocked down and 
fatally injured last Saturday by an auto- 
mobile in Norfolk. Mr. Goodridge is 
state agent in Richmond for the Fireman 
Fund. He is a former president of the 
Virginia Field Club. His son, Stanley 
Goodridge, is a clerk in the Virginia in- 
spection and rating bureau. 





NORFOLK AGENT KILLED 
H. Malcomb Owen, fire insurance 
agent of Norfolk, Va., was killed last 
week when he fell from an office build- 
ing window in Norfolk. For several years 
he was connected with the Southern In- 
surance Agency, Inc., of that city. 


J. R. NOWAKOWSKY DEAD 
J. R. Nowakowsky, for thirteen years 
secretary of the Chicago Board of Un- 
derwriters, died last week in that city. 
He was formerly with the Hamburg- 
3remen Fire. 


Florida Windstorm 


(Continued from Page 1) 
Northern financing houses. These, with- 
out exception, require windstorm cover- 
age. As a result, and beyond question, 
the losses to insurance companies on 
these contracts will be tremendous. But 
where property was not carrying loans 
of this character it was not covered 
except in limited way. The companies 
will lose largely, however, because the 
great bulk of new construction has been 
financed by outside money obtained via 
loan contracts. 

Other Divisions of Insurance 

There will come in also the question 
of accident company losses, bound to be 
heavy, and also much liability under 
health policies. While the death toll 
was heavy life company losses will not 
be what might have been under other 
conditions, for a large part of the deaths 
was among people of more or less mod- 
erate circumstances who could not af- 
ford heavy coverage of this kind. The 
plate glass losses, of course, are heavy. 

Report of a Special 

A special agent of one of the big 
fleets, who was seen after the above was 
written, agrees with the idea that the 
windstorm losses will run into many mil- 
lions on the East Coast. His investi- 
gation has shown that the great major- 
ity of the residences and practically all 
the business houses erected since De- 
cember, 1924, have been. financed by 
loans, and most of them carry windstorm. 
While he thinks that under the standard 
form of tornado contract the damage 
around Moon Haven may be excluded 
he doubts if it will be, being inclined to 
the opinion that the companies will not 
claim any exemptions where there is even 
remote chance that they may be liable. 

“But there will be one heavy loss not 
covered,” he said, “and because it is not, 
will be hard on business, and that is the 
loss on mercantile stock and personal 
effects, including furniture and fixtures. 
It is going to take a lot of money to fix 
up this necessarily to normal conditions, 
and it must be raised by those poorly 
able to do so now.” 
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Separation Issue 
Still Blocks E. U. A. 


FEW COMPANIES HOLDING OUT 


Majority of Organization Committee Still 
Confident Whole Plan Will Be 
Approved This Month 
Inability to agree over the separation 
issue prevented the Eastern Underwrit- 
ers Association from becoming a reality 
at the meeting Tuesday of this week in 
New York City of the organization com- 
mittee. Nevertheless, it is the opinion 
of the large majority of the committee 
that the very few companies still insist- 
ing on compulsory separation will re- 
linquish their demands when a meeting 
of all the companies favorable to the as 
sociation is held about the middle of this 
month, October 14 having been suggested 

as a tentative date. 

Those few groups of companies which 
continue to ask that the Eastern Under 
writers Association insert a separation 
clause in the constitution have already 
agreed to all other provisions of the as 
sociation. This one issue remains to be 
settled. Likewise, it is conceded that the 
separation clause will not be approved 
by the large majority of the organiza 
tion committee. So the facts narrow 
down practically to this—that unless the 
separation issue is dropped the E. U. A. 
plan will fail. 

However, most executives remain very 
optimistic, failing to believe that a ven- 
ture which has been under way for so 
long and which has made such splendid 
progress, will be thrown overboard for 
what is widely considered a comparative- 
ly minor issue. There is no denying the 
feelings of disappointment in those mem 
bers of the committee who confidently 
expected the plan to be approved entirely 
this week 

Between now and the yveneral meet 
ing of companies to be held the few com- 
panies supporting compulsory separation 
will be urged from many sides to. sur 
render their positions, which, however 
praiseworthy, are considered hopeless. It 
Was pointed out at the committee meet- 
ing this week that the FE. U. A. plan 
already provides for voluntary separation 
under the alternative commission. seale, 
and as the vast majority of local agents 
have gone on record in favor of the 
20% flat scale they will accept that scale 
and seperation without compulsion from 
their companies. It is estimated that as 
many as 75-90% of the agents in the 
Eastern territory prefer the 20% flat 
scale to the graded seale, and will clear 
their agencies in the natural course of 
events, 

In the end the controversy appears to 
be whether about 15% of the avencies 
in the East should be allowed to con- 
tinue to represent both organization and 
non-organization companies or whether 
they must eject one .class or the other 
from their offices. Most companies, con- 
sidering the fact that for the sake of 
harmony and co-operation in the EF. U. 
A. many other concessions involving 
greater sacrifices of principle and opinion 
have been made, express the view that 
the companies seeking absolute separa- 
tion should waive their demands and al 
low the Eastern Underwriters 
tion to become a reality. 


Ass Cla- 


CONSOLIDATED TO QUIT 

Efforts to rehabilitate the Consolidated 
Assurance of London have been aban 
doned and the company has been placed 
in the hands of the liquidation author- 
ities. It was organized in 1908 and re- 
cently became involved to the extent of 
several hundred thousand pounds in ex- 


cessive marine losses. Additional funds 
were called for from stockholders but 
this move failed to provide enough 
funds|. The Consolidated entered the 
United States in 1920 for fire reinsur- 
ance. Hagedorn & Co. took over the 


management this year. Its free assets in 
this country amount to about $400,000. 


JOHN F. LAY DIES 


John F. Lay, local agent at Richmond, 
Va., died suddenly Tuesday morning as 
he was preparing to go to his office. 


NOT OBLIGATED FOR $105,000 


Newark Court Says J. S. Frelinghuysen 
Did Not Promise to Finance 
Tabloid Newspaper 
Former United States Senator Joseph 
S. Frelinghuysen, president of the Stuy 
vesant, was held this week to be under 
no obligation to the defunct 
lishing Co. of 
tabloid newspaper which ran for two is- 
sues under the name of The Press. Mr. 
Frelinghuysen had been sued by John 
A. Bernhard, receiver for the tabloid, for 
$105,000, part of an amount alleged to 
have been promised by the latter for 

stock in the publication. 


Press Pub 
Newark, publishers of a 


At the trial which has been going on 
for the past two days in the Court of 
Chancery in Newark, Joseph J. Fiske, 
promoter of The Press, related the story 
of how Mr. Frelinghuysen had promised 
to finance the publication but withdrew 


when his demand for 51% of the stock 
was refused. 

The former Senator took the stand 
for an hour, and, while admitting that 
he made personal loans to Mr. Fiske and 
that he had investigated the proposal to 
publish the paper with a view to financ- 
ing it if he thought advisable, denied 
he promised definitely to finance it. He 
also said that Mr. Fiske had released 
him from further obligations when he 
gave $8,000 to pay the salaries of the 
paper’s employes. 

Chancellor Backes, after hearing testi- 
mony, said that if the transactions as 
alleged really took place there might be 
ground for recovery of damages from 
Mr. Frelinghuysen by Mr. Fiske. But 
the company itself had no grounds, he 
declared. He will allow the plaintiff at- 
torney to submit further briefs in ar- 
gument. 


VIRGINIA FIELD CLUB 


The Fire Insurance Field Club of Vir- 


z 


ginia will hold its annual meeting at 
Natural Bridge, Va., October 14. It is 
hoped that the executive officer of a fire 
insurance company will address the club. 
C. D. FORD DIES 

C. PD. Ford, former member of the 
Colorado legislature and the author of 
the present insurance bilk died recently 
at the home of his daughter, Mrs. P. M. 
Kern, Pueblo, Colorado, at the age of 
78. Mr. Ford was a direct descendant 
of Miles Standish. He started one of 
the first newspapers in the Arkansas 
Valley of Colorado, served as an Indian 
agent and register of the federal land 
office in Denver. He is survived by his 
widow, one son and five daughters. 


FIELD CLUB MEETING 
The Suburban New York Field Club 
will meet at the St. Hotel in 
Brooklyn next Monday, October 4, at 
noon. The executive coinmittee will 
mect before the club meeting. 


George 
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FIRE ENGINEERS have charted 
the principal causes of America’s 
appalling burning rate...15,000 
lives and $500,000,000 worth of 
property every year. GYO Sixty-seven 
per cent of all fires are preventable. 
If public sentiment could be kept at 
fever heat on this question, thousands 
of lives and millions in property 
values would be saved. Co-operate 
in a campaign of education to stop 
preventable fires; see that your fire 
department gets a square deal when 
it asks for men and equipment. i 
Preach and practice fire prevention! 


FIREMAN’S FUND 
INSURANCE COMPANY 


AUTOMOBILE 


MARINE 
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Pictures Commission 
War if E. U. A. Fails 


ASKS AGENTS TO 
K. H. Bair Declares Far More Important 
Issues Than Commissions and 
Separation Are Involved 





COOPERATE 





Kenneth H. Bair, of Greensburg, Pa., 
former president of the 


Association of Insurance 


Pennsylvania 
Agents, voiced 
the sentiment of a large body of local 
agents in the Eastern States, when he 
told the Pennsylvania Association at its 
recent convention that it is fatal to hag- 
gle over the Eastern Underwriters’ Asso- 
ciation commission scale and the separa- 
tion issue, forgetting meanwhile the 
larger and more vital issues involved. 

In the interests of harmony and united 
progress in the fire underwriting field, 
Mr. Bair exhorts the agency forces to 
conciliate minor differences with the 
companies’ program and to accept those 
conditions which quite evidently are fa- 
vored by a majority of companies and 
agents, rather than force the whole 
company program into the discard by re- 
fusing to fall into line peaceably. 

“We all know that if the effort to or- 
ganize the proposed Eastern Underwrit- 
ers’ Association fails,” said Mr. Bair, “the 
present Union will immediately go to 
pieces. I do not believe I need to pic- 
ture to you in much detail what that 
will mean. You all know what a com- 
mission war is, and worse still, what its 
natural and inevitable consequence is; 
namely, a rate war. Nothing but evil to 
all parties concerned—the public, the 
companies and the agents—can come out 
of such a general conflict. As in all 
wars, even the victors will emerge as 
losers. It is unthinkable that we should 
have to settle our business troubles by 
such a process as survival of the fittest, 
the elimination of the small company or 
agent, and worse than all, the certain 
intervention of the insurance depart- 
ments of the different states. 

Danger of State Interference 

“We have contended that the govern- 
ment should be kept out of our busi- 
ness; that we can run it ourselves. The 
chaos that would follow the failure of 
this organization would only serve to 
show that we cannot run it ourselves 
and will give the legislative bodies the 
opportunity they are always so quick to 
take advantage of to tell the insurance 
business exactly what to do. How will 
we, as agents, fare when the State 
authorities, to reduce rates, tell the com- 
panies to what point they are to reduce 
commissions ? 

“Our first concern, therefore, was to 
take that course which would best help 
to assure the success of the proposed 
organization. It was not a question of 
demanding an ideal commission arrange- 
ment or of deciding on the respective 
merits of contingent, graded or other 
commission plans. It was simply and 
solely to put our influence behind that 
commission arrangement which had the 
best chance of enlisting the most com- 
pany support—that arrangement, in 
other words, which was favored by the 
majority of the influential companies in- 
volved—to the end that the proponents 
of the fifteen and twenty per cent scale 
should be forced into line with the ad- 
vocates of a.flat commission, thus help- 
ing to settle those dissensions among the 
companies themselves which threatened 
to disrupt the entire scheme. 

“This is the reason why we took the 
bull by the horns and committed our- 
selves in behalf of the Pe nnsylvz ania As- 
sociation to a flat commission. There 
were, of course, other reasons besides 
those of strategy why we were glad to 
support the cause of a flat commission. 

“We knew that the flat commission, 
while it could not be made more, would 
not be made less than twenty per cent. 
and we believed that twenty per cent. 


on all business was at least a living com- 
mission for the agent. 

“There are good reasons for our adyo- 
cacy of twenty per cent. flat, but, how- 
ever good in themselves, they were only 
incidental reasons. The main considera- 
tion that governed us was that our sup- 
port of it would go far to compose the 
differences among the companies them- 
selves, strengthen. the hands of the com- 
pany advocates of it and give those com- 
panies which had committed themselves 
against it a reasonable excuse for a 
change of front. 


Question of Separation 

“There remains the question of separa- 
tion—the provision that no agent should 
represent companies not members of the 
EKastern Underwriters’ Association. Let 
us face this question squarely! 

“There are, to be sure, 
separation that make it unattractive 
from many points of view. It makes an 
unfortunate cleavage in the business. It 
leads to rate cutting and unfair prac- 
tices, It is apt to draw the fire of 
supervising officials. It is likely to up- 
set long established connections between 
company and agent. At the same time, 
it has infinitely more terrors for the ex- 
cess commission companies than for the 
regulars. The mere threat of it makes 
them stop to think and the fact that a 


things about 


great association of agents like that of 
Pennsylyz inia has declared itself willing 
and unafraid to resort to it is something 
for them to ponder very seriously be fore 
taking any step that would make an ir- 


remediable split in the company ranks. 


“It should be borne in mind that the 
conditions in West Virginia and the ter- 
ritory of the Southeastern Underwriters’ 
Association above referred to are, be- 
yond question, unfair to the loyal union 
companies. We, as agents, in order to 
get anywhere with the companies in 
these negotiations must sympathetic ally 
understand their difficulties and give 
honest help to them. We must handle 
large questions like this in a large way. 
We must give and take; we cannot ask 
for all and give nothing. Indeed, upon 
our ability to do business in this w ay, 
to cooperate intelligently in the solution 
of their problems as well as our own, 
will depend our prestige with them in 


the future. 


‘If, in this crisis, by helping them we 
lift the insurance business into a place 
of security for both them and us, we 
shall have won a place in their councils. 
Otherwise, the door will be shut against 
us until we do grow big enough in men- 
tal stature to deserve such a_ place. 
Therefore, we have declared that if sep- 
aration is "found to be necessary to save 


(Continued on page 29) 











THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
I: G. HOLLMAN, Secy. 
H. T. GIBERSON, "Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, Inc., Gen’l] Agts. 
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Timeliness-- 


Successful selling depends a great deal upon time- 


Seldom does an opportunity present itself so suited 
to the solicitation of Windstorm insurance as that pro- 
duced by the Florida hurricane. 

Literally hundreds of thousands have an interest 


today in the physical condition of property in the path 
of the southern 


storm. 


Take advantage of this chance and make a special 
effort to write Windstorm insurance. 
vertise it now. 

All mortgage lenders should be brought to realize 
the necessity of Windstorm protection to mortgaged 


Energy devoted to convincing them will 
bring you handsome returns. 


Wire us for windstorm policies and advertising ma- 
terial if you are not already supplied. 


AMERICAN EAGLE FIDELITY-PHENIX 


Jhe CONTINENTAL FirSTAMERICAN 


FIRE INSURANCE COMPANIES 
Eighty Maiden Lane, New York. NY. 


ERNEST STURM,Chairman of the Boards 
PAUL L.HAID,President 


The ‘‘America Fore” Group of Fire Insurance Companies 
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Druggists Favor 
Reciprocal Covers 

CLAIM SERVICE IS 

Also Dubious of Stock Companies’ 


Willingness to Pay Losses in Full; 
Sprinkler Experience 


BETTER 








The insurance committee of the Na- 
tional Wholesale Druggists’ Association, 
in presenting its report to the annual 
convention this week at French Lick 
Springs, Ind., made some interesting 
comparisons of stock company and re- 
ciprocal insurance. The committee is in- 
clined to favor reciprocals, and in men- 
tioning stock companies asks the mem- 
bers to ascertain their loss paying rec- 
ords before accepting their policies. Evi- 
dently the association forgets that some 
few reciprocals occasionally go up in 
smoke. Loss figures of the association 
prove the real value of automatic 
sprinklers. ; ; 

Following are interesting extracts from 
the report: : : 

“It is a source of great gratification to 
be able to record that none of our mem- 
bers ‘have reported loss by fire during 
the past year. It certainly speaks well 
for the care that wholesale druggists take 
of their premises. 

“While a large part of our members 
teport they are using reciprocal insur- 
ance, either wholly or in part, some ad- 
vise they are still placing all of their 
policies with stock companies. To such 
as have not investigated the standing and 
loss paying record of the better class of 
teciprocals, the writer would suggest 
their doing so, as it means not only _re- 
ducing materially their insurance cost, 
but by placing at least a part of their 
insurance in this manner, they would in 
many cases obtain better treatment from 
the stock companies. We consider the 
tigid and frequent inspection of the re- 
ciprocals a very valuable part of their 
service, as they insist upon careful house- 
keeping and there can be no question but 
that inspection by strangers frequently 
reveals neglect that has not ¢ome to the 
notice of those who are in daily contact. 

Would Examine Paymg Records 


“To those who use stock companies in 
whole or in part, I would suggest a care- 
ful investigation, not only of the finan- 
cial standing of the companies, but also 
of their loss paying record. In an ordi- 
nary fire it is indeed a poor company 
that will not pay the amount of its poli- 
cies, but what is desired by the policy- 
holder is a company that will pay in 
times of great stress, such as in a general 
conflagration. This applies not only to 
those who do not pay owing to financial 
inability, but also to those who, although 
financially in good condition, take advan- 
tage of the unusual circumstances and the 
financial necessities of their customers 
to discount their claims. Those of us 
who went through the San Francisco 
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Fire Insurance Company 
83 Maiden Lane 
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conflagration of 1906 have very vivid rec- 
ollections of not only weak companies 
passing out of the picture entirely, but 
strong companies paying percentages 
widely varying according as they could 
take advantage of those who were in im- 
mediate need. The paying record of all 
companies at that time is readily avail- 
able and a good agent can readily pro- 
tect his clients from that hazard. 
Urges Appraisals of Property 

“I strongly urge an appraisal at rea- 
sonable intérvals by properly qualified 
appraisers of buildings, machinery and 
fixtures. We are apt to overlook the 
fact that neither cost nor book value 
necessarily represents the insured value 
and in cases of fire many find that the 
policy either did not fully cover, which 
would make the owner carry part of 
the risk, or was placed at an excessive 
figure which would mean insurance was 
being paid for which could not be col- 
lected. The amount of merchandise is 
shown by your inventory and should 
not be the cause of delay in adjusting 
the loss, but frequently the adjustment is 
delayed a considerable time by the in- 
ability to arrive at a satisfactory value 
of buildings, fixtures, etc. It is advan- 
tageous in this respect to insure these 
items separately from. merchandise, 
thereby preventing any delay in the 
prompt ‘payment of the merchandise 
claimed. 

“Many of our members find group in- 
surance of employees of value, not only 
by reducing labor turnover by giving the 
benefit only to employees after working 
for the house at least a year, but by 
eliminating any possibility of donations 
to families of deceased employees who 
may have been left destitute.. The cost 
of this in some cases has-been borne 
entirely by the employer and in. others 
divided among the employées, but ‘in 
éither case the cost is not. burdensome. 

“Tn the larger cities, it is usual for the 
insurance companies to maintain a salv- 
age corps for the protection of property 
from water or other unavoidable dam- 
age and the great value of this service 
is well known. It has been suggested 
that in the smaller cities where this serv- 
ice is not warranted, similar benefits 
could be obtained by prevailing upon the 
fire department officials to provide two 
or more extra men, with tarpaulins, with 
each company, whose sole duty at all 
times is to protect property. 

“As most of the state legislators have 
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Richmond Insurance Company of 
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pers Insurance Company 
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F. M. Gund, Manager, Western De- 
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Cobb Glass & Co., Managers, North 
Carolina Dept., Durham, North 
Carolina — 


not been in session during the past year, 
there has not been much chance in the 
laws governing compensation insurance, 
but while this form has proven to be de- 
sirable we should carefully watch bills 
introduced during the sessions early next 
year to see that new laws are not passed 
which would make the cost burdensome. 


Calls Liability Rates High 


“Product public liability insurance is 
carried by a number of our members and 
seems to be desirable, particularly by 
those who manufacture. However, the 
rates quoted by the companies covering 
the resale of products manufactured by 
others and resold in the same condition 
as received, seem to be out of proportion 
with the risk when it is considered there 
is a contingent liability only. 

We would like to repeat the advice of 
the last committee which called attention 
to the great advantage in consulting your 
local insurance authorities when erecting 
a new building or making extensive al- 
terations in an old one. “The usual re- 
sult is suggestions that will; without great 
cost, make material reductions in the in- 
surance rate. We also believe that fire- 
proof rooms for the storage of combus- 
tibles have proven of great value. 

The reports from our members indicate 
that while not universal, a great many 
avail themselves of the various forms of 
insurance other than that covering loss 
by fire direct, such as sprinkler leakage, 
windstorm, tornado, use and occupancy, 
compensation, public liability, explosives, 
automobile, etc. 


Analysis of Losses* 
Sprinklered :— 
RARE SANS AG whic Sire cke eins 180 
EBRGE SORE 5 4 25-6. Shao a 12 
Total Known Losses .......... 192 
ING: SION 2s ides alate 2 
PUAN Sis hw Otte WARE 194 
Unsprinklered :— 
UIA TIOBS css ie dda a hick wo 
pT A) aaa One seen GET 49 
Total Known Losses........... 115 
ike o 7! Vapi per eeannur ay ip regeer 
ae ae ee ne 120 


*Small loss fires where loss was less 
than $5,000. 
_ __ Effect of Sprinklers* 
gi wong or entirely extinguished 
res 
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Would Bar Further 
Annexes in Canada 


SEES NO NEED FOR E2iSTENcE 





Committee at Canadian Commies; ’ 
Meeting Says uiderwriter. : Fo 
cies Should Incorporate 





Hopes that the Canadian 


; Provinces 
will soon enact legislation to ; hibit the 
further licensing of underwriters’ agen- 
cies were expressed by J. P. Dougherty 
of the Committee for British Columbia 
at the convention last week . Victoria, 
B. C., of the Insurance Sup: rintendent’s 
Association for the Provinces of Canada, 
At the present time there are twenty. 
two underwriters’ agencies in |3ritish Co 
lumbia, said Mr. Dougherty, and the 
committee candidly fails to sx any ne- 
cessity for their existence. 

“In the first place, to my) mind, an 
underwriters’ agency is of little value” 
declared the speaker, “other than to ies 
the parent company a duplicity of agents 
and the security offered is no better than 


that offered by the parent company, By 
this statement your commitic: 
wish to convey the impression 
parent companies of those un 


agencies are not financial/ strong 
enough to meet the obligations which 
the double liability imposes upon them. 

“According to the Insurance Act of 


does not 
that the 
srwriters’ 


the Dominion, a Canadian company can- 
not be incorporated where the majority 
of the stack is. held in an alien country 
which has caused some companies to or- 


ganize underwriters’ agencies. In view 
of the fact that this obstacle has now 
been removed by the enactment of legis- 
lation in the various Provinces wherein 
reciprocal deposits is now recognized, 


your committee would suggest to the par- 
ent companies of these underwriters’ 
agencies to incorporate them under Pro- 
vincial authority, as only one deposit is 
now required and that in the Province in 
which they are incorporated for the pro- 
tection of the policy holders in the other 
Provinces in which they may be licensed 


to transact business. 
“Were these underwriters’ agencies 
eliminated and new companies organized, 








it no doubt would mean the placing of 
additional stock upon the market, but ‘t 
would also mean the segregating of capi- 
tal and reserve, which to my mind is in 

the interest of the insuring public.” 
TPCIG ASO CHOC oi ce... cee 42 
Total Satistactory ............... 238 
Unsatisfactory: ......%...... pe 
Co Pik «+ DM 
*This includes all fires occurring in 
Drug Houses, where sprinklers have op- 
rds were 


started. 
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REINSURANCE 
FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 
of America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE COMPANY 
New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford . 





Hartford, Conn. 
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McMurray eee as 
Indiana Commissioner 


SUCCESSOR NOT . YET NAMED 





C. Wharf and Miss Cunningham 
eA tioned as Leading Candidates 
For the Office 





Thomas S. McMurray, insurance com- 
Indiana, and chairman of 
: committee of the National 
{ Insurance Commissioners, 
Indiana * post yesterday, 
sent term expired. Gov- 
, accepted the resignation, 
t named a successor. Mr. 


missioner 01 
the executi 
Convention 

resigned his 
when his pi 
ernor Johns 
but has not 


\cMurray’s future plans have not been 
made publi beyond the statement that 
he will continue in the insurance busi- 
ness. Mr. ‘Murray decided several 
weeks ago not to be a candidate for 
reappointm ‘ 

Several naines have been mentioned 
as possible successors to Commissioner 
McMurray. ‘he one most often heard 


is that of Eugene C. Wharf of Vin- 


| agent in Indiana of the 


cennes, gencral L 

Illinois Life. Others mentioned are Miss 
Dorothy Cunningham of Martinsville, 
Republican National Committeewoman 
from Indiana; Stuart A. Coulter, of In- 
dianapolis, now chief deputy under Mr. 


McMurray; Clarence Wysong, an Indi- 
anapolis attorney, who engages in insur- 
ance law practice and is well acquainted 
at the State Legislature, and Arthur Ren- 
ick of Indi olis. 

Interest in the new commissioner is 
said to be especially alive because of the 
possibility of a general rerating in va- 
rious classes of property insurance. Sev- 
eral interested in a reclassification have 
had a feeling that Mr. McMurray might 
not remain and for that reason were 
eager that efforts at a rerating be with- 
held until the new commissioner took 
charge of the department. 

Sketch of McMurray’s Career 

Commissioner McMurray joined the de- 
partment as a rating expert in 1919 when 
the insurance department was a part of 
the office of the Auditor of State. He 
served in that capacity until November, 
1920, when he left for California. After 
the legislature created a separate insur- 
ance department in 1920 Miles Schaeffer 
was appointed the first insurance com- 
missioner. In April, 1921, Governor 
McCray induced Mr. McMurray to re- 
turn to Indiana to become commissioner, 
and he has served as head of the de- 
partment since that date. He was re- 
appointed for a four-year term in 1922. 
It is understood that Mr. McMurray will 
remain with the department until his 


—— has become conversant with his 
uties, 






GRANTED CONN. LICENSES 


The Homestead Fire of Maryland, 
which was chartered in 1922 and has a 
paid up capital of $250,000 and the Am- 
erican Motorists’ Insurance Co., of Illi- 
ois, which was chartered this year and 
has a capital of $350,000, have been 
granted a license to do business in Con- 
necticut according to an announcement 


made by State Insurance Commissioner 
Howard P. Dunham. 


_ The Thompson Brokerage Corporation, 
msurance agents or brokers, New York 
City, has been chartered at ‘Albany with 

capital of aa shares of non par value 
stock. L Foreman, R. F. McKeown, 
Ida Reeser 215 Montague street, Brook- 
lyn, are the incorporators. 


NEW LAND VALUE CO. 


Incorporated in Michigan to Guaranty 
Property Values; To Capitalize 
For $500,000 . 

Articles of incorporation of the Michi- 
gan Land Value Insurance Company, a 
new Detroit project, were given approval 
during the past week by Leonhard T. 
Hands, Michigan state insurance com- 
missioner. The charter had previously 
been approved by the state attorney gen- 
eral’s department and a showing need be 
made now before but: one other state 
agency, the securities commission where 
authority must be obtained to sell a 
small amount of stock not already sub- 
scribed. 

The new company, which, in addition 
to being empowered to guarantee land 
values, may also act as surety for per- 
formance of ordinary business obliga- 
tions not prohibited by law and indem- 
nity against losses on mortgages, deeds, 
securities, and other documents embody- 
ing contractual relations, and to handle 
such real estate as may fall into its 
hands by reason of fulfilling its other 
powers, is capitalized at $500,000 with 
the understanding that $250,000 must be 
paid in before it begins operations. 





Commission Views 
(Continued from Page 27) 


the new Association and thereby the fire 
insurance business itself, we, as a body, 
will accept separation and use all our 
strength to make it effective. 
Alternative Scale 

“Since the matters reported on in the 
foregoing, an announcement has _ been 
made that an alternative commission 
scale has been adopted by the organiza- 
tion committee of companies, namely, 
twenty per cent. flat for clear agencies 
and fifteen-twenty-five for ‘mixed. Our 
efforts have, therefore, succeeded to the 
extent of restoring the twenty per cent. 
flat commission to the program. 

“The question, however, is by no 
means settled. Some of the leading com- 
panies object strenuously to the alterna- 
tive proposition. No man can tell what 
turn the negotiations among the com- 
panies may take. The Pennsylvania com- 
mittee, in the whole course of these ne- 
gotiations, has done no sidestepping and 
has taken a prompt, firm and clear 
stand on what they believed to be right. 
We have, we think, gained the respect 
of all parties to the controversy. This 
committee, or any committee which may 
be appointed to succed it, should be given 
a free hand to speak for the Associa- 
tion and to use its influence to our ad- 
vantage when and as the occasion may 
arise, fortified by the solid backing of 
the Pennsylvania Association. 

“In closing, one more thing I think 
should be mentioned. The complete pro- 
gram covering other matters than com- 
missions has not been given to the pub- 
lic. It has, however, so far as it affects 
ordinary territory, been disclosed in con- 
fidence to the agents’ committee of 
twenty. These items, under such cir- 
cumstances, cannot be "reported here, but 
it is the judgment of the committee that 
they are of equal, if not greater, im- 
portance than the commission scale. 

“They constitute another reason why 
we should do everything in our power, 
even at some sacrifice, to insure the suc- 
cess of the project, ‘and the vital im- 
portance of our being admitted to the 
discussion of them is a further reason 
why it, is the part of wisdom for us to 
maintain our prestige by showing our- 
selves to be capable of treating the com- 
panies’ problems with broad ability.” 
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Constance Carrino, of The American 
Insurance Company of Newark, won the 
championship for the 220 yard dash, open 
to all comers, at the A. A. U. Metropoli- 
tan Association meet September llth in 
Weequahic. Park, Newark. “Her time 
was 29 seconds flat. 
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Cisbiain Conway, Salvage Corps Leader, 
Condemns Public Indifference to Fires 





Head of Cincinnati Salvage Cox «s, 


Favorite With Insurance 


People, Says Rates Car be Lowered Only After Losses Are 


Reduced; Pays Fine T- 


suite to Local Agents; Companies 


Can’t Carry on Withou: Them 


Atlantic City, N. J., Spetember 24.— 
Captain John J. Conway, authority on 
fire salvage and head of the Cincinnati 
Salvage Corps, was introduced to the 
convention of the National Association 
of Insurance Agents today. He is a 
great favorite with insurance people. 

Captain Conway began his talk by pay- 
ing a high tribute to the insurance agent, 
saying he is to the insurance business 
what machinery is to the manufacturer. 
He said that it would be just as absurd 
for a manufacturer to destroy machinery 
as it would for an insurance company to 
destroy its agency system. 

He told the story of how high Cincin- 


nati insurance rates were because of the 
very high losses. 

The question came up as to how the 
rates can be lowered. He said the best 
way was to cut down the burning waste. 
He condemned the carelessness and in- 
difference of the public relative to fires 
and said he believed that this fact should 
be constantly driven home to the public. 

Captain Conway told how he organized 
foremen of factories for the purpose of 
cutting down fires. He showed them 
how fires throw men out of work. 

His concrete suggestion was that in- 
surance men pull the wires to form as- 
sociations to fight fires. 








American 
Central 


Convention Ads 

Atlantic City, N. J., Sept. 24.—The 
American Central of St. Louis has been 
running two page ads in a convention 
daily published here, changing its copy 
each day. -The ads consist of the opin- 
ions of some leading fire insurance men 
as to what are the best qualities for a 
fire insurance company to have. 

J. G. Leigh, Little Rock, Ark., summed 
up his idea in part as follows: 

“I ‘like an insurance company whose 
officers plan its underwriting policy to 
fit the business requirements of each 
section of the ccuntry in which it does 
business and then follows it out con- 
sistently in good years and bad, recog- 
nizing the fact that insurance is a busi- 
ness of averages in which the element 
of time is an important factor and that 
every year cannot be good, nor will ev- 
ery year be bad.” 


Delegates Get 
Fight News 
Over Radio 


Atlantic City, Sept. 24—While quite a 
crowd of those attending the convention 
of the National Association of Insurance 
Agents went to the fight last night in 
Philadelphia, those who remained in At- 
lantic City listened to the fight by radio 
from one of the rooms of the hotel. 

The convention also had a chance to 
see at close range some of the leading 
stars of the screen as they ate lunch at 
adjoining tables in the Hotel Ambassa- 
dor yesterday. 

Special trains were run between At- 
lantic City and Philadelphia for the 
fight fans. 








Fire Prevention 
Work Of 
Oklahoma Scouts 


Atlantic City, Sept. 24—The work in 
Oklahoma City of enlisting the services 
and interest of the Boy Scouts in a drive 
to prevent fires was explained today by 
J. F. McCullough, president of the Okla- 
homa City Board at the National Asso- 
ciation meeting. © 


A. B. White, Jr., 
Makes Talk On 


Ethical Practices 

Atlantic City, Sept. 24—A paper on 
ethical practices was read by A. B. 
White, Jr., of Parkersburg, W. Va. He 
picked out a number of cases of co-oper- 
ation for praise. 

Mr. White thanked the Union of Can- 
ton for taking up an automobile finance 
agency in Virginia at the request of that 
state association. He thanked the Con- 
tinental, Commercial Union, Great 
American and American Central for re- 
fusing to appoint a new bank agency 
in Frankfort, Ky. 

He thanked the Western Department 
of the Liverpool, London & Globe for 
refraining from making a bank appoint- 
ment when it could have done so. 

He praised the Fidelity & Deposit for 
giving advertising space in the insurance 
press for the use of the National Asso- 
ciation during the membership drive and 
helping to value it a success. 

He praised Edson S. Lott for his en- 
dorsement of the National Association 
principles. Later in the morning the As- 
sociation publicly thanked Mr. Lott. 





Miss Hineman 


Gets Full Value 


e 
From Convention 

Atlantic City, N. J., Sept. 23.—Miss 
Julia Hineman, of Nashville, Tenn., who 
is a local agent and at the same time 
secretary of the Tennessee Association 
of Insurance Agents, told the convention 
today what she gets out of conventions. 

She has found, she said, that when 
women disagree they are not pleasant 
about it, but that men can disagree ami- 
cably. 

People come to conventions wtih intel- 
lect dulled by hard work and they leave 
brightened and even if they assimulate 
but one worth while idea it pays. 

She declared she had never learned 
anything bad at conventions, but that 
she did learn a lot that was unpleasant 
during the interims between conventions. 

She also learned that one should run a 
clean agency and keep out the weeds and 
keep busy planning. 


Sometimes there are hogs which up- 


-happened to be laying close by. 


PEACEFUL CAT STARTS FIRE 





Farmer 


‘Throws Lighted Match on 
Paper 


which Ignites Cat’s Fur; 
Latter Dashes Into Barn 





Fire prevention workers should add to 
their lists of fire breeders, hitherto con- 
sisting of such relatively innocent agen- 
cies as cigarettes, chimneys, and matches, 
—cats! For .a usually peaceful tabby of 
a sort that likes to bask quietly in the 
cheerful glow of a warm hearth has at 
last been charged with causing a dis- 
astrous blaze. 

The Ohio Farmers recently paid a 
farm loss in Ohio and the adjuster’s re- 
port read as follows: 

“The fire originated in a most peculiar 
manner. It seems that your insured had 
carelessly disposed of a lighted match, 
which ignited a newspaper. The news- 
paper ignited the fur of a cat which 
The cat 
ran out of the house, up into the hay- 
loft of the barn where your insured had 
fourteen tons of hay stored. The hay 
became ignited and almost immediately 
the fire was beyond control. Both the 
barn and contents were totally de- 
stroyed.” 





BROOKLYN BROKERS MEET 


The first Fall meeting of the Brooklyn 
Insurance Brokers Association took 
place at 180 Montague Street, Tuesday 
evening, September 28. The recent rul- 
ing of the Insurance Department regard- 
ing earned premiums was the main topic 
discussed, and an attempt was made to 
give a full explanation of what brokers 
consider a serious problem. The meet- 
ing night of the association has been 
changed to Tuesday night in the hope of 
bringing out more members, as Thurs- 
day nights are taken up largely by fra- 
ternal organizations. 





FIRE WASTE COUNCIL MEETS 


The National Fire Waste Council held 
its fall meeting Wednesday of this week 
in Washington at the headquarters of 
the Chamber of Commerce of the United 
States. Several committee meetings were 
held on Tuesday. 





Eastern Union 
Meeting Keeps 


Executives Away 

Atlantic City, N. J., Sept. 30—Few of 
the leading fire executives of the coun- 
try were here, the Eastern Union meet- 
ing keeping some away last week. 

Among the executives seen at the con- 
vention were R. P. Barbour, general at- 
torney, and J. Victor Lane, assistant man- 
ager of the Northern of London; W. L. 
Maillot, secretary-treasurer of the Fire 
Association, and Ernest A. Henne, sec- 
retary of the American Eagle. 








root the farm but the National Associa- 
tion of Insurance Agents and the State 
Associations build the fence which keeps 
the hogs out. 

Attending conventions has given her a 
better conception of the magnitude of 
the business she is in and she likes the 
people she meets at conventions. 





i 
ENJOINS BALTIMORE: BOARD 
A temporary injunctioi; 


members of the Association of Feat 
derwriters of Baltimore from rule 

perfluous inspections of ¢! cctaam week 
in new buildings and hoines has 
been issued by Judge Stein of the just 
cuit Court. The injunction was gra * 
on petition of Eli Goldenburg, 4 ane 


ber of the Maryland State Bp 
Electrical Examiners and 


eS 
The underwriters’ associatic.y a 
with conducting a campaicvn for estab 
lishing examination of electrical work } 
its. own inspectors instead of by the 
building inspectors’ oe, ent as now 


required by law. 


WALTER HIGENBOTHAM DIES 
Walter Higenbotham, f: 4 


wenty 
connected with the New York Gira. 
partment of the eal ire, died at 
his home in East Orange, \. J., on Sep- 
tember 16 from heart disease. He was 
fifty-seven years of age and had moved 
to East Orange from New York. He 


leaves a wife, daughter end four sisters, 





Agents Wanted - 
Desirable Points 


American Equitable Assurance C 
of New York” 


Metropolitan Assurance Underwriters 
of New York 


New York Fire Insurance Company 
Incorporated 1832 


New York Equitable Underwriters 

Good facilities on desirable classes— 

Fire, Tornado, Use and Occupancy 
and Allied Lines. 


Losses paid in allied companies since 
organization—over $28,000,000 


Apply to 


HOME OFFICE 


92 William Street New York 











Brevoort 





Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qu val- 
ity of service at 
mederate cost. 


E. N. Mathews, 
President. 


R. E. Kelliher, 
Manager. 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Carr. “= 
RESERV: 





NET SURPLUS PAE AE: RED RSS > 11,429,172.66 
CONTING' RESERVE FUND.. 700,000.90 
MN odin Kes Pad acide hiow ph aa Daas 5 sab ceccecees 38,202,776.74 
TOTAL SURPLUS TO POLICYHOLDERS Se soc Oe amweee 15,129,172.66 

H. A. puith, President S.T ll, V.-P &S G. F. Cowee, Secre‘ary 

F. D. Layton, Vice-President C. B. San. Secretry = R. M. Anderson, Secretary 

F. B. Seymour, Treasurer 
x c ¢ H item Secretaries CL. Miller 
-_B. Collamor 
Lc ivdtiuentag Sta V. L G. Petersen (Marine) 
C. C. Hewitt " 
ee 
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Statement, January 1, 1926 


OR ALL ‘LIABILITIES. : 


. -$ 3,000,000.09 
.. 23,773,604.08 
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MARINE & AUTOMOBILE DEPARTMENT 

















Union Conference 
Hailed as Success 


yow AN INTERNATIONAL BODY 


“ti ss Calls Gathering a Fine 
Se tor Future Relations in 
Marinc Underwriting Field 





The British newspapers have heen 
generous itt their praise of the recent 
conference Holland of the Interna- 
tional Marine Insurance Union, and they 
were pleased especially with the recep- 
tion accorded! the English representa- 
tive. This [riendly spirit augurs well 
tor future gatherings. ‘t he one just past 
was naturally something of an experi- 
ment, to scc whether the Union could 
really secure the support of the immense 
British markets. That this objective was 
sained, and i a manner pleasing to all, 
s evident. it is now hoped that the 
French underwriters and ultimately the 


(eM JY} 90S [IM SJO}LIMJOpuN UBITIOUTY 
clear to co-operate with this world-wide 


organization. i+ 

In an eaitorial about the conference, 
one of the leading British newspapers 
says: 


im} | 
“No one who attended the recent 
Scheveningen Conference of the Inter- 


national Marine Insurance Union can 
have failed to perceive the importance of 
the occasion, or to realize the potentiali- 


ties of the future of this now truly in- 
ternational body. That marine insur- 
ance men should throng the corridors 
of three huge Continental hotels; that 
a polyglot assembly should create the il- 
lusion of Babel in Holland; that several 
hundreds of the world’s most important 
underwriters should be assembled in one 
place—these alone made the conference 


unique in the annals of a business in 
which the extraordinary is normal, but 
this is by no means all. 

lt .s difficult to say whether the 


scene was ore impressive in the confer- - 


ence c. out. An assembly of grave busi- 
ness men, debating momentous questions 
in the first place; a concourse of those 
same men, less grave, and debating not 
only business, but every conceivable sub- 
ject, in the second—these were the im- 
pressions received by those who were 
prsent during the three last days of a 


busy week, and in both instances it’ was 
evident that whatever was happening 
elsewhere, at Scheveningen the business 
of marine insurance was prospering 
through the activities of what has now 
become one of its most prominent insti- 
tutions. 


“Elsewhere the chronicle of events is 
given in detail, and here is no place for 
an examination of resolutions and agree- 
ments. Rather let it be said that 
throughout the whole of the proceedings 
there existed an atmosphere of friend- 
liness and good fellowship, and let that 
alone testify the success of an occasion 
which had previously been regarded as 
containing potentialities for controversy. 
As for the business aspect of the con- 


ference, this will speak for itself in the 
months to 


come. There were present 
not only underwriters, but also a large 
number of brokers, including representa- 
tives of some of the most important 
firms of the British and German mar- 
kets, and it is no secret that transac- 
tions of considerable importance were 


carried through with an ease which ob- 
viously gave immediate satisfaction to all 


concerned. 

“Whether those transactions will prove 
ultimately satisfactory to one or other 
of the parties remains to be seen, but 
this applies as much to business con- 
ucted by correspondence or in an un- 
€rwriting room as to that transacted at 
the conference, and it is enough, for the 
moment, that much business has passed, 
whatever the result may be. There re- 
mains the purely social aspect of the 
conference 


to consider, and here it may 


be said that the British visitors were 
greatly impressed by the courtesy and 
kindliness with which they were treated 
on all occasions. 


“At the reception by the Burgomaster 
of The Hague, at the banquet at the 
Kurhaus, and during the elaborate en- 
tertainment at Rotterdam, everything 
conceivable was done that they might 
enjoy the occasions in comfort, while 
in the street, in the shops and in the 
hotels, the renowned hospitality and po- 
liteness of the Dutch nation was vindi- 
cated to the full. There is not the slight- 
est doubt that nothing but good will 
come of the first conference of the In- 
ternational Marine Insurance Union in 
which British underwriters participated 
as members, and whatever the future 
may hold, underwriters returning from 
Holland, and viewing it in the light of 
present circumstances, regard it with 
unquestioned confidence and serenity.” 





DUTY OF CLAIMS AGENTS 





British Claim Their Systems Are More 
Economical Than Those Used 
on Continent 

Referring to the duties of a claims 
agent the insurance correspondent of the 
Journal of Commerce (Liverpool) 
writes: 

“In last week’s notes reference was 
made to the Claims Agency service of 
the International Marine Insurance 
Union, and since underwriters in this 
country, having at their disposition such 
organizations as Lloyd’s Average De- 
partment, the Salvage Association, etc., 
do not make use of individual claim 
agents to anything like the extent which 
is the practice on the Continent, it may 
be of interest to refer to a most interest- 
ing document which has recently come 
into the writers’ hands, and which is the 
manual of instructions to claims agents 
in foreign ports issued by a well-known 
Continental insurance company. The 
pamphlet opens with an observation to 
the effect that the chief duty of the 
claim agent is to protect the interests of 
his company, and that therefore all cer- 
tificates issued by him should contain a 
clause to the effect that the document is 
without prejudice to all the rights of the 
underwriters as stipulated in the policy. 
This is followed by instructions on many 
points. 

“It is, in fact; a most comprehensive 
dccument, and gives evidence of the ex- 
treme care with which Continental un- 
derwriters safeguard their interests. It 
will be realized, however, that in this 
maintenance of claims agents in foreign 
ports must involve companies in con- 
siderable expense, and it would seem 
that in this respect British underwriters 
have a great advantage over their for- 
eign competitors, for they have at their 
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CHESTER 


Telephones: 








M. CLOUD 


Metropolitan Agent 
Home Insurance Company (Automobile Dept.) 


Maryland Casualty Company (Casualty Lines) 

Harmonia Fire Insurance Company 

London & Scottish Assurance Corp., Ltd. Fire Insurance 
N. W. Comer Maiden Lane and William Street 

John 1363-5976 

New York City 














CHINESE WAR RATES SOAR 





Shipments to Yangtsze River Ports Pay 
One Half Per Cent.; Likewise 
to Hankow 

Conditions in China are looked upon 
by English underwriters very seriously, 
and they are watching the situation from 
day to day, or rather from hour to hour. 
The Institute of London Underwriters 
is in continual telegraphic communica- 
tion with Shanghai. For some_ time 
high rates have been paid for both war 
and riot risks, and there is every reason 
to believe that they will be raised rath- 
er than lowered. In some cases the spe- 
cial war risks rate is almost if not quite 
double the marine premium. 


The greatest additional premium for 


the inclusion of war risk in the ordin- 


ary currency of marine policies (that is, 
on the terms of the warehouse to ware- 
house clause) is on cargo to Hankow 
quoted at not less than %%. To Yang- 
tsze River ports between % and %4% is 
paid. Tientsin is quoted at 4%, and 
Hongkong and Shanghai at 1/16%. Can- 
ton is only quoted in individual lines, 
but then there is but little cargo going 
to Canton at the present time. River 
boats navigating the Yangtsze River 
have been covered against war risks at 
1% per month. Even at this rate it is 
exceedingly doubtful if further insur- 
ances could be effected as the rate is 
generally considered incommensurate 
with the risk. 





APPOINTED GENERAL AGENT 


W. A. Walker, for the past five years 
special agent in Arkansas and Tennessee 
for the general agency of the late W. L. 
Timmerman, of Memphis, has been ap- 
pointed special agent by Blanton, Thom- 
as & Co., of Dallas, Texas, managers of 
the London & Scottish for Texas. He 
will assist State Agent J. W. Blanton, Jr. 








disposal organizations which are admin- 
istered with the utmost economy and 
which work entirely for the benefit of 
the underwriting community as a whole, 
while at the same time it is obvious that 
organizations dealing with a very large 
amount of business are not only able to 
do so at less cost than one dealing with 
ccmparatively infrequent cases, but also 
that the experience gained in dealing 
with a large volume of cases must be ex- 
tremely valuable.” 











APPLETON & COX, Inc. 


1 South William Street, New York 








AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,976,780.91 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 


Indemnity Mutual Marine Assurance Co., Ltd., London 


Admitted Assets, $1,285,952.89 





WRITE FOR OUR AGENCY PROPOSITION 








WARNING ON SUN-VIZOR HAZARD 





Connecticut Health Department, in Bul- 
letin, Says Accidents Occurred When 
Vizors Became Ignited 
The Health Department of Connecti- 
cut has recognized the hazard of the 
sun-vizor and has published a warning 
concerning it. Recently one serious ac- 
cident and several minor ones have oc- 
curred when the vizors became ignited. 
The Department, in its bulletin, em- 
phasizes the fact that “Celluloid in con- 
tact with fire 


burns instantaneously. 
Matches are almost constantly used for 
lighting cigars, pipes and cigarettes. 


With the wearing of a sun-vizor the 
conditions are right for a quick flare-up 
and an unavoidable accident.” This ap- 
plies not only to celluloid, but also to 
any other similar substance which is ni- 
trating cotton or paper. 

The Travelers Standard says, com- 
menting upon the element of risk in con- 
nection with these vizors: 

“Apparently some of the vizors, at 
least, are made of nitro-cellulose simi- 
lar in composition to that commonly 
used as the basis of motion-picture films. 
So-called “slow-burning” films are made 
of cellulose acetate, which is much safer, 
and there is a growing tendency to re- 
quire the use of films of this material. 
It would be easy to make satisfactory 
cellulose-acetate sun vizors at a trifling 
increase in cost, and if this were done 
the danger would be considerably les- 
sened. In the meantime we again urge 
the exercise of the greatest caution by 
all who buy and war sun vizér caps.” 





HANDS MAY LOSE OFFICE 

Considerable significance for the in- 
surance fraternity is seen in the defeat 
at last week’s Michigan primary election 
of Governor Alex J. Groesbeck, who was 
seeking the Republican nomination for a 
fourth term. Mayor Fred W. Green of 
Ionia was the successful aspirant and, 
because of the one-sided political situa- 
tion in Michigan, is regarded as the 
probable next governor. Whatever the 
outcome of the election, in which Mayor 
Green will be opposed by William A. 
Comstock, the Democratic nominee, it 
appears probable that Commissioner 
Leonhard T. Hands of the insurance de- 
partment will face removal as he is a 
Groesbeck appointee and was active in 
behalf of the governor’s candidacy. The 
insurance commissioner is appointed by 
the governor and serves at his pleasure. 





“FIRE INSURANCE ACCOUNTING” 
“Fire Insurance Accounting” is the ti- 
tle of a new book which has been placed 
on the market and which is of great in- 
terest to insurance accountants. The 
author, William B. Wiegand, chief in- 
surance examiner of the Newark branch 
of the Banking and Insurance Depart- 
ment of the State of New Jersey, has 
covered the subject in a most compre- 
hensive manner. He gives a clear and 
concise explanation of the accounting 
system of fire insurance companies as 
virtually imposed upon them by: State 
regulation. He also dwells in length up- 
on the relation of the accounts to the 
annual reports required by State insur- 
ance departments — income, disburse- 
ments, assets and liabilities statements, 
and the underwriting and investment 
exhibits. Many suggestions advanced 
by Daniel F. Gordon, Deputy Superin- 
tendent of the New York State Insur- 
ance Department and John H. Kirker, 
former insurance examiner of New York 
were elaborated upon by the author. 
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William Alexander’s Latest Story 


William Alexander, secretary of the 
Equitable Life Assurance Society and 
author of many books and articles on 
life insurance training, told a story at 
the group.sales supervisors’ luncheon 
held by the company this week, about a 
speaker without terminal facilities. This 
time the speaker was a.lawyer and see- 
ing the judge nod he said to him: 

“Your Honor, are you following me?” 

The judge replied: “I am following 
you, but what is worrying me is how 
{ am going to get back again.” 


* * * 


Sues Freshman Class 


So many people are suing Greek Let- 
ter fraternities and other college organi- 
zations for hazing injuries that some of 
the defendants may expect visits from 
brokers saying that Lloyd’s will cover 
and solicit them for the insurance. The 
latest incident of this kind is in Storrs, 
Conn., where Charles T. Reynolds of 
New Haven has sued the freshman class 
for injuries which he claims resulted 
from hazing. 

Reynolds’s alleged injury was received 
at, the close of the traditional “Pajama 
Parade” last year, when he was hit with 
a paddle in the hands of a sophomore. 
Following his injury, he withdrew from 
college but returned for the second sem- 
ester. Shortly after the incident, Presi- 
dent Charles L. Beach of the college 
ruled that all hazing must cease, and 
violation of the ruling would warrant 
suspension from college. 

Reynolds wants $5,000. 


* * * 


Will of an Insurance President 


Sir Thomas Charles Dewey of London, 
England, Ist Bart., of South Hill Wood, 
Bromley, President of the Prudential 
Assurance Co., Ltd., who commenced his 
business career as a junior clerk in that 
concern, eventually becoming for 30 
years general manager of the company, 
later chairman and subsequently presi- 
dent, left unsettled property of thé gross 
value of £402,113, with net personalty 
£355,313. 


Probate of his will has been granted 
to his daughter, Miss Daphne Dorothy 
Dewey, his son, the Rev. Sir Stanley 
Daws Dewey, Bart., of Moretonhamp- 
stead, Devon, and his nephew, Mr. Er- 
nest Dewey, deputy general manager, of 
Loudesborough House, South Goldstone, 
Surrey. 

He left £2000 each to Bromley (Kent) 
and Sidmouth Parochial Church Coun- 
cils for the augmentation of the bene- 
fices, the Rochester Board of Finance 
for the augmentation of benefices in that 
diocese, and the Central Fund of the 
Church Assembly for the Clergy Pen- 
sions Fund. 

To the Queen’s Reign Commemoration 
Fund,.Bromley, he bequeathed £600 War 
Loan, to his housekeeper at South Hill 
Wood, Bromley, Miss Alice Eleanor Da- 
vies, a life annuity of £150, and to his 


e 
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housekeeper at Sidmouth, Miss Louisa 
French, £100, 

He also gave £1000 to the building 
fund of the church schools at Sidmouth 
and Sidmouth Cottage Hospital. 

His successor in the baronetcy receives 
2,500 Prudential “A” shares, with the re- 
quest that he will pass them on with the 
baronetcy, 100 such shares to each of his 
fourteen grandsons, 50 such shares to 
each of his nine granddaughters, and to 
each of the executors he left 25 such 
shares, or a cash legacy of £500 as they 
may choose. 

He expressed a wish that his family 
lace wedding veil should be available for 
use by every bride of his family at he 
wedding. . 

He directed his executors to ascertain, 
by causing a vein to be opened or by 
such other means as they may be ad- 
vised, the certainty of his death. 

ae ee: 


Canadian View of Atlantic City Life 
Convention 


The failure of the National Associa- 
tion of Life Underwriters to have any 
Canadian flags at its International Con- 
vention or to propose a toast to the 
king at the banquet got a rise out of 
the Canadians. “Canadian Insurance,” 
which issued what amounted to a special 
edition on the convention, said in some 
editorial references to the Atlantic City 
meeting: = 

“As an international convention, the 
right atmosphere of international cama- 
raderie came early in the program from 
the Canadians in the addresses of Dr. S. 
D. Chown, and Chairman Petty. On the 
other hand, beyond a few perfunctory 
remarks, that atmosphere as coming from 
the Americans was not conspicuously 
present until the evening of Thursday, 
when at the international banquet at the 
Hotel Traymore, Hon. J. J. Tigert, U. S. 
Commissioner of Education, thoroughly 
broke the ice. Previous to his address 
(he was the last speaker of the evening) 
the banquet program consisted of the 
“Aren’t we a great people?” line from 
several outstanding American insurance 
men and a great American author. Amid 
many American flags there was not a 
single reminder in emblematic form that 
this was. an international occasion.” 


* * * 


Quote from Schwab Instead of St. Luke 

I have frequently noticed that men 
who are active in national associations 
—not only in insurance but in piano 
manufacturing, banking and even com- 
mercial traveling circles have quite a re- 
ligious streak in them, are fond of quot- 
ing the Scriptures, frequently start off a 
speech by. talking of Brother Smith or 
Brother Jones, and sometimes start their 
convention with prayers. At least that 
was the situation up to a few years ago, 
but in recent conventions I heard little 
quoting from the Bible, no one referred 
to as Brother and only a few prayers. 

Quoting of the Scripture seems to be 


dying out not only in conventions but ° 


in public speeches generally and in the 





columns of the newspapers. In the days 
of Horace Greeley and Charles A. Dana, 
Henry Watterson and Murat Halstead 
an editorial writer who could not quote 
from memory entire pages of the Bible 
was regarded as incompetent or at least 
only half acquainted with the require- 
ments of his job. 

Instead of quoting from St. Luke or 
St. Matthew the average convention 
speaker tells what Schwab, Babson, 
Ford, Edison or Gary said that was 
apropos once upon a time. 

es 2 

George R. Fulton’s New Connection 

One of the big surprises in insurance 
was the jump made by George R. Fulton 
from fire insurance to casualty insurance 
by entering the camp of Edson S. Lott 
whom he will assist in production for 
the United States Casualty. Mr. Fulton 
was secretary of the Automobile Insur- 
ance Co. until a few months ago. A 
giant in stature, the soul of good na- 
ture, a likable companion, he knows 
agents in a large section of the country 
as do few production managers. 

Following his résignation from the 
Automobile Insurance Co. there was con- 
siderable speculation in fire insurance 
circles as to where Mr. Fulton would go; 
and since the announcement last week 
that he had quit the fire insurance field 
there has been some pretty steady think- 
ing in fire executive offices. This think- 
ing has continued since news has reached 
these same executive offices of the large 
number of casualty companies which 
were entertaining agents at the conven- 
tion of the National Association of In- 
surance Agents. The National Surety 
and New York Indemnity, with a fleet 
of officers and others; the Fidelity & 
Deposit with Spencer Welton, Jack 
Yost and others; The Travelers, made 
themselves as attractive to the agents as 
possible, and that is quite attractive. 

Of course, the fire companies were on 
the job, also, cultivating good relation- 
ships. The Commercial Union, Home, 
Continental, North British & Mercantile, 
Fire Association, Northern, American of 
Newark and some other companies had 
strong representatives present. Robert 
P. Barbour of New York City, United 
States attorney of the Northern, and J. 
V. Lane, assistanit manager of that com- 
pany, were very much in evidence. Prob- 
ably the meetings of the Eastern Union 
and Western Union kept more top offi- 
cers of fire companies from attending 
than would have been the case had the 
meetings not conflicted with that of the 
National Association. 

In the old days a fire agent was a 
fire agent. Now, he is both a fire agent 
and a casualty and surety agent; some- 
times, his office also sells life insur- 
ance. So from the social aspect the con- 
vention is casualty as well as fire. Any- 
way, the competition to win the friend- 
ships of the agents is marked and one 
rarely sees a casualty and a fire execu- 
tive at the same table or in the same 
rooms at conventions. 

i ae 


Years After the Lightning Struck 


They say that republics are ungrate- 
ful as are monarchs. They might add 
to the list national associations of busi- 
ness men in their treatment of ex-presi- 
dents and chairmen of executive com- 
mittees. It is of the national associa- 
tions that I will use as the subject for 
a paragraph or two. 

-Everyone who is what Spencer Wel- 
ton calls “A Conventioneer” has seen the 
heart-tugging spectacle of men formerly 
prominent in an association wandering 
around like lost sheep, at the convention 
but not of it, treated civilly and court- 
eously but not consulted by the mechan- 
ics running the machine, sometimes un- 
known to the bulk of the delegates. The 
reason is perfectly simple. As the years 
go by and new blood is added there 
comes a change in the administration— 
several of them—and finally the associa- 
tion comes into control of a group which 
knows the former officers only as names 
or from meeting them casually in the 
lobby. It occasionally gets to be a case 
of a child not knowing its own parent. 


Unwrapped of the mantle of influence, 
his praises sung only by reason of tra- 


dition and handed down st: 


L L res, his 
sonality lost in the crowd, a8 


st many of 
_former chiefs cannot resisj these 


the tug of 
lecting time 
tickets and 


the convention, and as the y 
draws near they buy thei: 
attend. 

* * * 


Los Angeles The New Mecca for Agents 
Up to a year or so ago . 


L2¢ 3 wa. 
quitting their towns in drove. ra Flas 
ida where they hoped to rea), their es 
vest in the insurance by-product of the 
real estate boom. The met.jirs of hes 
agents is unprinted; they arc silent = 
flective, wondering how thiy can ec 
a graceful and unnoticed ; -entry ri 


their former fields. 
But now there is a new lure. 


Los Angeles. I am informed by ian : 
W. Ayars, manager of the !’hoenix Mu. 
tual in that city, that the number of in- 
surance agents who are writing to man. 
agers and general agents in that city 
asking, “Do you think I could make good 


if I came out to Los Angeles?” js enor- 
mous. Sometimes they phrase their let- 
ter this way: “I have some warm friends 
and close relatives in Southern Cal. 
fornia, and I am thinking of moving out 
there to be closer to them. What are 
the prospects for success?” 

The reason for this lure is Hollywood 
the magical city of the movies. They 
want to be closer to the stars and see 
them revolve in their orbits. They have 
read stories galore of the life out there 
and want to share in it. A new field 
probably fortune if not fame in insur. 
ance, beckons. 


Nothing could be colder and more ju- 
dicial than the letters the Los Angeles 
managers are writing in answer to the 
mail they are getting nowadays along 
this line. Agents who are lovers of ex- 
citement, who want to shine in the re- 
flected glory of the movie light, who 
think that there are easy pickings be- 
cause of the great incomes of part of the 


movie population, are shooed away. Los 
Angeles has enough adventurers to stock 
several cities and wants no more of them. 


A certain type of hard-working, consci- 
entious agent, who has real reasons for 
making a change of location, may fit into 
Los Angeles which is not different from 
other towns in that good men are wanted 
in its midst. 

* 4. * 


A Street Which Baffles 


And talking about Los Angeles there 
is one street in Hollywood—the main 
boulevard—which is the despair of many 
of the agents of the town. It is jammed 
with small shops which are there one 
day but not the next. This is because 
so many people go to Los Angeles with 
a small capital, start a business hoping 
to trust to luck. Sometimes the luck 
does not break right. The agent walks 
along the street, sees a most attractive 
little shop, with a superb, artistic win- 
dow display; makes his approach; sells 
a policy to the proprietor. 

Few months go by; expenses are met 
with difficulty; expected trade does not 
materialize; the proprietor xives up the 
ghost. Along comes the agent to make 
a follow-up call and finds a brand new 
tenant in the same location with an en- 
tirely different stock of gooils and just 


as attractive a lay-out as the former 
owner had, but what has become of his 
client and what will happen to the policy 
when the next premium becomes due‘ 
The business mortality rate and the lapse 


rate sometimes walk hand in hand. 

The more experienced agents in a 
Angeles go gunning for more substantia 
game, and get it. The newer agents 
profit by experience or fali by the way- 
side. 





L. J. Dunbar, former assistant director 
of publicity for James S. Kemper & Co. 
of Chicago, and prior to that in berg" 
tising department of Marsh Fie 
Co., Chicago, and also assistant editor 
the Missouri Historical Review, 18 10W 
with the National Association of , a 
ance Agents. His new connection 1s wi 
the “American Agency Bulletin. 
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CASUALTY And SURETY NEWS | 








mpulsory Auto Law 
Kdvocated i in Missouri 


DAMAGE SUIT LAWYERS WANT IT 





May Be Si: nilar to Massachusetts Act; 
Berrister’ ; Anticipate It as New 
surce of Income 





When the next general assembly in 
Missouri convenes at Jefferson City in 
January an effort will be made to put 
through a measure requiring all auto- 
mobilists of the state to take out lia- 
bility insura: Several prominent dam- 
age suit attorneys of St. Louis and Kan- 
sas City are said to be behind the move- 
ment and are quietly working up senti- 
ment in favor of the measure. Tentative 
plans are for a bill along the lines of the 
\Massachuse!ts law passed recently, but 


some discussion in favor of 
a state fund insurance bill. 

Some of the damage suit lawyers very 
frankly have stated on several occasions 
that their chief interest in a bill for com- 
pulsory is that it would in- 
crease the number of “live” damage suits 


there is als 


insurance 


they could bring. At present many auto- 
mobile owners have no real assets and 
when their machines run down and kill 
or injure a client of the lawyer’s, they 


have no weapon of defense. A judgment 
in such cases would not be worth the 
paper required to print it. 

But with a measure requiring all auto 
owners to carry $10,000 and $20,000 or 
$20,000 and $40,000 minimum insurance 
the lawyers see some fat days ahead and 
they will no stone unturned in 
their efforts to place such a bill on the 
statute books of the state. 

Opposed by American Automobile Ass’n. 


While the American Automobile Asso- 
ciation and its affiliated organizations, in- 
cluding the Automobile Club of Missouri, 
has publicly taken a stand against com- 
pulsory insurance, many influential agen- 
cies, including some metropolitan news- 
papers, have declared in favor of such 
legislation. For that reason the damage 
suit lawyers will not be alone in their 


leave 


fight for the bill now quietly being dis- 
cussed by them. 
One of the reasons why the lawyers 


are pushing this measure is because the 


enactment of an equitable workmen’s 
compensation act by Missouri in Novem- 
ber will deprive them of a certain income 
from industrial workers and they turn, 
accordingly, to a compulsory automobile 
law as their most promising hope. 

Missouri now has registered 14,000 
more automobiles than were owned in 
the state during 1925, according to the 
August report of the automobile registra- 
tion division ee Secretary of State Beck- 
ers office at Jeter City. 

On September 1 a total of 618,996 auto- 
mobiles and trucks had been registered 
with the siate compared with 604,166 for 
all of 1925. This year’s total includes 
356,446 passenger cars and 62,500 trucks. 
The registration year ends on January 
31, 1927. 


This gives an idea of the rich- 
ness of the field. 


W. J. Thompson Leaves 
the Globe Indemnity 


SUCCEEDED BY E. G. LINDQUIST 





Company Officials Present at Farewell 
Dinner Party; Has Formed the 
Thomson Brokerage Corporation 





It is with regret that the Globe In- 
demnity accepted this week the resigna- 
tion of W. J. Thompson, manager of its 
uptown New York office, who has en- 
tered the general brokerage field. Mr. 
Thompson’s successor is Eric G. Lind- 
quist, who has been associated with the 
Globe for the past seven years in under- 


writing and production work and more 
recently as special agent for Westchester 
and other nearby counties. Charles Ben- 
ton takes over the territory travelled by 
Mr. Lindquist as special agent. Mr. 
Benton comes from the Hartford Acci- 
dent & Indemnity. 

Appreciation of Mr. Thompson’s rec- 
ord with the company was accorded him 
on Tuesday night by a dinner party at 
Fraunces’ Tavern, the historical Pearl 
street hostelry. It was attended by more 
than forty of his office associates and 
friends and the following officers of the 
company: F. H. Kingsbury, vice-presi- 
dent and secretary; Thomas J. Grahame, 
resident vice- president; W. J. McCaffrey, 
vice-president; George F. Coar and Ken- 
neth Spencer, assistant secretaries. Pres- 
ident Reid was unable to be present but 
sent Mr. Thompson a splendid letter in 
recognition of his good work. A fea- 
ture of the occasion was when Mr. 
Thompson was presented with a beauti- 
ful Seth Thomas chime clock. ° 

Phases of His Career 


Mr. Thompson has been with the com- 
pany for the past ten years, serving in 
the capacities of automobile adjuster, au- 
tomobile underwriter at the home office 
and New York branch and office super- 
visor. In May, 1923, his all-around abil- 
ity was recognized and he became man- 
ager of the newly opened uptown New 
York branch of the company. That he 
has_ developed a substantial volume of 
business among uptown brokers is indi- 
cated by the fact that it is now doing on 
the average of $500,000 of business an- 
nually. oe 

Mr. Thompson has organized the 
Thompson Brokerage Corporation and 
has opened offices at 21 East 40th Street, 
New York. He is president and gen- 
eral manager’ and associated with him 
is F. Schoenhardt as _ vice-president, 
Mr. Schoenhardt was formerly with the 
Globe Indemnity and for the past four 
years has been head of the insurance de- 
partment of Mark, Rafalsky & Co., New 
York. The Thompson Brokerage Cor- 
poration will conduct a general broker- 
age business in all lines of insurance. 

Mr. Lindquist is well qualified to con- 
tinue the efficient service and close co- 
operation with brokers that character- 
ized Mr. Thompson’s reign as_ branch 
manager. 





J. J. ALEXANDER RESIGNS 


J. J. Alexander, who for the past 
twelve years has been performing trial 
work and special legal service in New 
York for the Maryland Casualty Com- 
pany, has resigned, to take effect within 
a few weeks. 
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“Al B. Careful” Is 
Heard From Again 


PEN NAME OF C. I. BUSSING 





Activities of New York Broker in Acci- 
dent Prevention Described; His 
Annual Blue Book 





More than four years of consistent 
accident prevention work in New York 
City and other parts of the country has 
earned for Charles L. Bussing, head of 
a brokerage office in New York special- 
izing in liability insurance, a reputation 
second to none in insurance circles. 
Taking the name of “Al. B. Careful,” 
Mr. Bussing has conducted a vigorous 
campaign against the occurrance of .acci- 
dents, largely through the medium of 
novel and ingenious posters, bulletins and 
direct mail material. 

An outstanding result of Mr. Bussing’s 
work was the erection of a large bulle- 
tin board at each of the ten plants of 
the Reid Ice Cream Co. in New York 
City, which read: “Men of Reid! Thou 
Shalt Not Kill. Obey the law and avoid 
Accidents.” The National Safety Coun- 
cil also figured in this campaign with a 
significant bulletin inserted in a panel of 
each board. The officials of the Reid 
Company were so much interested in the 
campaign that they sent post cards to 
every one of their employes urging upon 
them the need for preventing accidents. 
“It helped a lot,” they said when it was 
over. 


His Postfolio Attracts Attention 

Mr. Bussing comes into the limelight 
at this time with the publication of his 
annual accident prevention blue book. 
His experience in advocating and work- 
ing for accident prevention has enabled 
him to gather statistics from all sections 
of the world on this subject. Evidence is 
overwhelming, he says, that the average 
person is negligent, hence inevitable 
casualties. By means of this book Mr. 
Bussing aims to educate the public to 
the urgency of practical safety methods 
which if followed will reduce the death 
and accident toll. 

An an indication of the results which 
his “Al. B. Careful” service is producing, 
a letter is reproduced from the Hartford 
Accident & Indemnity which reads: “It 
might be of interest to you to know that 
we have just associated your service with 
a large bakery fleet operating in the 
congested area of New York City. This 
particular fleet was causing considerable 

(Continued on Page 34) 


Ocean Accident Makes 
Four Field Promotions 


GOOD WORK IS RECOGNIZED 

H. P. MacLachlan Goes to Chicago; L. 

H. Rudd to Newark; D. P. Regan— 
Brooklyn; H. R. Newman—Albany 








Four promotions were made in the field 
force of the Ocean Accident this week 
and they were all in’ recognition of good 
work. H. P. MacLachan, who has been 
the company’s superintendent in New- 
ark for the past four years, becomes the 
assistant resident manager of its Chi- 
cago office. L. H. Rudd, supervisor in 
the Brooklyn office for the past three 
years, succeeds Mr. MacLachlan as su- 
perintendent in Newark. D. P. Regan, in 
turn, takes Mr. Rudd’s place as. super- 
visor in Brooklyn and entire Long Island 
has been added to his territory. Mr. 
Regan was formerly special agent, met- 
ropolitan office, for nearly three years. 

The fourth promotion is in the Albany 
branch office where H. R. Newman suc- 
ceeds A. F. Wright, resigned, as resi- 
dent manager. Mr. Newman was for- 
merly special agent in Albany. territory. 

Mr. MacLachlan has a host of friends 
in Newark who will be sorry to see him 
leave. Coming to this country after a 
distinguished record of active fighting as 
a captain in the English army, he-started - 
his insurance career at $28 per week 
with the Employers’ Mutual of New 
York. He was with the Globe Indem- 
nity for about a year after that and then 
joined the Ocean Accident. For the past 
year he has been president of the Cas- 


ualty Underwriters’ Association of New 
Jersey. 





OPPOSE LIABILITY LAW 


A fight to a finish between the city of 
Chicago and the Independent Taxicab 
Drivers’ Association looms as a: result 
of the Illinois law requiring $2,500 cash. 
liability insurance or a $5,000 surety 
bond from each cab operating in the 
city. Two hundred members of the as- 
sociation have agreed to make every ef- 
fort to defeat the law. No insurance 
company will insure a single cab, de- 
clares W. H. Ashley, trustee and spokes- 
man for the association, who charges the 
law was sponsered by a large taxicab 
company to kill competition. 
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Ocean Accident Now In 
Its New Head Office 


IMPOSING MOORGATE BUILDING 





Big Housewarming Marked This Event 
—Company’s Staff Now Entirely Re- 
united Under One Roof 





One of the pleasant insurance events 
which occurred a few weeks ago in Lon- 
don was the Ocean Accident & Guaran- 
tee housewarming in its new head office 
building at Moorgate, E. C. The occa- 
sion was a. significant one as it marked 
the regathering of the rather scattered 
staff of the company under one roof. It 
has been close on two years since the 
various home office departments of the 
company were distributed for housing 
wherever room could be found for them. 
The stupendous job of moving, however, 
was executed smoothly by many motor 
lorries and an army of workmen. 

The new home office building is a 
commanding figure in the Moorgate 


community. It was Sewage yee: the de- 
sign of Sir Aston Webb, & Son, 
and consists of eight Seek = above 


the street level and two below. The up- 
per floors will be used as offices, while 
the basements will provide for heating 
apparatus, stationery stores, electric 
switch rooms, etc. 


Two Large Filing Rooms 

An interesting feature of the basement 
accommodations is the two file rooms, 
each containing about 3,000 feet of floor 
space, which provide for the filing of the 
many thousands of records of the com- 
pany. These files have been so ar- 
ranged that any document required may 
be found in a few moments and sent by 
an electric paper lift to the department 
calling for it. 

The entrance vestibule is lined and 
paved with marble and contains four fine 
columns from quarries in Italy. 

The memorial to those members of the 
staff who fell in the war, which had been 
erected in the old offices of the company 
and stored away during the period of 
reconstruction, adds a touch of beauty 
to the entrance. 

Among other features of the new 
building are entrance doors and window 
frames of bronze, panelling of fine qual- 
ity teak, rubber flooring to insure quiet- 
ness, a vacuum cleaning plant and per- 
fect ventilation arrangements. 

A recent issue of the “Post Magazine” 
of London not only includes a large pic- 
ture of the new building but a descrip- 
tive feature story. 





BRANCH OFFICES NOW OPEN 


The Newark branch of the Banking 
and Insurance Department of the State 
of New Jersey, which was opened last 
week in the Industrial Building, consists 
of a suite of five offices. William B. 
Wiegand, who was an insurance exam- 
iner for five years in the insurance de- 
partment of the State of New York, is 
the chief insurance examiner of the new 
office. 








LEGAL NOTICE 








STATE OF NEW YORK 
INSURANCE DEPARTMENT. 
Albany, August 9, 1926. 
I, James A. Beha, Superintendent of 
Insurance of the State of New York, 
hereby certify pursuant to law, that the 
PACIFIC MUTUAL LIFE INSURANCE 
COMPANY (Casualty Department), of Los 
Angeles, California, is duly licensed to 
transact business in this State, and in its 
statement filed for the year ended Decem- 


ber 31, 1925, shows the following con- 
dition : 
Aggregate amount of admitted 

BONES 2 cc ccccccccccebdeccnscs $104,991,904 06 


Aggregate amount of liabili- 
ties (except capital and sur- 


plus) including reinsurance. 96,965,180 56 


— of actual paid-up 
RAE Se, SEG 8,000,000 00 
Be. na over all liabilities. . 5,026,723 50 
Amount of income for e 
PORE. vccze chnetabneseebease 5,935,595 03 
Amount of disbursements for 
TRO FONE ocvidevncsevscothus 4,571,548 20 


JAMES A. BEHA, 
Superintendent of Insurance. 























37 Montgomery St. 











We Invite Your Inquiry— 


We are equipped to give unusual 
co-operation in the following lines: 


AUTOMOBILE & GENERAL LIABILITY 
PROPERTY DAMAGE & COLLISION 
WORKMEN’S COMPENSATION 
ACCIDENT AND HEALTH 
PLATE GLASS 








Manufacturers’ Liability Insurance Co. 


Manufacturers’ Liability Insurance Co., Building 


Jersey City, N. J. 
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NEWARK’S SAFETY COURSES 





Will Cover Every Form of Safety In- 
cluding a Course for Social Workers 
—A New Departure 

About one hundred safety courses 
have been provided for in the tentative 
eight months’ program of the Newark 
Safety Council which started on Septem- 
ber 21 and ends May 2. In the outline 
of the program a safety meeting for so- 
cial workers appears for the first time in 
a safety council plan of work. 

This is considered to be important 
since it is believed that many persons 
who are in need of safety instruction 
in their homes may be reached through 
social workers. Heretofore, home safe- 
ty has presented a problem, since those 
who needed instruction in home safety 


were not in the established lines of con- 
tact of the safety council. 

The following is an outline of the 
proposed program for the coming year: 

Public Safety—Classes for men driv- 
ers of automobiles: September 21 and 
28; October 5, 12, 19 and 26 (Tuesdays). 
Classes for women drivers: November 
12, 22 and 29; December 6 and 13 (Mon- 


October 26 
9, 16 and 23 (Tues- 
April 7, ti. 21 and 21 and May 6 


days). Commercial drivers: 
and November 2 
days). 
(Thursdays). Public safety dinner each 
month from Séptember to April. 
General Safety—Safety school for so- 
cial workers: November 17 and 24; and 
December 1, 8 and 15 (Wednesdays). 
Fire Prevention school: September 23 
and 30, and October 7, 14 and 21 (Thurs- 
days). First aid school: November 16, 
ri 23 and 30, and December 2, 7, 9 and 


Industrial Safety — Foreman’s school: 
November 4, 11 and 18; December 2, 9 
and 16 and January 6, 13 and 20 (T hurs- 
days). “No accident” month to be ob- 
served in industrial plants, October and 
February. 

Lighting School: October 4, 11, 18 and 
25, and November 1. 

Executives’ safety meetings in Octo- 
ber, January and April. 

Workers’ mass-meetings in September, 
December and March. 

Safety superintendents’ 
ary 4, 11, 18 and 25; 
and 22. 

Foremen’s safety club, last Tuesday of 
each month, September to April. 

Watchmen’s school: April 5, 12, 19 and 
26, and May 2. 


school: Janu- 
February 1, 8, 15 


National Surety: 
N. Y. Indemnity 
Publicity Stunt 


Atlantic City, Sept. 23 


\s member 
é 8 
of the convention of loca! 


agents walk 
down the corridor of th \mbassador 
Hotel towards the meetin place they 
are greeted with a sign as big as the 
side of an old fashioned barn showing g 
panorama of a city painicd in high 
colors. 

It is the productoscope 6! the National 
Surety Co. and the New York: Indemnity 
Co. 

A key diagram tells what kinds of 
bonds and insurance can be written on 
or in every building depicted on the 
billboard. 

If anyone wants furth¢ explanation, 
John L. Mee, of the National Surety 
and T. L. Bean of the New York Indem- 
nity, are present to hand out the infor- 


mation. 


VIOLATES COMPENSATION LAW 

Because Fred Hernstorf, of 124 East 
28th Street, who conducts a barber shop 
at 605 East Tremont Avenue, Bronx, 
failed to provide workmen's compensa- 
tion for a barber he emploved, was fined 
$20 in the Brox oe er eecipal Term Court. 


“AI B. Careful” 


(Continued from Page 33) 


annoyance to us,:in view of the fact that 
it was becoming implaceable. 

“During the past two years six acci- 
dents were being reported on this risk 
per week. Since the inception date of 
your service, which is now closing out 
its eleventh week, we have had reported 





during that period of time three acci- 
dents, only one of which probably could 
be charged to negligence on the part of 


the chauffeur.” 
Likened to Irvine O. Chester 


The good work being done by Mr. 
Bussing recalls to mind a local agent 
who was prominent for a decade in fire 
prevention work. His name is Irvine 0. 
Chester, of Westerly, Rhode Island, now 


retired from active business. Mr. Ches- 
ter attracted widespread attention 
throughout the country for a number of 
years because of the interes: he aroused 
in his home town, especially among 
school children, in fire prevention. 


———$———————— 











CASUALTY 





Special 


THIS IS THE TIME of YEAR 
when BOILER INSPECTIONS can and should be made 


Order YOUR BOILER INSPECTIONS NOW 
for your fall and winter BOILER BUSINESS 


PRIVATE DWELLING BOILERS 


(Round Cast Iron) 


$25.00 for THREE YEARS 
For limit of $1,000 Property Damage 


ASK FOR FOLDER 


ROYAL INDEMNITY COMPANY 
84 William Street 
New York 


= ALL FORMS 


$$ — 


_ SURETY 
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Henry S. Ives Scores 
Government Ownership 

TALK TO ELECTRIC LIGHT MEN 


Casualty Interests Have Never 
Sealed in Vain to National 
Electric Light Association 





Ives, vice-president, Casualty 
Information learing House; who has 
been traveling around the country mak- 
ing talks on the invasion of the rights of 
private companies and enterprises by the 
poke significantly on this 
veek before the New Eng- 


Henry S. 


government, 
subject last 


land Division of the National Plectric 
Light Association meeting at Poland 
Springs, Maine. 

The high spot of his address was 


reached when he said: “It is our job to 
impress on th tablets of the understand- 
ing of every business man and property 
owner in this country the axiomatic but 
little appreciated proposition that no sin- 
cle industry or business can be lifted 
out of the mass of privately conducted 
enterprise, endowed with the atrributes 
of sovereignty, subsidized by taxation 
and operated by a political bureaucracy 
without every privately conducted busi- 
ness feeling the baneful and depressing 
effects of such a procedure. 

“Many insurance companies have rec- 
ognized this situation,” he said, “and 
some have gone so far as to reach their 
policyholders with a warning. You are, 


of course, familiar with the message sent 
out by President Haley Fisk of the Met- 
ropolitan Life on this subject to all of 


its patrons. Later the Casualty Infor- 
mation Clearing House, of which I hap- 
pen to be an officer, sent out a similar 
warning to the policyholders of the stock 
casualty companies which it represents. 
“As all financial transactions between 
the casualty companies and policyholders 
are had through the agents and no bills 
are sent direct, it was necessary to in- 
terest these agents in making the distri- 
bution direct to their clients. We had 
unusual success in this effort and our 
agents used more than 500,000 copies of 
our ‘Message to Policyholders,’ which 


went for the most part to business men.” 
Praises Electric Light Industry 
Mr. Ives told the convention that this 


message was broadcasted not only be- 
cause his bureau thought it the right 
thing to do, but also because of the 
friendly and sympathetic co-operation 
the insurance interests have had from 
the electric light and power industry 
through the National Electric Light As- 
sociation and its subsidiary organization. 
“We have never appealed to your Na- 
tional Association in vain for help,” he 
said, “in solving our government owner- 
ship problem. Although there may be 
Insurance men and public utility opera- 
tors who are as yet not consistent in 
their attitude towards such questions and 


who do not as yet recognize the eco- 
nomic and political interdependence of 
industry, | hope that if we continue tol- 
erant of each others’ failings and pro- 
ceed with the necessary educational pro- 
gram it will not be long before all of us 
will be viewing our mutual difficulties in 
the same licht. 
“From a 


om a country wide experience in 
appraising husiness consistency, I am 
quite sure that those engaged in the 
electric light and power industry practice 
what they preach in regard to public re- 
lationships and political and economic 


doctrines io a greater extent than do 
Ose connected with any other similar 
enterprise.” 


MUST FILE $10,000 BOND 





A Conditior: of Construction of St. Law- 
rence River Water Power Devel- 
_Opment in This State 
Pio New York State Water Power 
ose aaa has adopted a resolution 
ik § torth the conditions under which 
Posen will be issued for the develop- 
ea eth St. Lawrence River Water 
‘ T, the estimated cost of which de- 
ment is more than $225,000,000. 


Commonwealth Casualty 
Plans Big Expansion 


TO ENTER MANY NEW STATES 





Capital to Be Doubled to $600,000 and 
Surplus Increaséd; Branch 
Managers Meet 





Plans for expansion are under way in 
the Commonwealth Casualty, the oldest 
casualty company in Philadelphia, which 
will extend its operations into states 
never before entered and enlarge its 
underwriting policies substantially. As 
soon as the details of doubling its capi- 
tal from $300,000 to $600,000 and increas- 


ing its surplus materially have been 
worked out, this step ahead will be 
initiated. 


In the meantime the company is work- 
ing up the interest of its field force in 
the coming developments. A conference 
of branch managers was held at the 
home office the latter part of last week 
which was attended by Morris G. Levy, 
Pittsburgh manager; E. W. McDonough, 
Newark, northeastern New Jersey gen- 
eral agent; Arthur Fisher, Cleveland, 
Ohio, general agent; T. Clark McCon- 
nell, Cleveland, general counsel of the 
claim department in Ohio, and Louis 
Pinnert, Jersey City, manager of the spe- 
cial policy department. 

The company started business Janu- 
ary 1, 1895, under the name of the Fra- 
ternities Accident Order of Philadelphia. 
lt was reorganized in 19060 as a stock 
company, at which time its present title 
was adopted. It is now entered in twen- 
ty-six states and writes accident and 
health, auto liability, liability other than 
auto, automobile and teams property 
damage. 

In its accident and health department 
operations for the past ten years have 
been very profitable, practically all of 
this business being written on the indus- 
trial plan which accounts for its small 
unearned premium reserve. 

The change in the company’s official 
staff last week due to the retirement of 
E. S. Cook as secretary and director, 
necessitated the election of C. William 
Freed, second vice-president, to be also 
secretary. A. M. Greenfield, active in 
the fields of finance and real estate, was 
made a director in Mr. Cook’s place. 
Philadelphia newspapers speak highly of 
Mr. Greenfield’s ability. 


PLANS OF N. Y. SAFETY EXHIBIT 








To Use It as an Effective Weapon in 
Reducing the Heavy Casualties 
in Industry 

The tenth industrial congress and 
safety exhibit to be held in New York 
State on November 29 to December 2 
will bring together representatives of all 
interests in the state which suffer from 
industrial accidents or which can help in 
reducing them. 4 : 

Plans are developing to make this 
year’s congress an effective weapon for 
reducing the appalling toll of suffering 
and economic loss annually imposed by 
accidents in industry in which there were 
reported to the Department of Labor in 
the year ended June 30, 1926, 441,401. 
During the same period of time the De- 
partment made 99.673 final awards of 
compensation while cash payments by 
employers and insurance carriers 
amounted to the total of $26,199,511. 

State Industrial Commissioner James 
A. Hamilton in discussing the congress 
and its objects said: 

“Excellent resu!ts were obtained from the 
congress of last year, but because of the fact 
that there were reported to the Department in 
the fiscal year ending June 30, nearly half a 
million industrial accidents, I feel that we must 
do more than we have done. It is the plan 
of those in charge of the congress to make this 
year’s gathering one that will be an effective 
weapon in the matter of reducing the appalling 
toll that industry takes each year in dollars 
— suffering from tht residents of New York 

tate.” 


AGAINST COMPULSORY LAW 


Fearing that the coming General As- 
sembly of Maryland may pass a compul- 
sory automobile insurance law, insurance 
men of Baltimore are preparing to make 
an organized resistance to the passage 
of such a measure. 














BOSTON 
Paid-In Capital $3,000,000 


BUSINESS-BUILDERS 


DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 
T. J. FALVEY, President 


Write For Territory 
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{ERICAN ACCIDENT INSURANCE (0. 
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CHICAGO 


AGENCY OPENINGS IN 


44 STATES 








WANTS LOWER P. G. RATES 





Insurance Commissioner J. S. Read of 
Oklahoma Feels That the Average In- 
dividual Can’t Carry the Cost 
Plate glass rates are coming in for 
attention by the Oklahoma State Insur- 
ance Board, according to Jesse G. Read, 
insurance commissioner and board mem- 
ber. The present rate asked by the 
companies is prohibitive, the commis- 
sioner feeling that the average individual 
is unable to carry plate glass protection 
in the state. The average company pays 
back only forty cents on the dollar, 
which the board believes is inadequate. 
After facts and figures have been com- 
piled, it is expected that a demand for 
lower rates will be made by the board. 


APPLETON WILL FILED 
The will of Samuel Appleton, the late 
United States manager of the Employ- 
ers’ Liability, was filed this week. Mr. 
Appleton named his daughter, Maude E. 
Appleton, of Boston, as executor and she 
has filed a bond in the sum of $2,000,000. 
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Service Contracts 
re) of 
Quality Superiority 
to to 
Policy Holders Representatives 





THE NATIONA 
of DETROIT 


Eastern Dept. Western Dept. 
81 John St. Pacific Bldg. 
New York San Francisco 

Northwestern Dept. 
Palace Bldg. 
Minneapolis, Minn. 














C. A. Craig, President 


W. R. Wills, Vice-Pres. 


W. S. Bearden, Sec. & Treas. 


The National Life and Accident Insurance Company 


Inc. 


NASHVILLE, TENNESSEE 
Indastrial Life, Ordinary Life, Health and 


Accident Insurance 




















A Progressive 


SURETY ano CASUALTY 
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“*_he pours upon 
the earth, with a 
superb gesture, 
the bread of the 
future.” 

Said of Millet’s 


masterpiece, 
“The Sower.” 


Going 
Nature 


One 
Better 


1 HEN you sell Travelers Accident insurance you are sowing the seed 
~, of future business in many other lines. But in at least one respect, 
fe you are going nature one better. Nature is deliberate; often capri- 
\) cious. The sower of grain must wait for his seed to sprout; for his 
= crop to ripen. Many of the calls you make on accident prospects 
will immediately ripen into results. 


Accident insurance is good seed of a multiple line clientele. Almost every 
man and woman is now a prospect for one of the many accident policies The 
Travelers writes. Only one prospect in every twelve now carries this insurance. 


When you leave a man’s office with the signed accident application, and 
information regarding him, you are in a good position to plan a life insurance 
program for him; or determine whether he is a good prospect for automobile or 
burglary; or whether he is the man who can say “yes”? on compensation, group, 
public liability, paymaster holdup, business life or other business lines. 


Accident insurance is a perennial. It renews year after year. Sow your 
accident solicitations freely. You will develop other profitable business on your 
accident policyholders. You will continue to reap a harvest from this year’s seed 
for ten, twenty or more years in the future. 





‘ 


THE TRAVELERS 


THe TRAVELERS INSURANCE CoMPANY Tue TRAvELERS InpemMNnity Company THE TRAVELERS Fire InsurANCE CompANy 
LIFE L. F. BUTLER, PRESIDENT FIRE 
ACCIDENT Hartford, Connecticut WINDSTORM 
LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY, INLAND MARINE 
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54 Agents Are Winners 

~ In Accident Contest 
, CONNECTICUT GENERAL ian 





: ral Agents Also Get Plaques 
Eig nag Housewarming: For 
Commercial Accident Business 





An interesting event at the Connecti; 
on General hi susewarming: last’ wéek, was 
the awarding of prizes to the winners in 


smapny’s recent contest for acci- 
eee beainess which was held on Wed- 
nesday mofniig. F. B: Wilde, secretary 
‘. charge 0! this department and George 
r3 - istant secretary, did the pre- 


=’ These prizes were for commer- 
cial acciden! premium business secured. 
Fight general agencies received plaques 
as follows: Minneapolis, Wilkes-Barre, 
Bridgeport, Montpelier, Indianapolis, 
Kansas City, Plattsburgh and Rutland. 


In addition, fifty-six individual produc- 
ers received prizes; five won traveling 
bags, severl, cameras; ten, vacuum bot- 
tles, and thirty-four, pocketbooks. Those 
who received traveling bags were: S. E. 
Andrews, Sroith & Warrington, Boston; 
W. S. Cooledge, A. C. Matthews Agency, 
Boston; H. M. Walker, F. Pierce 
Agency, Philadelphia; I. M. Cook, Picker 
& Kaufman, Minneapolis; Messrs, Wells, 
Potter, Fish and Ustick ~ of Goulden, 
Woodward, Cook & Gudeon, New York. 

Vacuum bottles went to the following: P. P. 
Duffy, Drewry & Daingerfield, Richmond, Va.; 


W. E.: Heritage, Gudeon, Woodward, Cook & 
Gudeon, New York City; J. E. Houle, J. B. 
Caldon Agency, Nashua, N. H.; J. John- 


son, George A. Bredehoft, Toledo; C. I.. Read- 


ing, A. L. Intlehouse, Providence, R. I.; M. 
Saveibere, L.. D. Bell, Terra, Haute, Ind.; W. 
L. Wyatt, John T. Shirley, Pittsburgh, Pa.; J. 
J. Collins, J. Allen Fiske, San Francisco; H. L 


Machol, Wallace & Spencer; H. M. Oswald, 


Picker & Kaufman, Minneapolis; C. D. Retan, 
F. E. Gendron, Rochester. 

The following agents received cameras: E. H. 
Bosworth, Barlow Agency, Springfield; J. E. 


Chic, Pixler & Pixler, Huntington, West Va.; 
F. E. Harris, R. A. Briggs,, Montpelier, ‘eS 


E. Wasson, J. Allen Fiske, San Francisco, and 
N. Juell, Packer & Kaufman, Minneapolis. | 
Pocketbooks were awarded to the following: 
J. J. Barsam, A. E. Beening, E. H. Carroll, 
j. E. Davis, H. B. Fairbanks, ae G. Florin, 


R. Hassenplug, T Jackson, K. E. Keith, 
Mrs. F. B. Kirschman, H. -L. Logue, R. D. 
Olcott, A. T. Powers, R. G. Quaile, C. B. Rock- 
well, W. R. Roszel, Jr., A. W. Russell, G 
Siverd, G. }. C. Smith, A. E. Stearn, W. 
Teachout, A. T. Whitaker, C. F. Wyman, R. W. 
McClure, E. P. Bateham, A. W. Beck, L. B 
eon, W. B. Mallon, 


Bloom, J. C. “Hood, W. 
F. B. Tufts, S. H. Welsh. 


NO ACCIDENT MONTH 





Hudson County Safety Council of New 
Jersey to Conduct Industrial Cam-_ 
paign for Month of November 
The response to’ the “No Accident 
Month Campaign” last April met with 
such success that the Industrial Safety 
Committee of the Hudson County Safe 
ty Council have decided to hold another 
campaign among the industries of the 

county in November. 

Forty-six plants with a total of 16,260 
employees were enrolled in the April 
campaign. 
3,193 employees went through the entire 
month without a lost-time accident. 

The campaign will be open to all in- 
dustries regardless of size or kind of 
operations in the Hudson County manu- 
facturing area and no fees or other ex- 
pense will bé involved except as may be 
Incurred by employers in making special 
arrangements in their own plants. 

For the purpose of the campaign an 
accident is defined as “an injury arising 
out of employment and resulting in death 
Or permanent disability or loss of time in 
addition to the day or shift in which 
the injury was received.” However, if 
the employee loses less than half time 
on the day or shift followin 
which the injury was received the in- 
jury should not be reported as an acci- 
dent to be recorded in this campaign. 

Plants entered in the campaign will be 


graded according to the number of em-: 


Dloyées, and the names of the plants in 
tack trade group which have’ the fewest 
accidents cach week during the cam- 
Paign will be published in the daily press. 
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New Ori Sy 


CASH CAPITAL. 
$2,450,000.00 ; 








Nineteen plants employing’ 


that in~ 


UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Automobile, 
Workmen’s Compensation Insurance 
Executive Offices: 


Union Indemnity Bldg. 
lew Orleans New York 


COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 


Eastern Department: 
100 Maiden Lane 








Metropolitan’s Entree 
Into Mortgage Field 


OPENS FULL-FLEDGED DEP’T 

Places Wm. P. Stanton, Newly Elected 

Vice-President in Charge; Experienced 
Architect and Underwriter 





While the Metropolitan Casualty has 
had some activity inthe field of. guar- 
anteeing mortgages in the past, it was 
not until recently that it opened a full- 


fledged department to take care of this - 


work. William P. Stanton, experienced 
both as an architect and underwriter, 
was elected vice-president of the com- 
pany in charge of this department. Under 
Mr. Stanton’s supervision, the company’s 
plans to meet the rapidly growing need 
for mortgage guarantees by surety com- 
panies should move forward rapidly and 
successfully. 

During the past twenty-five years Mr. 
Stanton has been in close touch with 
the real estate and mortgage situation 
by reason of having placed and under- 
written several millions in first mortgage 
real estate bonds throughout the United 
States. 

He is also a registered architect of 
New York State and studied architec- 
ture with Renwick, Aspinwall and Owen 


; of New York City, now Renwick, Aspin- 
For a number of years - 


wall and Tucker. 
he specialized in construction supervision 
as assistant to the architect of the New 
York Central and Hudson River Rail- 
road and for six years was associated 
with the U. S. Mortgage & Trust Co., 
where he applied his architectural knowl- 
edge to estimating building values -in 
connection with their loans. 

Since Mr. Stanton’s retirement from 
active architectural practice, he has spe- 
cialized in the appraisal of real estate 
and for ten years was appraiser for the 
Lawyers’ Title and Guarantee Co. in 
Kings, Queens, Nassau and Suffolk coun- 
ties. He is a director of many real es- 
tate companies, a member of the Brook- 
lyn Board of Real Estate Brokers, Shel- 
ter Rock Country Club, Saltaire Yacht 
Club and the Jamaica Club. 





COMMISSIONER BUTTON’S RULING 

Commissioner Button of Virginia has 
ruled that hostlers and caretakers of the 
Virginia National Guard, although fed- 
eral employees, come within provisions 
of the Virginia workmens’ compensation 
act during periods of encampment when 
they are in actual service. He has also 
ruled that compensation premiums of 
members of the guard must be based 
upon the actual pay they receive and not 
upon the minimum weekly wage of $30 a 
week fixed by the legislative act of 1926, 


More Training Needed 
Of Class-Room Type 


THE STANDARD ACCIDENT PLAN 





Its Practice of Giving University Gradu- 
ates Six Months’ Course Praised; 
A Constructive Step 





The practice followed by the Standard 
Accident in giving annually a students’ 
training course to university graduates is 
a step in the right direction. This year 
the class will be composed of twenty 
young men, fresh from nine different uni- 
versities, including the University of 
Pennsylvania, University of Illinois, Bos- 
ton University, Texas State College, Uni- 
versity of Michigan, Leland-Stanford 
University, South Methodist College, In- 
diana University and Iowa State College. 
Their period of training usually lasts for 
six months and then they are sent into 
the field or are given minor executive 
positions in the home office. 

The value of this type of training is 
well recognized by casualty production 
chiefs. Not only does it freshen the 
business with young men of executive 
timber but it gives them a fair start on 
their business careers. One casualty ex- 
ecutive, who has for long been an advo- 
cate of company training courses, had 
the following comment to make this 
week: “At a meeting of casualty pro- 
duction chiefs last May in New York 
City it was generally felt that casualty 
companies would have to place more 
stress on the training of new men com- 
ing into the business. Several new com- 
panies have entered the field this. year 
and the business is growing so rapidly 
that the time may soon come when there 
will be a shortage of executive material 
in both home office and field. 

“It is most commendable that the 
Standard Accident should give these 
young university men a rigorous train- 
ing in all’ the home office departments 
for the purpose of acquainting them with 
every important phase of the business. 
When they do step into the business 
actively they will know what it is all 
about and not be groping around in the 
dark as so many beginners are apt to 
do.” 





ADMITTED TO MICHIGAN 


The Central Surety and Insurance Cor- 
poration of Kansas City, Mo., has been 
licensed to do business in Michigan. The 
company will handle compensation, auto 
collision and property damage liability, 
teams property damage, plate glass, and 
burglary business. 





W. E. Small, President 


Georgia 


Atlanta, Ga. 





Surplus and Reserves as to Policy Holders Over $3,000,000 


Casualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Vice President 


Liability 

Property Damage 

Workmen’s 
Compensation 








Michigan Awaits Better 
Compensation Laws 


DEPENDS ON NEXT GOVERNOR 
Mayor F. W. Green of Ionia, Republican 


Party’s Choice, In Favor of 
Higher Rates 








It looks as though there may be some 
revision of the workmen’s compensation 
laws in Michigan during the 1927 session 
of the state legislature as a result of the 
Republican party’s choice at the recent 
primaries of Mayor Fred W. Green of 
Ionia as the nominee in the race for 
governor. Governor Alex. J. Groesbeck, 
who sought a fourth term, was decisively 
defeated by Mayor Green, who has made 
the promise of executive influence in 
favor of higher compensation rates as 
one of his chief campaign appeals. 

Due to the dominance of the Republi- 
can party in Michigan, many persons are 
already conceding Mayor Green’s elec- 
tion to the office and political lines are 
being laid accordingly. The nominee ap- 
parently will have a preponderance of 
sentiment in his favor in the legislature 
and it is anticipated that, should he be 
elected, he will be in position to fulfill 
most of his promises in the way of legis- 
lative changes. 

Nothing Done During 1925 Session 

During the 1925 session of the legisla- 
ture, bills were introduced which would 
have greatly altered the whole compen- 
sation code and would have appreciably 
increased benefits. The bills were drawn 
by a special commission appointed by 
Governor Groesbeck to investigate the 
compensation situation, but they received 
little legislative consideration, never 
emerging from committee after consider- 
able opposition was voiced to them by 
manufacturers’ representatives at a pub- 
lic hearing. 

The Governor was blamed by some 
for the bills smothering on the ground 
that he failed to give them his consider- 
ation and turn them over to the legisla- 
ture in time to assure their passage. In- 
surance interests were aligned with the 
manufacturers in their opposition to the 
1925 bills, as they not only increased 
benefits but advocated a more actively 
competitive state accident fund and 
would have turned over to the depart- 
ment of labor and industry management 
of the fund, thus placing the compensa- 
tion commissioners in position to take 
much business from private carriers and 
turn it over to the state. 

Mayor Green, in his campaign, took 
up the cry that Governor Groesbeck 
killed the increase in compensation rates 
and asserted that he would see to it that 
the rates could be increased during his 
incumbency, if elected. He claimed the 
present schedule, based on a maximum 
of $14 a week, is entirely inadequate to 
cope with present-day prices and living 
standards. 

Changes will probably be made in the 
personnel of the department of labor and 
industry by the new executive, also, as 
all of the four present commissioners 
were active supporters of Governor 
Groesbeck for renomination. The pres-" 
ent compensation commissioners are Cart 
Young, Samuel H. Rhoads and L. H. 
Saunders. 


A TRIBUTE TO ROWE 

Forty-three men, closely associated 
with J. Scofield Rowe, president, Metro- 
politan Casualty, honored him at a tes- 
timonial.dinner this week, commemorat- 
ing his second anniversary as president 
of the company. With Vice-President 
Luther E. Mackall as _ toastmaster, 
speeches were made attesting to the 
sound and rapid growth enjoyed by the 
Metropolitan under Mr. Rowe’s leader- 
ship. A further tribute to him was of- 
fered in the form of songs especially 
written for the occasion and sung be- 
tween the courses of the dinner. 

At the conclusion of the dinner a suit- 
ably engraved cigarette case of ham- 
mered silver was given President Rowe 
as a token of esteem, the presentation 
speech being made by Vice-President S. 
William Burton. 
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W.C. Executives Resent 
Dr. Cerwin’s Charge 


MADE “BEFORE HOSPITAL ASS’N. 





Felt That German Physician Is Ignorant 
of Real Value of Workmen’s Com- 
pensation to Hospitals 





Casualty executives are of the opinion 
that the American Hospital Association, 
convening this week at Atlantic City, are 
getting off on the wrong foot in voicing 
a grievance against workmen’s compen- 
sation. The daily newspapers for the 
past few weeks have been well supplied 
with publicity as to the stand this asso- 
ciation would take. When the conven- 
tion got into full swing on Tuesday, Dr. 
Lewinski-Corwin, a German physician 
and director of the Hospital Information 
Bureau of the United Hospital Fund, had 
a paper read for him in which was stated 
that money that should be paid to hos- 
pitals for the care of compensation cases 
is not paid. Instead it is given out in 
dividends to the insurance company 
stockholders, while the patient is being 
pauperized by the compulsory acceptance 
of charity. 

The implication is quite obvious that 
insurance carriers are making inordinate 
underwriting: profits on workmen’s com- 
pensation business.. As a matter of fact, 
the companies have had mighty hard 
sledding during recent years. Rates have 
have been inadequate and the result has 
been an annual underwriting loss of mil- 
lions of dollars. If it had not been for 
other casualty lines, many stock com- 
panies (which by the way are the only 
companies paying dividends to stockhold- 
ers) would have been seriously embar- 
rassed financially. 

Payment Required by Law 

It may be also implied by Dr. Cor- 
win’s statement that insurance carriers 
do not pay their bills when just claims 
are brought against them for hospital 
treatment. This they must do; in fact, 
it is required by the state authority 
which administers the law. In New York, 
for example, the Industrial Board has 
just as much authority to order the pay- 
ment of a reasonable hospital bill as it 
has to order the payment of compensa- 
tion benefits to an injured employe. 

The companies will not, however, pay 
padded or unreasonable bills. The law 
protects them in this attitude. Medical 
claims must be limited to such charges 
as prevail in the same community for 
similar treatment of injured persons of a 
like: standard of living. This provision 
is intended to prevent the doctor or the 
hospital from taking advantage of the 
fact that bills for services are payable 
by the employer or his insurance com- 
pany rather than by the injured work- 
man. 

Insurance carriers, irrespective of the 
limitation of the law, are inclined to offer 
unlimited medical and surgical treatment 
to injured employes on the ground that 
complete recovery of the injured man 
Saves compensation payments. They 
want the co-operation of hospitals and 
usually the just medical bill is paid 
gladly. 

It was felt by one casualty executive 
that Dr. Corwin has either an ax to 
grind or is generalizing from some par- 
ticular. personal experience. which is 
unique and does not represent normal 
conditions. It may be that he is “just 
plain ignorant of the facts.” 

Hospitals Benefit by W. C. Laws 


Another conclusion to be drawn from 
the Doctor’s paper is that the hospitals 
‘would be better off if there were ‘no 
-workmen’s compensation laws. The fal- 
lacy of this was shown by this execu- 
tive who said that the hospitals were 
in a much better situation under the 
laws than they were in the days of em- 
ployers’ liability. Workmen’s compensa- 
tion laws prescribe benefits which must 
be paid by industry. These include hos- 
pital expenses and the tendency is to 
provide absolutely unlimited medical 
benefits which are paid irrespective of 
fault and automatically. It was different 


in the days of employers’ liability when 
long cases involved a‘question of negli- 
gence and employers were liable only 
where fault could be shown on their part 
or on the part of their personal repre- 
sentatives. Then hospitals did have to 
do lots of charity work. Today they are 
confident that they will be paid, but 
sometimes they expect too much. The 
trouble is that many of them have sought 
to capitalize workmen’s compensation 
and failing to accomplish this have be- 
come disgruntled. : 

Another executive saw in Dr. Corwin’s 
speech the implication that insurance 
carriers are responsible for all of the de- 
ficiencies of present day workmen’s com- 
pensation legislation. In commenting on 
it he said: “The companies have no hand 
in shaping the legislation. They should 
not be blamed for deficiencies. If hos- 
pitals have proper complaint they can 
put their ideas over by selling them to 
state supervisory bodies whose business 
it is to improve workmen’s compensation 
legislation and technique. More effort 
expended in this direction and less call- 
ing of names where there is no justifica- 
tion will get the hospitals somewhere if 
they have a case.” 


CELEBRATES 25TH ANNIVERSARY 








Dinner Party Given in Honor of Otto 
Kaufmann, Claim Manager, Mary- 
land Casualty, in New York 


One of the happiest men in the Mary- 
land Casualty ranks this week is Otto 
Kaufmann, manager of the company’s 
claim department in New York, who is 
being honored by reason of his twenty- 
fifth anniversary with the company. Close 
on to fifty of his friends and associates 
presented him with a watch at an in- 
formal dinner party on Tuesday. Speech- 
es were made praising his long term of 
service and Charles W. Maydwell, man- 
ager of the home office claim division, 
came on from Baltimore bearing the 
congratulations of President F. High- 
lands Burns and his official staff. 

Mr. Kaufmann started with the com- 
pany in its home office as an office boy. 
The company itself was then only three 
years old. He served through various 
home office departments and then was 
sent out to the field. He was located 
at Atlanta at one time and later became 
claim manager of the Philadelphia office. 
His work there was so conspicuous that 
the company promoted him to head the 
claim department in New York, where he 
has been for the past ten years. It is 
understood that Mr. Kaufmann succeed- 
ed Eugene F. Hord as claim manager at 
that time. 





DEATH OF J. H. SILLIMAN 





Organizer and General Manager, Repub- 
lic Casualty; 40 Years in Business; 


Was 68 Years Old 


The death of John H. Silliman, sec- 
retary and general manager of the Re- 
public Casualty, this week, comes as a 
shock to his associates in the company 
and his many friends in the business. 
Mr. Silliman was sixty-eight years old 
and had been in the casualty business 
for more than forty years. 

Previous to his connection with the 
Republic Casualty, which he organized in 
1910, Mr. Silliman was with the Travel- 
ers, Standard Accident, Frankfort Gen- 
eral and North American Accident. He 
was a thirty-second degree Mason. He 
leaves his widow, Margaret E. Silliman, 
and three sons, H. C., G. F., and L. 
H. Silliman. 

The funeral services were held Mon- 
day of this week at his home in Pitts- 
burgh. 





“WHO ARE YOU?” 

One of the first booklets to be issued 
bv the Great American Indemnity for 
distribution is an interesting - affair 
known as “Who Are You?” 
personality sketch of the various offi- 
cers as well as stating concisely the pol- 
icy of the company. Burglary and auto- 
mobile folders will soon be published. 
This advertising work is under the su- 
pervision of Leslie F. Tillinghast, agency 
assistant. 


It gives a. 


New Casualty Company 
To Start in Canada 

THE AUTOMOBILE & ACCIDENT 

To Start With $2,000,000 Capital; Char- 


tered Under the tario Law; 
David McIntosh Its Organizer 





Canada is to have a new casualty com- 


pany to be known as the Automobile & - 


Accident Insurance Co. -of Waterloo, 
Ont. David McIntosh, recently con- 
nected with the Merchants Casualty and 
at one time with the Eagle, Star & 
British Dominions, is the organizer. 

The company will be chartered under 
the Ontario law and will operate in that 
province. It will write automobile and 
accident insurance at first, later taking 
on other casualty lines as its growth 
warrants. 

Its authorized capital is to be $2,000,- 
000 in shares of $100 each. Six thou- 
sand shares will be issued at first, on 
which $10 a share is to be paid to capital 
account and $10 as premium, creating a 
paid capital of $60,000 plus a surplus of 
$60,000. Out of the latter item it is 
planned to pay the initial expenses of 
about $18,000, leaving a surplus of $42,000 
On this basis the company will start 
operations in a healthy state. 

Mr. McIntosh then plans to sell 4,000 
additional shares on which $10 a share 
will be paid to capital account and $25 
as premium, bringing the paid capital up 
to $100,000 and the surplus up to about 
$122,000 after paying organization ex- 
penses. ; 

The directors of the Automobile & Ac- 
cident are all sound business men, well- 
known around Waterloo and elsewhere. 
They are as follows: William D. Euler, 
Publisher, Kitchener, Ont.; James Mal- 
colm, Manufacturer, Kincardine, Ont.; 
Senator James P. Rankin, Stratford, 
Ont.; Edwin W. Clement, Barrister-at- 
law, Kitchener, Ont.; David McIntosh, 
Underwriter, Waterloo, Ont. Other di- 
rectors will be added after incorporation. 

Mr. McIntosh, a Scotsman by birth 
with the attributes of that nationality for 
economy, has had ample training in in- 
surance and has the reputation of being 
a man with ideas. One of his best is 
that of concentrating his efforts in On- 
tario where the chief _part of the Cana- 
dian population of Canada dwells and 
where the most profitable business is to 


_ be obtained. 





10 YEAR DISABILITY POLICY 

The ten-year term policy with disabil- 
ity life income policies at ages 10:to 14 
years, which are issued by the Equitable 
Life of Iowa, are meeting with a very 
definite need as it will start an insured 
on a program of insurance ‘and disability 
coverage which may be carried through 
to completion on a permanent form of 
insurance without the necessity of any 
additional evidence of insurability. The 
company is also accepting life income 
policies with disability for these younger 
ages with the privilege of converting, 
upon receipt of satisfactory evidence of 
insurability, to a life or endowment plan 
either as of attained age or as of origi- 


-nal date, when the male attains insur- 


ance age of 15 and the female at 18. 





ENTERED IN 23 STATES 


The Great American Indemnity is now 
entered in twenty-three states and has 
a total of about eighty-five agencies, 
largely in -New York and New Jersey. 
During September it received its licenses 
in Michigan, Rhode Island, North Caro- 
lina, Virginia and Oregon. 





NAMES PENN. STATE AGENT 


The New Century Casualty of Illinois, 
specializing in: plate glass, has named 
Jerome S. Friedman of 327 Walnut 
Street, Philadelphia, as its Pennsylvania 
state agent. 
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P. G. Companies Appoint 
Hurricane Committee 


LOSSES’ BEIN INVESTIGATED 





Fine Feeling of Cooperation Displayed in 
Florida Emergency; Committee on 
Replacements Also Named 


The plate glass companies did not take 
long to snap into action following the 
Florida hurricane last week. President 
A. Duncan Reid of the Globe Indemnity, 
presided at a meeting the latter part of 
the week at which it was decided to ap- 
point a Florida hurricane committee to 
proceed to that state immediately for 
the purpose of investigating the nature 
and extent of the damage and also the 
possibility and cost of making replace- 
ments and settlements. 

Another committee was appointed as 
a research committee on cost and re- 
placement to ascertain the cost of pur- 
chasing in New York City and in other 
points outside of Miami the necessary 
glass for shipment to Florida, if such 
action should prove necessary. 

“It is gratifying to know,” said Mr. 
Reid, “that the companies in the present 
emergency are determined to cooperate 
in an endeavor to proceed with the im- 
mediate settlement of their losses on a 
common sense business basis.” 

National Board Bureau Available 

While the headquarters which the Na- 
tional Board of Fire Underwriters 
have opened at Miami, Fla., to facilitate 
the handling of losses due to the hurri- 
cane, will serve the fire insurance com- 
panies primarily, General Manager W. E. 
Mallalieu has gladly granted the plate 
glass companies the use of its facilities 
if they so desire. : 

This matter was taken up with Mr. 
Mallalieu at the suggestion of the gen- 
eral adjuster of one of ‘he prominent 
fire, insurance companies, who pointed 
out that as tornado policies and plate 
glass policies will both be contributing 
on many of the losses, ii would be to 
the advantage of companies of bot 
classes to have complete information . 
to the insurance of both kinds on 4 
risks. . 

Mr. Mailalieu said that if plate glass 
companies see fit to send cata as to “a 
policies in the devastated ‘istrict to on 
Miami bureau the information ee s 
recorded and the records as to et 
kinds of insurance would 0 available : 
the adjusters of companies of both ¢ fl 
es. If any of the plate glass —— 
companies desire to avail themselves, 
this offer, a list of their policies, giving 
name of assured, location 2nd god 
insured, should be sent to F. S. om 
care of National Board of “ire fa 
geen 710 Huntingdon Building, @ 

a. 
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Premium Developers 


IDELITY BONDS—blanket, schedule and individual 
—covering employes of merchants and manufactur- 
ers; Bankers Blanket Bonds—furnishing all ’round pro- 
tection for banks; Judicial Bonds—required in a large 
number of legal proceedings; Depository Bonds—cover- 
ing deposits of public money; Contract Bonds—gener- 
ally required in connection with public construction 
work and in many other cases. 


Residence Burglary, Theft and Larceny Insurance for 
householders; Mercantile Open Stock Burglary Insur- 
ance for stores; Mercantile Safe Burglary Insurance for 
safe-owners; Messenger and Paymaster Hold-up Insur- 
ance for contractors, manufacturers, merchants and 
others; Office and Store Robbery Insurance for offices 
and stores; Check Forgery and Alteration Insurance for 
both individuals and firms. 


The agent who is willing.to study a little, plan a little 
and keep plugging, will find that most, if not all, of the 
above bonds and policies can be sold in his community. 


~ FIDELITY And DEPOSIT 


COMPANY 


of Maryland 
BALTIMORE 
FIDELITY and SURETY BONDS and BURGLARY INSURANCE 


PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY 
Baltiraore, Md. . 


If you are not already adequately repre- 
sented in this territory I will be glad to 


ees Pave full information regarding an agency pp 





connection with your Company. 
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Wind Ravished Florida 

Florida comes again into the limelight—but this 

time the “playground of America” walks hand in hand 
with tragedy. INSU 
Throughout the United States relief organizations avon 
are aiding the stricken southérn flower. Ste 
Home adjusters and fieldmen’ were at work in | 

Florida soon after reports of the devastation came 
through. They are efficiently handling windstorm pees 
claims as they did at Princeton, Indiana and Frank- | ae 
fort, Illinois. All windstorm losses under Home poli- ment 
cies will be settled justly and with dispatch. value 
In everybody’s mind hover the questions—“What dos 
will the final count be in lost lives and property?” pa 
“How many of the millions of dollars of grievous loss res 
will be alleviated by insurance?” with | 
And then comes the thought, prompted by that nat- The 
ural instinct for self preservation—‘“What would pie 
happen to me if my property were razed like a house pw 
of cards by some destroying hand reaching down from AB vestir 
the clouds?” inves 
It happened last year in Indiana, Hlinois and Min- —— 
nesota. It came to New York and Massachusetts. i 
Only this summer New Jersey and Long Island felt dal 
the sting of its blow. This unpreventable destroyer of good 
property cuts a swath through countrysides, towns prese 
and cities—leaving damaged or ruined homes and = 

places of business which chance to be in its path. 
Where will it strike next? That is the uncertainty. Pi 
No one can tell—and there is no protection—no redress of B 
but Insurance. chai 
Pi 
A of in 
the 
Che HOME®S:25NEW YORK | : 
e COMPA 7 
Charles L Tyner President én 
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‘ ing 
ORGANIZED 1853 CASH CAPITAL 418,000,000 sie 
of 1 
ag eee. a 
an 
Profits and Commissions-Rain = 
Riot and Civil Commotion-Rents = 
Tourists Baqgage Explosion | ket 
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